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They are watching with admiring interest the super- 
performance of these dynamic new blades. And whether 
they are cutting plywood, hard masonite, veneer panel- 
ling, fireproof lumber, linoleum, or plas- 

tics, their rugged keenness delights every 

user. Send now for our new especially 

prepared FIRTHITE FOLDER. 


A TYPICAL FIRTHITE TIP X 
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Open Letter to the Congress of the United States.............. 5 
Editorial-—A Simple Formula for Curbing Inflation; Et Tu Brute.. 53 


What Is Being Done About America's Housing Problem? 
An AL&BPM report giving actual facts on how private enter- 
prise is doing the job. ; 


To Help You Plan 1948 


Purpose of this issue is to give you a glance at what’s to be ex- 
pected in 1948 so you can do a little advance planning. 


Convention Season Program Aimed to Help Dealers Cut Costs, 
Increase Efficiency 
Here is a quick glance at what some of the dealer conventions 
will offer in the way of programs and themes. 


Coming Convention Schedule 
National Teamwork 
Building Materials Outlook for 1948 


Leaders in the industry discuss which products are becoming 
more available and which will remain tight. 


What's New?—Products, Literature, Sales Aids 
1948 conventions to exhibit a variety of new products. A pre- 
view of some of them shown here, 


'48 Preview—How to Estimate, Price, Su ig Construction 
Two timely series of articles designed to meet the needs of deal- 
ers begin with the January 3 issue. 


Dealers Say: Yes, We Are Building Homes 
Read what representative dealers throughout the country are do- 
ing in the line of modest and low-cost homes. 


Washington Calendar 
Special report analyzing light construction prospects in 1948 as 
seen by government officials. 


Management Series—Check List for Retail Management 
One hundred questions which should be answered and studied. 


Salesmanship Series—Personal Check List for the Salesman 
Can you qualify as a good salesman? Rate yourself with this 
check list. 


Your Profit Making Forum 
Merchandising Clinic . 
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Names in the News.......... 
Classified Advertising ..... 
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FOR COMPLETE 


COVERAGE 


OF THE 


BUILDING MATERIAL 
MARKET 


With 18 wholesale warehouses, Wm. Cameron 
& Co., Inc., Wholesale, offers complete coverage 
of the retail building material market of the 
Southwest. 


In this, the fastest growing industrial area of the United 
States, manufacturers are assured adequate representa- 
tion and distribution through Cameron’s. To cover this 
market thoroughly on building material items that lend 
themselves to jobber distribution to the retail dealer, you 
need only Wm. Cameron & Co., Inc., Wholesale. 
For 79 years Wm. Cam- 
eron & Co, has been an 
influencing factor in the ; 
building industry of the Map shows locations of Cam- 
eron wholesale warehouses, 
great Southwest. It en- 
joys prestige and an en- 
viable reputation for de- 
pendable service. 
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Wm. CAMERON & Co. INC., Wholesale 


Home Office: Waco, Texas 
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OZAN 


Is Planning for 
Continuous Operation 


For some years Ozan has been operating on a se- 
lective harvest basis — taking out only the more 
mature trees and leaving the younger trees for fu- 
ture growth and development. Thus, Ozan has been 
laying the foundation for continuous operation. 


With a continuous timber supply now pretty well 
assured, Ozan is laying plans for building what we 
believe will be the most modern sawmill producing 
Southern Pine — equipped for greatest possible 
utilization of the log. The new mill will be erected 
at Prescott. Our company now operates three mills, 
at Prescott, Delight and Rosboro, Arkansas. 


Looking ahead to the time when the new mill will 
be constructed and put into operation, Ozan is look- 
ing ahead to being able to supply famous Ozan 
Pine on a continuous basis. 





< 
LUMBER COMPANY 


PRESCOTT, ARKANSAS 
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MAKE QUICK 


She Name Yale 
Helps Make the Fale 


THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD, CONNECTICUT, U. S. A. 
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TOTAL NEW CONSTRUCTION for the first 11 months of 1947 is 


estimated at $11,613 million, a gain of 29 per cent over the cor- 
responding period in 1946. New private construction in November 
is estimated at $963 million. Private farm building, exclusive of 
farm construction, constituted $525 million, a contraseasonal gain 
of two per cent over October. 

JOINT FORECAST by the Departments of Commerce and Labor 


predict new construction will probably rise 20 per cent in 1948, 
ihereby setting a record of more than $15 billion. This- survey 
summarizes prospects as follows: a further increase in home build- 
ing; a decided drop in new industrial construction; a sharp gain 
in building by public utilities. Total construction for 1948 is pre- 
dicted at $15.2 billion or 20 per cent larger than the $12,665 million 
anticipated for 1947. Present record is $13.4 billion set in 1942. 


ONE NOTE OF CAUTION in considering these increased figures 


is this: the new high in dollar value is due to higher prices and 
labor costs. In terms of physical volume, building activity in 1948 
is expected to be 20 to 25 per cent below 1942 and the mid- 
twenties. 


PREDICTIONS FOR 1948 are based on three premises: 1. That 


there will be no serious recession. 2. That construction costs will 
rise only slightly with a substantially smaller increase from 1947 
to 1948 than occurred between 1946 and 1947. 

APPRENTICES IN THE BUILDING TRADES numbered 109,738 at 


the end of October, an all-time high and an increase of 31/2 per 
cent over the number reported at the end of September. The break- 
down by trades, according to a report issued by the Apprentice- 
Training Service of the U. S. Department of Labor was: wood- 
working trades 39,926; electrical trades 17,200; pipe trades 16,558; 
trowel trades 14,799; painting and decorating trades 8,560; sheet 
metal trades 7,990; other building trades 4,705. 

NAIL MANUFACTURERS were warned by Senator Flanders (R., 


Vt.) that “government control is inevitable’’ unless the manufac- 
turers work out a plan to eliminate the grey market in nails. The 
grey market in nails, said Senator Flanders, is “one of the gravest 
problems” in housing. The lack of nails, warned the chairman of 
the House-Senate subcommittee investigating the high cost of hous- 
ing, although not significant to housing costs in themselves, can add 
“infinitely to cost through delay.’ The senator reported ‘“docu- 
* mented evidence” of dealers withholding nails and charging three 
or four times the market price. 

RETAIL LUMBER STOCKS have declined every month since last 


April, according to the third quarterly report by the Lumber Survey 
Committee. Production for the third quarter, states the report, was 
not sufficient to meet the demands of that quarter. The freight car 
shortage and the policy by most dealers to withhold inventory buy- 
ing were held responsible for the decline in retail stocks. 

LUMBER EXPORTS are now at the rate of approximately one 
billion feet a year; imports are exceeding exports by about 200 
million feet annually. Lumber export needs under the Marshall 
Plan may exceed two billion feet a year for several years. The 
U. S. is now providing about half that amount. 

AMERICAN LEGION has now mapped a housing program of its 
own. It calls for government guaranteed financing and tax incen- 
tives for the building of homes by co-operative groups of veterans. 
This proposal and the T-E-W Bill are likely to be considered at the 
next session of Congress. 





























‘BuitpiInc Propucts MERCHANDISER 


EWS~TRENOS 


LUMBER PRODUCTION 


Douglas fir area establishes 
postwar record in November 


NEW postwar records were set 
both in lumber production and 
shipments in November from the 
Douglas fir region of Oregon and 
Washington, H. V. Simpson, execu- 
tive vice president of the West 
Coast Lumbermen’s Association re- 
ported. 


At the same time orders jumped 
above production for the first. time 
since July, indicating that a strong 
buying trend is continuing. 

Simpson said the continuing 
heavy volume of orders is highly 
unusual for this time of year, show- 
ing evidence that the housing pro- 
gram will continue at an acceler- 
ated pace’ through winter and 
spring. 

Cumulative orders for the first 
48 weeks of 1947 was 6,847,412,000 
board feet; 48 weeks, 1946, 6,539,- 
430,000. Cumulative production, 
48 weeks, 1947, 6,708,635,000 board 
feet; 48 weeks, 1946, 6,604,729,000. 
Shipments, 48 weeks, 1947, 6,770,- 
880,000 board feet; 1946, 6,509,- 
681,000. 

Simpson reported that the freight 
car shortage eased somewhat dur- 
ing the latter part of November, 
cutting into accumulated lumber 
stocks. 


CHICAGO RECORD 


Dollar building volume is 
almost double for same period 


MEASURED in dollars, building 
in the five months elapsed in the 
second half of 1947 was more than 
twice as good in the Chicago area 
as it was in the second half of last 
year, according to a report issued 
by Bell Savings and Loan Associa- 
tion. 

All building reported in the five 
months elapsed of the second half 
of 1947 amounted to $180,726,577 
compared with $98,360,293 in the 
same period of 1946. 

There was only a small decline in 
permits issued for housing units of 
all types. In November 2,319 homes 
and apartments were given permits 
for which the estimated value was 
$19,445,829. In October the fig- 
ures were 2,437 units valued at 


7 











YOU GET THE ULTIMATE IN SERVICE 
FROM AETNA 


RELIABLE INFORMATION 
QUALITY MATERIALS 
QUANTITY STOCKS 
QUICK SHIPMENTS 


*PLYWOOD PANELS 
Hardwood—Softwood—Waterproof—Water Resistant 
All Standard Sizes up to 48” x 192” 
All Thicknesses, 1/16” 3 ply, to 11/2.” Thick 
All Native and Imported Woods 
*TECHNICAL PLYWOODS 


Concrete Forms—Plypreg gives up to 100 reuses 
Die Blocks—Shaper Pattern Stock 


*PLASTIC LAMINATES 


Cigarette proof, Alcohol proof, Long Wearing 


Consoweld ———————- Farrlite Formica 


*GLUES 


Casco, Grade A Cascamite Cascophen 


Immediate Delivery From The World’s Largest Warehouse stocks .. . 
Carload or L.C.L. Orders receive prompt attention. 


Get your plywood buying guide the “Teleply Ticker” 
Write today to: 


PLYWOOD AND VENEER COMPANY 
1732 ELSTON AVENUE, CHICAGO 22, ILLINOIS 
Phone Armitage 7100 Teletype CG 305 


























Our sincere thanks to all customers for 
the business placed with us this past 12 
months. 


When you want Quality, Specify LIGHTSEY 


Manufacturers of Band Sawn 


NORTH CAROLINA PINE, HARDWOODS, CYPRESS 
End Matched Pine, Oak, Maple and Gum Flooring 


MILEY, SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 
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$20,937,666. The November per. 
mit total was almost double the 
number issued in November, 1946, 
and more than double the valua- 
tion. 

Permits issued in November 
amounted to $30,940,912 as against 
$17,712,759 for November last year, 


RESTRICTION REMOVED 


Ban on resale of VEHA houses 
lifted by housing expediter 


PURCHASERS of houses built 
with priority authorization under 
the Veterans Emergency Housing 
Act of 1946 who wish to resell them 
are no longer restricted to the 
maximum sales prices which they 
paid. This restriction was removed 
by the Office of the Housing Ex- 
pediter in amendments to HEPR-5 
and PR-33. Veterans preference, 
however, still applies. 

Priority authorization issued un- 
der the regulations carried with 
them maximum sales prices which 
applied not only to the original 
sale, but to subsequent resale. The 
amendment removes the maximum 
sales price from resale of such 
houses. 


Not affected by the amendment is 
the veterans preference provision 
under which the owner of a prior- 
ity-built house who wishes to resell 
it must give preference to veterans 
before offering it to non-veterans. 
The offering price to a veteran 
must be no higher than to a non- 
veteran. 


GI LOANS 


VA statistics reveal average 
price of vets homes is $8,200 


NEARLY half of the veterans 
financing the purchase of homes 
with the aid of GI loans are buy- 
ing newly built houses at an aver- 
age selling price of $8,200 each, 
according to the Veterans Admin- 
istration. 

Analysis of GI home loan fig- 
ures over a four-month period— 
May through August of this year 
—shows that over 45 percent of 
the loans made were on new con- 
struction, and that the remainder 
were on homes previously occu- 
pied, for which the sales price 
averaged $6,675. 

With a current average of 
48,000 veterans monthly using 
their loan guarantee rights for 
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Southern Pine... . the world’s finest structural 

wood ... combining strength and beauty . . . available 
now and always for all construction needs. That’s the 
product! 


But SPA’s gold seal of service symbolizes more than 
quality of product. It represents the joint effort of 
nearly 300 Southern Pine manufacturers toward a per- 
manent industry; accurate manufacture; proper 
grading; efficient distribution and finally—consumer 
satisfaction. These things, combined with the naturally 
superior qualities in Southern Pine trees . . . constitute 
a real public service that means better building— 
better living. 


ision 
rior- 
resell 
rans 
rans. 
eran 
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Then this special view for dealers: SPA’s great 3-year 
program of aggressive trade promotion is now under 
way. It’s designed to open new markets—to better serve 
old ones—to stimulate dealer sales—and to acquaint 

the world with the significance of the men and the 
services behind the product. 


SOUTHERN PINE ASSOCIATION 


Canal Building New Orleans 
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home purchases, this means that 
about 22,000 -new homes _ per 
month are being sold to veterans 
under the program. . 

Since the first GI loan was made 
late in 1944, over 971,000 veter- 
ans had received VA-guaranteed . 
home loans as of the end of Octo- 
ber. The total value of their home 








Old-Fashioned 
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SOUTHERN QUALITY LUMBER 


purchases exceeds $5,610,000,000. 


Also revealed by VA’s survey of 
loan transactions was a substantial 
increase in participation by com- 
mercial banks in the home loan pro- 
gram. Such institutions during the 
four-month period accounted for 
over 41 percent of the loans made, 
while savings (and building ) and 
loan associations and Similar con- 
cerns made about 32 percent. The 
latter handled the major portion of 


\ this financing during the early part 


of the program. 











We Are Just a Bit 


In Today’s Lumber Market 


Yes, we mean Old-Fashioned. Our old custom- 
Currently we are portioning 
our entire production among them AND we 
are shipping them only quality, dry (KD or 
AD) lumber with SPIB, NHLA or SOMA in- 
spection. We know that all you retailers ap- 
preciate this kind of quality, service and busi- 


Some day we hope we can serve you. Mean- 
while let’s work together—retailers and manu- 
facturers—and supply the home builders of 
America with lumber that will restore the con- 
fidence that Wood deserves as the finest and 
most versatile building material ever known. 


Longleaf and Shortleaf Yellow Pine . 
Tidewater Red Cypress . . 
Mixed Cars Dressed and/or 
. Boat Shipments to Foreign, 
East and West Coast Ports. 


REYNOLDS & MANLEY 
LUMBER COMPANY 
SAVANNAH, GEORGIA 


. Southern Hard- 











MORTGAGE MONEY 


Private financing in ‘48 will 
set record, says J. C. Thompson 


THERE will be no shortage of 
mortgage money in 1948, according 
to John C. Thompson, president, 
Mortgage Bankers Association of 
America, in an exclusive statement 
to AL&BPM. 

“The mortgage industry is pre- 
pared to provide all the necessary 
financing to meet the expected un- 
precedented volume of new con- 
struction next year. However, it 
should be clearly recognized that 
mortgage lenders alone cannot solve 
the housing problem. Nor is more 
legislation the solution. Adequate 
supplies of materials and labor are 
the basic necessities to the con- 
struction of the critically needed 
housing at prices within the means 
of veterans and others who urgent- 
ly need a place to live. 


LOCAL PROBLEM 

“It is the conviction of mortgage 
lenders generally that Federal leg- 
islation designed to provide assist- 
ance and subsidies to solving the 
housing crisis is unnecessary and 
undesirable. Housing needs can 
best be determined and met on a 
local community basis. 

“Mortgage lenders are committed 
to realistically view costs of con- 
struction and realty values under 
existing conditions and will offer 
mortgage terms to meet all sound 
demands. Investors in mortgages, 
however, will not discard the 
proven, sound principles of mort- 
gage underwriting or indulge in in- 
flationary practices which would 
inevitably result in losses to both 
borrowers and lenders and financial 
chaos throughout the country. 

“During the coming year, despite 
unwarranted high construction 
costs and continuing shortages of 
labor and of some critical materi- 
als, more housing will be built and 
financed by private industry than 
ever before in our national his- 
tory.” 


GOVERNMENT CONSTRUCTION 


Will exceed half of projected 
increase, it is now believed 


PUBLIC works and other gov- 
ernment financed construction 1s 
expected to account for more than 
half of the anticipated increase in 
the volume of new construction 1n 
1948, according to a forecast pre- 
pared by the economists of the Pro- 
ducers’ Council, David S. Miller, 
Council president, announced. _ 

“Public construction next year 18 
estimated at about $3.8 billion, an 
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Looking back, the idea of the wireless telegraph 
looks simple. The idea of a permanent lumber opera- 
tion also seems simple. Marconi’s problem was to 


translate his idea into actuality. Kinzua’s problem, 


similarly, has been to overcome the practical factors 


—to get the necessary timber reserves, to set up meas- 
ures to protect against fire and insect damage, to growth to harvest, how much to 
measure the rate of timber growth that can be antici- leave for future growth and har- 


pated, to determine what percentage of present vest. 


Kinzua is gradually solving these 
various problems—and in due time 
expects to have a permanent opera- 
tion—which will insure a continu- 
ous supply of Kinzua “Quality 


Guaranteed” Ponderosa Pine. 
& 
Wlenry Christmas 


to Customers and Friends 


Everywhere 
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increase of 30 percent over the 
1947 total,’’ Mr. Miller said. 

“At that rate, the volume of pub- 
licly financed construction would 
account for 27 percent of all new 
building which is estimated at $14 
billion for the year. Public con- 
struction will account for about 24 
percent of all new building in 1947 
and totalled 22 percent in 1946. 

“The largest daar incréase in 


public works is expected in high- 
way construction, which is forecast 
at $1.5 billion, an increase of about 
one-third over 1947.” 


WANTED 


Stories of build-it-yourself 
projects underway in your area 


AN increasingly important trend 
in the light construction field is 
the number of homes, barns, 
smaller buildings and structural 
improvement jobs that are being 
built by the consumers themselves. 

Several dealers have told us that 








Its Christmas Again! 


And again, with real 
Sincerity, may we say 


Merry Christmas & Happy 1948 
a 


THE ALGER-SULLIVAN LUMBER CO. 
CENTURY, FLORIDA 








left "Good Will to Men." 


stand the other. 





If “Peace on Earth” falls short of fruition this year, there is still 


In the year drawing to a close the lumber business has seen unusual 
things. There have been many shortages, and not the least of things 
lacking has been a failure of one segment of the industry to under- 


With the day approaching when mankind commemorates the birth 
of the Woodworker of Nazareth, it is a fitting time for all to search 
their hearts and replace feelings foreign to the Christian observance 
of Christmas with thoughts appropriate to the Season. 


And so, let us all, with the whiteness of the magnolia in bloom to 
symbolize purity of intention, and with the green of our pines and 
cedars to remind us of the rebirth of charity in our hearts—let us 
reaffirm our "GOOD WILL TO MEN.” 


Goodwill to 
Men 
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Kirby Lumber Corporation 


Houston, Texas 
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they are selling direct to consumers 
increasing numbers of house jobs 
and other types of jobs on a ma- 
terials only or a “materials” pack- 
age basis. 

The consumer-customer then (a) 
does the building himself; (b) gets 
his friends to help him (this is g 
fine old American tradition); (¢) 
hires a carpenter foreman to assist 
himself and his friends in erecting 
the building. 

This trend may help alleviate 
both the shortage of building me- 
chanics and the high cost of con- 
struction. We know of one instance 
where skilled mechanics in - non- 
building trades purchased govern- 
ment surplus floodlights, set them 
up, and worked far into the eve- 
ning hours night after night, help- 
ing each other build low cost homes, 

We would like to give wide pub- 
licity to successful case histories 
of build-it-yourself projects. Won’t 
you write us about such develop- 
ments in your area? 


APPALACHIAN HARDWOOD 


Annual Cincinnati conference 
reveals industry development 


DEVELOPMENT of sound fu- 
ture policies in forestry, trade de- 
velopment and research were high- 
lights of the best attended annual 
meeting ever held by the Appalach- 
ian Hardwood Manufacturers, Inc. 
at the Netherlands Plaza Hotel, 
Cincinnati, Dec. 4-5. 

Open sessions held concurrently 
by the Forestry and Trade Exten- 
sion committees indicated the 
steady progress of organizations in 
these fields. The feature of the an- 
nual banquet held Thursday eve- 
ning was the scholarly address by 
Stanley Horn, editor of Southern 
Lumberman. 


The general sessions on Friday 
developed into a practical industry 
conference. R. H. McMurtrie, pres- 
ident of Huntingburg Furniture 
Co., Huntingburg, Ind., opened new 
horizons for hardwood as he re- 
ported the result of developments 
in his company’s research labora- 
tory in the end-uses and finishing 
of various domestic woods. 


CAPRON SPEAKS 

Ray W. Capron, president of the 
newly-formed Pallet Manufacturers 
Association, spoke on the problems 
now faced by his group. D. Mor- 
ton Rose of the D. M. Rose Co., 
Knoxville, Tenn., emphasized “the 
necessity forthe application of 
sound thinking by producers from 
forestry to the end-use of the 
product. . — 


. 


Thomas J. Mitchell, ~ Poinsett 
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SEASON'S GREETINGS 


To Our Fellow Members 
of The Industry and To 
Our Loyal Friends of The | 
Trade, We Extend Cordial 
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Merry Christmas 


and 
Prosperous Hew Year 
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ROST LUMBER INDUSTRIES, Inc. 


SHREVEPORT, LOUISIANA 
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SEASON'S GRERTINGS 


from Your | 
Western Wholesalers 


Thanks for the orders entrusted to 
us in 1947. 
Looking ahead to 1948, you can 
depend on it that your Western 
Wholesalers, as in 1947, will de- 
vote every energy to supplying 
all customers to the best of their 
abilities. 
During 1947, demand for Western 
Woods continued to exceed sup- 
ply. We trust that 1948 may bring 
a definite improvement in the sup- 
ply-demand situation. 

(Sawmill: 


CARL SODERBERG — rine Froducts 
LUMBER COMPANY vilic,. ore.) 


Manufacturers and Wholessiers Washington 


Duncan Lumber Co., Inc. 
White Bldg., Seattle | 
Specializing in dimension. and boards. 


Edward J. Sherman Lumber Sales 


Board of Trade Building 
Portiand 4, Oregon 


Morrill & Sturgeon 


umber Co. ™andose 


Yeon Biag., Portiand, Ore. 
Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 























564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 











NEWS ««d TRENDS 


Lumber Manufacturing Co., Pick- 
ens, S. C., spoke on “Practical For- 
estry from a Practical Lumber- 
man’s Viewpoint.” Carl Rishell 
and Joe Stearns of Teco demon- 
strated the year’s developments in 
the research program of their or- 
ganization assisted by W. I. Dooley, 
M. W. Stack and John B. Veach. 

Howard L. Gray, Meadow River 
Lumber Co., retiring president of 
the organization, announced the 
election of the following officers: 
president, John B. Veach, Veach- 
Day-Wilson, Inc., Alcoa, Tenn.; 
vice president, W. I. Dooley, Cona- 
sauga River Lumber Co., Cona- 
sauga, Tenn.; secretary-manager, 
C. H. Clendening. 

Directors: F. Edwin Mower, 
Mower Lumber Co., Charleston, W. 
Va.; F. W. Dakin; R. W. Hender- 
son, Stearns Coal & Lumber Co., 
Stearns, Ky.; P. G. Vestal, Vestal 
Lumber & Manufacturing Co., 
Knoxville, Tenn.; Joseph L. Noyes, 
Marshall Lumber Co., Marion, N. 
C.; J. C. Turner, W. M. Ritter 
Lumber Co., Columbus, Ohio; 
Ralph Ely, Ely-Thomas Lumber 
Co., Camden-on-Gauley, W. Va.; 
Luther Griffith, Griffith Lumber 
Co., Huntington, W. Va.; E. M. 
Bonner, Atlas Lumber Co., Cin- 
cinnati; Joseph J. Linehane, Mo- 
bray & Robinson Lumber Co., Cin- 
cinnati; Clifford Gross, Morrison 


Gross & Co. Erwin, W. Va: 
Charles Bringardner, Martins 
Ford Lumber Co., Pineville, Ky., 
and Curtis Wilson, Intermountain 
Coal & Lumber Co., Putney, Ky. 


GLASSOW NAMED PRESIDENT 
NLMA session takes definite 


stand on important issues 


A. J. GLASSOW, vice president 
and general manager of Brooks, 
Scanlon, Ine., Bend, Ore., was 
elected president of the National 
Lumber Manufacturers Association 
at the 45th annual meeting of 
stockholders and board of directors 
in Chicago, Nov. 16-19. Mr. Glas- 
sow succeeds C. Arthur Bruce. 

The meeting adopted a policy 
strongly opposing any attempt to 
reinvoke price controls; opposed 
the participation of the Federal 
government either directly or indi- 
rectly in the field of housing con- 
struction; reaffirnied its. stand 
against labor legislation which is 
discriminatory in any way against, 
either employer or employe, and 
called for the repeal of the Fair La- 
bor Standards Act as outmoded, un- 
workable and discriminatory. 

H. M. Seaman, Kirby Lumber 
Co., Houston, was elected first vice 
president; John B. Veach, Wash- 
ington, D. C., was reelected vice 
president and treasurer. The fol- 
lowing regional vice presidents 
were reelected: Homer B. Jamison, 


’ Fresno, Calif.; C. W. Ingham, Eu- 


gene, Oreg.; Q. T. Hardtner, 
Urania, La., and H. C. Parrish, 
Norfolk, Va. 








JEFF KEATE 





La 


: ees 





“Do you notice how Eloise tries to 
attract attention since baby arrived?” 
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Industry Engineered Two-Story Feature House 


For Sparkle that Clinches Sales 


... include Electrical Living 
Engineered by Westinghouse 





Win the women witn your Industry-Engineered Houses 
and you are on the road to profits. You can be 

sure of sparkling details that captivate women with 
Westinghouse engineering. 

In the kitchens, for instance, where the sale must 
be made, Westinghouse offers tested design ... 
plans that have demonstrated appeal . . . that 
you can install at surprisingly low cost. 

All through the house the same careful attention 





VALUABLE AIDS TO DESIGNERS 


to electrical details that add buying appeal has @eeeeeeseeeeeeeoeeeeeeeseeeeeeeee 22820208 


been given by Westinghouse specialists. 

We wrapped the whole story in a book. It gives 
wiring diagrams, kitchen layouts, product 
information. It’s free. 


@ Westinghouse 


PLANTS IN 25 CITIES... OFFICES EVERYWHERE 


Better flomed- Eutea 


J-91568 P. O. Box 868, Pittsburgh 30, Pa." 
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Designs for Electrical Living in Industry- 
Engineered Houses. 


4 Degrees of Home Electrification. Complete 


details on how to wire any house you build. 


Planning Your Kitchen Electrically. The 
most practical kitchen planning book 
available. 
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HOUSTON 
the latest deuelopmeut cu 


AIR COOLED REFUSE INCINERATORS 


* 


The HOUSTON INCINERATOR is specially designed and constructed for 
burning SAWDUST, SHAVINGS, BLOCKS, EDGINGS, etc., at wood- 
working plants. In electrically operated mills and factories where the disposal 
of refuse is usually a worry and expense, the HOUSTON INCINERATOR 
solves the problem satisfactorily and efficiently. 


The HOUSTON INCINERATOR has been approved and recommended by 
Fire Prevention Bureaus, City Authorities, and Insurance Companies in all 
communities where they are in use. They are fire-proof and fool-proof and 
can be safely located adjacent to wooden buildings. They are constructed of 
heavy steel and lined with high temperature Rotary Kiln Blocks, and due to 
the way they are designed and constructed, they will last indefinitely. After 
they are installed there is no operating or maintenance expense as no fuel, ex- 
cept refuse, is used, and there are no grates to be continually burning out. The 
steel is air cooled to assure long life. 


ENGINEERING SERVICE, and ESTIMATES FURNISHED 
WITHOUT CHARGE 


Forty years’ experience pneumatic collecting and 
conveying installations in United States, 


Mexico, Russia, etc. 


WManufactured and Erected by 
HOUSTON BLOW PIPE & SHEET METAL WORKS 


113-121 BROADWAY e PHONE W. 6-2613 * HOUSTON 1, TEXAS 


THE HOUSTON REFUSE INCINERATOR IS SAFE 
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GRATELESS AIR COOLED 
REFUSE INCINERATOR 
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Houston 
Burn 
Your 

Refuse 


Insert shows convenient door for feeding 
blocks or large refuse. 


a ec SEE OPPOSITE PAGE 
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TIMBER 
TWIN PROFIT 
PULLERS 


Hire:’this unbeatable Dorsey team to set new logging 
records for you! Durability and low maintenance are 
assured. No logging requirement can stump the Dorsey 
Timber Twins—thestardy Model C-511 Usility Pole 
Trailer and the rugged Model S Skidder! 


Dorsey’s adjustgble Pole Trailer, with a minimum of 


underslung weight, carries the load on the springs! 
Easier Towing results. Wear is reduced. Easy to load 
and unload, the C-511 Pole Trailer certifies more pay- 
loads per day. 


With the reliable Model S Skidder, you get PULL/ ih 


*‘Spots too tight for the Pole Trailer. The economical 


Skidder attaches easily to any truck. One operator 
handles both truck and Skidder to slash your expenses. 


Yes, for even greater teamwork, the unbeatable Dorsey 
Timber Twins work hand-in-hand with the Economic 






Model C-511 


UTILITY POLE TRAILER 


Coit Your Logging Coili/ 


Twins — Dependability and Low Main- 
tenance. Talk over their amazing 
performances with your nearby Dorsey 
dealer or distributor today! 


WRITE FOR LITERATURE 


VIEL TTA g 


JRAILERS 


ELBA, ALABAMA, U.S.A. 
MODERN DESIGNED TRANSPORTATION 
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\\3 POWER SAWS 


Now Available at NEW LOW PRICES 


The magnesium and aluminum alloy castings used in the Mall Power 
Saw make it lighter in weight without sacrificing any of the power of its 
sturdy 7 H.P. Gasoline Engine. This new light weight makes it easier to carry ° 
and less fatiguing to operate over longer periods of time. The increased power 
permits faster cuts and greater capacities. 


THREE MODELS FOR ONE OR TWO MAN OPERATION 


Mall Model 7 Chain Saw—ells and bucks trees up to 12 feet in diameter ... 
makes any angle cut ... can be carried anywhere a man can walk. 


Mall Circular Saw—enables one man to cut brush or timber easily and 
quickly. Has 30 or 36 inch blade and is over 100 lbs. lighter than any other saw 
of the same type. 


Mall Bow Chain Saw—wesigned for cutting small size timber and pulpwood 
. will not pinch in cut. Can be operated by one or two men. 


Write for FREE Booklet “Mall Power Saws” and name of nearest dealer. 
Demonstrations can be arranged. 


POWER SAW DIVISION 


MALL TOOL COMPANY 
7733 South Chicago Avenue 
Chicago 19, Illinois 
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Rural building materials dealers 
know this. Asked what rural mag- 
azine would be most effective, from 
an advertising standpoint, in 
helping them sell their prospects 


they gave Country Gentleman 
a 92% lead 


Building materials advertisers 
know this. They invest more adver- 
tising dollars in Country Gentle- 
man than in any other farm 
magazine. 











No. 1 with FARMERS - . RURAL DEALERS - ADVERTISERS 
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The roof plays a featured 
role in any building program. And, when that roof is 
shingled with Flintkote Thikbuts, it’s a double feature. 

Why? Because these sturdy shingles are designed to 
combine beauty and durability. 

You see, to make Thikbuts, we start with a regular 
Flintkote Asphalt Shingle. Then, on the exposed tabs 
... where weather-resistance is most needed ... we add 
the extras. A thick, extra layer of Flintkote stabilized 
asphalt coating. A generous extra coating of fireproof 
mineral granules. 

The result is virtually “two shingles for the price of 
one.” A modern, moderately-priced, fire-resistant roof- 


FLINTKOTE MAKES A COMPLETE LINE OF BUILDING 
MATERIALS .. . Asbestos-Cement Shingles and Sidings * Asphalt 
Coatings * Asphalt Shingles and Sidings * Building Papers * Decora- 
tive Insulation Board + Fiberglas* Insulating Wool * Hot and Cold 
Built-Up Roofings * Insulated Sidings + Roll Roofings and Sidings 


Structural Insulation Board. iff feFoU.,5; Pat OF- Mts. by Owens-Corning 
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TOP BILLING 


ing material that gives you extra years of service. 

Like all Flintkote Asphalt Shingles, Thikbuts are 
available in a variety of popular plain colors and 
blends that are enhanced and emphasized by the heavy 
shadow lines of the extra thick tabs. 

Feature Flintkote Thikbuts for re-roofing, remodel- 
ing or new construction. You'll find a bonus of customer 
satisfaction in every dollar’s worth of their double fea- 
ture value. 

We'll be glad to give you complete information on 
any Flintkote Building Material. Write: THE FLINT- 
KOTE COMPANY, Building Materials Div., 30 Rockefel- 
ler Plaza, New York 20, N. Y. Offices in Principal Cities. 


FLINTKOTE 
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Arkansas’s cbiefypatural resource is its purpose. ine 
BEM 6 Ce, weap. 


ws 6 See 


The conversion of that timber into lteter: and shadow, are systematic ‘forest. 
wood products constitutes the state's leading eclective uniber areca protection 0 


industry in capizal inv. . r- 6 ae Shee 
dustry pizal investment, nunrber of pe growth, fire prevention, and ref 


sons employed, amount of annual payroll, total ; : 2 
Ryde pay which, as practiced by the undersigned 

state and county taxes paid. : oe fe 

lumbering enterprises, will provide ast 


Yet it is the lengthened shadow of this industry and ample supply of Arkansas Soft Pine Sat 


rather than mere statistics which signifies so like interior trim, finish, mouldings, floor 


much to every user of lumber for whatever and framing lumber . . . now and forever.” 


eyLumberCo.ofArkansas —_— Dierks Lumber & Coal Co. 
WARREN, ARKANSAS KANSAS CITY, MISSOURI - 


pssett Lumber Company — - Frost Casali ladethips: Inc, 
ROSSETT, ARKANSAS van ORE ORS LOUISIANA 


Southern rene Company : 
WARREN, ARKANSAS | 


COMPOSING THE 
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Plywood fortified 


WI Kimpreg’ “i means smoother, longer- 


New Plastic-Armored Plywood Cuts Ultimate 
Form Costs. 
KimpreG* plastic surfacing is fused to exterior grade ply- 


wood in manufacture to produce durable KIMPREG +" 


Plywood. When wet, KIMPREG-surfaced plywood is 33 
times more abrasion resistant than ordinary plywood...15 
to 25 times more water-resistant. Handled with reasonable 
care, KIMPREG + Plywood concrete forms can be re-used 
over 100 times. And they’re less costly than steel forms. 


Maintenance Costs Cut 50%. 


Plywood panels protected with KIMPREG strip easier, clean 
faster, demand little oil and oiling labor. Because they are 
highly resistant to water, they won’t swell . . . require no 
separation to dry. Light in weight, they’re excellent for 
slab work. Greatly reduce overhead finishing time. Save 
labor—save money. 


Surface Smoothness Equal to that of Steel 
Forms. 


KIMPREG + Plywood forms provide a smooth, enduring _ 


concrete finish. Cut rubbing-down costs as much as 75%. 
Concrete won't stick to glassy smooth KIMPREG. 


24 





lasting concrete forms 





Get Full Information Today. 


KIMPREG + Plywood panels are available through local 
plywood jobbers, and are also sold by plywood manufac- 
turers under the trade names Laminex, Inderon and West- 
board Industrial Plastic. For further information write to: 


KIMBERLY-CLARK CORPORATION 
Plastics Division * Neenah, Wis. 





A standard plywood form pro- 
duced the rough-surfaced concrete 
on the left. Note how smooth the 
finish on the right looks—the work 
of a KIMPREG + Plywood form. 
Both panels have had many re-uses. 





impreg (& ; 


©“ REG. U.S: PAT. OFF. 


PLASTIC SURFACING 
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¢ BETTER VALUE for your ‘Building Dollar’ 


¢ WIDE CHOICE of DESIGNS 
¢ A COMPLETE LINE—everything from 


Basement Windows to Attic Louvers 


e LABELED and PACKAGED merchandise 
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PRR mvc 


Line is out in front! 












°TH 
PONDEROSA PINE 


1866 to 1947 


¢ 


is Se 


CARR, ADAMS & COLLIER COMPANY, Dubuque, lowa 


— en 


e EXPERT WORKMANSHIP 
¢ STURDY CONSTRUCTION 


ie 





OROUGHLY SEASONED, KILN-DRIED 





e BACKED BY OVER 80 YEARS EXPERIENCE — 
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TODAY Bira Master-Bilt thick butt 
shingles are far better. Bird protects 
your reputation by controlled produc- 
tion. More than 100 merciless tests guar- 
antee the quality of Bird Master-Bilt 
shingles that pay off in sales for you. 
Beginning with the finest felts Bird Mas- 
ter- Bilt shingles are put to gruelling tests 
in every step of their manufacture—satu- 
ration tests to guarantee super saturation 


— brutal scrub tests for tougher -than- 





Applied in Dysart, 
Iowa, in 1920, this 
Bird Roof is still good 
for years more even 
in the tough weather 
conditions of Iowa! 





normal wear — Ultra Violet fading tests 
that far exceed the sun’s fading power to 
insure maximum color stability — the ac- 
celerated weather test — are only a few 
of the tests that guarantee the constant 


top quality of Bird Shingles. 


BIRD & SON, inc. 
EAST WALPOLE, MASS. 


NEW YORK - SHREVEPORT, LA. - CHICAGO 
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MERCHANDISING 
NATURAL FOR 1948. 


HMNEKSZZ“ 


THE AMAZING PREFABRICATED 
HANDY SHELF-UNIT 














Everywhere shelves are needed—stores, offices, fac- 
tories and homes—Hines-Shelf is the answer. Sturdy 
Ponderosa Pine frame, Masonite Tempered Presd wood 
shelves and ends go together with patented hard- 
ware. No nailing! No sawing! Hines-Shelf sells on 
sight—and repeats. Get on this item now! 









































PATENTED BRACKET la 
The secret of Hines-Shelf amazingly simple construction and flexi- 


bility is a new patented bracket. All you need is a screw-driver FIT A WHOLE WA LL 


to put a Hines-Shelf together—thus saving time, labor and money 





With Regular Units and Extension Units, whole walls can be 
fitted with Hines-Shelves. Stores, offices, factories need 


STURDY—A GIANT IN STRENGTH shelves and Hines-Shelves will do the job cheaper and better! 
3 ft. wide, 3 ft. high, 


11% in. deep. Regular eee 


Unit will carry 600 Ib. 
weight evenly distrib- 
uted over 9 sq. ft. of 
shelf area! 















CARTON PACKED 


Easy to stock—easy to handle— 
easy to deliver—easy to sell. 








EDWARD HINES LUMBER CO. 
2431 So. Wolcott Ave. 
Chicago 8, Illinois 


WRITE, PHONE OR WIRE 


Important distributor and dealer areas 






| am interested in receiving complete information on Hines- 
Shelves, please check 



















are still open. Get full details now by 








For Store [_] For Office [_] 


For Storeroom [_] 


writing Hines-Shelf. 


EDWARD HINES LUMBER CO. 
CHICAGO 8, ILLINOIS 
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= Papelachia 


= HARDWOOD 


GREETINGS from Your Appalachian Friends 


Every firm on this page pledges continuance in 1948 of the 
well-known standards of quality in Appalachian Hardwoods. 
These firms thank you for the patronage accorded them in 
1947. They look forward to serving you again in 1948. May 
the New Year be a year of real progress for customers and 


friends everywhere. 


D. D. Brown................-Elkins, W. Va. 


Mirs. Band and Circular Sawn West Virginia Appalachian 
Hardwoods—Kiln-Drying and Planing Mill Facilities. 
Established 1880. 


*Christian Lumber Co... ...Monticello, Ky. 


palachian Hardwoods Exclusively 
ee hipping Point: Burnside, Kentucky 


The M. B. Farrin Lbr. Co... .Cincinnati, Ohio 


Kiln-Dried and Air-Dried Appalachian Hardwoods. ‘‘Century’’ 
Oak an aple Flooring. 


*Morrison, Gross & Co.......Erwin, W. Va. 


Lignasan-dipped Wet Virginia Hardwoods. Band Mill, Dry 


and Planing Mill. 


*M. E. Crisp Lbr. Co.........Welch, W. Va. 
West Virginia and Ra Hi Appalachian Hardwoods, Oak, 


Poplar, Beech, Maple. Ash, Hickory, Chestnut and other hard- 
woods. All facilities. 


*Stearns Coal & Lbr. Co.......Stearns, Ky. 
Appalachian Hardwoods, Hemlock and White Pine. 


*Cherry River Boom & Lbr.Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products, 
lued Dimension. 


*Huntington Hardwood Co., Huntington, W. Va. 


Manufacturers and orters Appalachian Hardwoods. 
Ameri~~~ Block alnut L er a Specialty. 
and Yard: Kenova, W. Va. 


*The Mower Lbr. Co.....Charleston, W. Va. 
West Virginia Hardwoods, i ee Kiln-dried, Rough or 


uria 
Mills: Omar, Marmet, Cass, Colcord and Pettus, W. Va. 


*Marshall Lumber Co.........Marion, N. C. 
Hardwoods—Hemlock and White Pine. 


*P. W. Plumly Lumber Corp., Winchester, Va. 


Band Sawn Appalachian Hardwood Lobes. 
Modern Moore Dry Kilns and Planing 


*jJ. P. Hamer Lbr. Co........Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*Meadow River Lbr. Co....Rainelle, W. Va. 


Manufacturers of West Virginia Hardwood Products. 


*“Wood-Mosaic Co., Inc.......Louisville, Ky. 


“Parkay’’ Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension. 


“McCracken & McCall, Inc...Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, O. 
Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of me Hardwoods. Maple and Oak 
coring. 


Hutton & Bourbonnais Co....Hickory, N. C. 


Soft-textured Appalachian oak, poplar, chestnut and pinus 
strobus white pine. Planing mills, dry kilns, box factory. 


*Warner Lumber Co........Asheville, N. C. 
Quality Hardwoods, Hemlock and White Pine. 


*W. M. Ritter Lbr. Co.......Columbus, Ohio 


Appalachian Hardwoods 
Dry Thick Oak—Boat Oak 


J. B. Belcher..............Bluefield, W. Va. 


Appalachian Hardwoods, Air or Kiln Dried. 


* Member Appalachian Hardwood Manufacturers, Inc. 
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You Can Make an Outstanding and Profitable Connection! 


Become A KNOX HOMES DEALER 


If your business is building, contracting, lumber or real 
estate, here is an unusual opportunity for you. Become 
an authorized Knox Homes Dealer! Secure the franchise 
for your territory! Each city and town offers almost un- 
limited opportunities, but you must act promptly. 


The 4, 5 and 6 room Knox Homes are carefully de- 
signed by a Nationally known small-homes architect— 
built in Knox’s modern plant—and backed by Knox’s 
50 years experience in the home building field. Full 
use is made of highly skilled workmanship and up to 
date factory assembly methods, The Knox Home is 
ideal in design, in construction, in durability and in cost 
for all home buyers in the lower and middle income 
brackets. 


You can save financing time because Knox Homes can 
be constructed on the home site in 1/3 of the conven- 
tional building time. You make your own subcontracts 
for foundations and chimney, plumbing, wiring and 
painting. Everything else is furnished you—ready for 
assembly—by Knox. 


The construction, FHA approved; the assembly, Govern- 
ment-inspected; the Knox Home is the solution to the 
housing problem in any community—large or small. 


Knox offers many exclusive franchise arrangements through- 
out Kentucky, Tennessee, North Carolina, South Carolina, 
Georgia, Florida, and Alabama. A strong advertising cam- 
paign will aid your selling. Write or wire for complete 
information today! 


KNOX CORPORATION 


— ~~ c —— “a ~. ttn 
iny o Yn 70 PLANT EEES 
an — ae a ae a 7 ae a 


THOMSON 
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Satisfaction in 
a job well done 


Every 
fine home deserves 
Corbin hardware 


ORBIN authentic 
period designs 
have been the 
choice of architects, 
builders and owners 
for nearly 
100 years. 
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ALUMINUM ROOFING SHEETS 


The finest roofing material for barns, sheds, garages, tool shops, etc. Alumie 
inum Roofing substantially reduces inside temperatures during hot summer 
months because of the ability of aluminum to reflect the direct rays of the 
sun. Aluminum roofing is economical, too, as it will last a lifetime with- 

out maintenance expense. Cannot rot, rust or crack. Nichols Aluminum 
Roofing Sheets are available in 114,” and 21” corrugations and 5 V 
Crimped in 26” widths, 6, 7, 8, 9, 10, 11 and 12 ft. lengths. Alum- 

inum roofing accessories for all types of roofing are available. 





i 
% 
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Special sales proposition is now open and available to 


\ \ \ ANY \, . 3s” <3 jobbers and dealers. Write us today for details. 
Yichols aluminum nails 


ARE DEFINITELY SUPERIOR FOR USE IN APPLYING WOOD SIDING, ASBESTOS SHINGLE AND 
SIDING, BATTENS, PLASTER BOARD, WOOD SHINGLES, ALUMINUM AND ASPHALT ROOFING. 





War developed aluminum alloy wire invades the nail market. It is defi- 

nitely superior for the above applications. 

Rust PROOF. Rust from steel nails or oxidation from copper nails for any 

of the above applications will mar the surfaces on which they are used. 

Aluminum Nails are solid aluminum. There is no protective coating that 

can be knocked off the head by hammer blows. ALUMINUM CANNOT RUST 

— CANNOT STREAK OR BLEMISH THE SURFACE. They are SANITARY — 

put them in your mouth with the same safety as food cooked in an alum- 

inum utensil. 

COMMON NAILS in sizes 3d to 40d. Use for same applications as steel 

nails when ultimate in corrosion resistance is desired. 

ALUMINUM STAPLES—9 gauge, 1” and 11” sizes. 1 
All Aluminum Nails and Staples packed 50 Ibs. per keg. A 50 lb. keg Ste 
contains 50% more aluminum nails than a 100 lb. keg of the same size 


steel. nails. 3 TIMES MORE ALUMINUM NAILS THAN STEEL 
WILL ALUMINUM NAILS DRIVE? Sure they'll drive! Send for samples. Entire nail surface etched for maximum holding powefy 


pound 1 pound 
el Nails Aluminum Nails 


Many miles of aluminum electric fence and garden wire are FS MT 
now in use everywhere. Aluminum is FIVE TIMES BETTER eee kan.” 
electrical conductor than steel. Thus, one electric fence charger WEN" ENG 
can charge five times more aluminum footage than steel. io 
Aluminum is truly economical. It CAN’T RUST or “SHORT OUT”. 
It is modern looking, easy to install and never needs replacing. 
It is ideal for use in gardens for grape arbors, trellis, etc. Also 
for use in holding concrete forms. 

ui" Available for immediate delivery in 10 and 35 Ib. coils. Show FOR ‘ 
it to your customers — it sells on sight. mf CONCRETE FORMS' 


FOR GRAPE ARBORS AND TRELLIS) 







minum clothesline 


Nichols al 
= Just the thing housewives everywhere have been praying for — the original Nichols Aluminum | 


iv ia) ira AS Ne Clothesline. Gone are the nuisances of putting line up, and taking line down. No more ruined 
washings from broken lines. Once a Nichols Aluminum Clothesline is put up, it need never be 

taken down. It cannot RUST, ROT of CRACK. Cleans quickly and easily with a wet soapy, cloth. 

Holds all types of clothespins. Packed 1200 ft. per carton (4 - 300 ft. coils marked every 50 ft.). 

Specify size wanted on your order. Not original unless coil contains wrapper as illustrated 

at left. Nichols Aluminum Clothesline Wire specially treated for this particular use. It is nof, 

ordinary aluminum wire. 


Pe 


WIRE & STEEL CO. 


DAVENPORT, IOWA 
Warehouses: Mason City, lowa @ Battle Creek, Mich. 


Over 40 years in the manufacturing business 























WORKS BETTER 
WITHOUT 


CLEANING ? 


RIGHT! AND 


Little talk- 





Quick sale 


SAVES UP TO 
30% FUEL! 


Part of Hudson Basic 
Inventory Plan 


All Hudson Mother-Hen Brood- 
ers have the same burner. All 
you stock is one type of burner 
and 3 sizes of hovers to meet all 
customers’ needs. Keep a bal- 
anced stock by merely ordering 
the hover size that moves fastest 
in your area, You reduce invest- 
ment, make better profit per dol- 
lar of inventory. 


Advertised Everywhere 


The biggest brooder advertising 
campaign is telling farmers and 
poultry raisers everywhere “Get 
modern Hudson Brooders at 
your Hudson dealer.” 


HUDSON Wlother- A cu Olt BROODER 
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Sprayers and Dusters 


Hay Tools and — 
Barn Equipment 


Livestock Equipment 





It’s easy going all the way to a profitable sale when the brooder 
you’re selling is the Hudson Mother-Hen. It’s easy for the customer 
to see that this perfected brooder gives him oil brooding at its finest. 


Start at the top of the brooder. Show him the simple construction 
—easy to set up, easy to dismantle. Remove the cover. Show him 
the most dependable, safest burner ever built into an oil brooder. 
Tell him it’s all steel (not a casting). Tell him the Mother-Hen 
burner burns better without cleaning, saves hours of work 
every week. Clinch your sale by telling about the fuel savings of 
up to 30% experienced with this brooder in two years of use on 
poultry farms. 


Poultry raisers are ready for a brooder like that. Your jobber has 
them — can ship right now. Order now for quick, profitable sales. 


© 1947 u. 0. H. MFG. Co. 


H. D. HUDSON MANUFACTURING COMPANY « 589 E. Illinois Street, Chicago, Illinois, U. S. A. 


Poultry Equipment 


Farm Ventilation 
Equipment 


TESTED AND PROVED EQUIPMENT 
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HHeliday Greetings 


We think the record made by PRIVATE ENTERPRISE, in the 
construction of homes in 1947, the first recent year of opportunity 
to demonstrate what can be done, without Bureau Bungling to 
hinder its progress, should be a source of everlasting pride to 


—— ae nin LE FE TE ieee Mitt acne = Diwhnewewh & 





the entire industry. 


Manufacturers, wholesalers, retailers and salesmen have “hit - 
the line” and have built more homes than in any year in our 


history. 


Our part in building these homes is the solid foundation from 


which we wish everyone 


we Merry Christmas 





Manufacturers 


YELLOW PINE AND SOUTHERN HARDWOODS 


TEXAS 


HOUSTON TRINITY 
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“Direct from Our Oun Forests aud Wills" 
MEANS MORE THAN EVER NOW! 


The recent acquisition of prime timberlands, the purchase of additional mills and our plans for new 





plants means we'll be able to meet tremendous demands with 200 million feet of lumber. 













We manufacture 
and specialize in: 


Send us Your Tuguiries for 
PONDEROSA PINE, SUGAR PINE, DOUGLAS 
AND WHITE FIR, OR YARD STOCK 


Furniture Dimension 


Glued-Up Stock 


Address all correspondence to our Kansas City Office: 


Comper’ da Spot ef’) The Ralph L. 
Industrial Shook 
Venetian Blind Slats 
Rails and Fascia Lumber Company 
Ladder Stock 


Ready-to-Assemble 
Furniture Parts 


1635 Dierks Building 
Phone Victor 4143 
KANSAS CITY 6, MISSOURI 


West Coast Office: 910 U. S. National Bank Bldg., Portland 4, Oregon 


Aduantages of the MINER EDGER 


® LIGHT RUNNING 

®© VARIABLE FEED 
@SPURS ON GUIDE RAIL 
® STRAIGHT LUMBER 


—in fact anything in 
West Coast Woods! 













More STRAIGHT edged lumber at lower 
costs per thousand feet ... that’s what the 
Miner Edger guarantees. Lighter running, lighter 
in power use, the new high-speed, precision-built Miner Edger 
cuts more STRAIGHT lumber in less time, too. This means 
more lumber per day to meet increasing demands — more 
profits for you. Detailed information upon request. 


Write us for the name of your nearest Miner Edger dealer. M A a eS we 
CIRCULAR SAWS, BITS, SHANKS AND EDGER DRIVE BELTS e D G = eq 
MINER EDGER WORKS -- Meridian, Mississippi 


A Merry Chriitmas and Happy New Year Zo You 
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A Salute to the 
Logging Industry 





On Our 40h Anniversary 





Robert Gillespie, President of ‘ ‘ 
Mill & ae eee a” The occasion of the 40th anniversary of the 


founding of Mill & Mine Supply, Inc., gives us the 

opportunity and pleasure of extending our heart- 
felt gratitude to the logging industry, without whose in-the-field cooperation and 
recommendations we would not have achieved the standing we have today. 








The logging industry has come a long way since the days of 1907 ... when 
bulls and horses were used in logging . .. when machinery was only a dream of fly- 
by-night optimists. Those were the days when log delivery was slow and laborious. 


Our organization has grown with the logging industry. New developments of 
the Titan Power Chain Saw came as a result of suggestions and recommendations 
made by the logging industry, combined with our own exhaustive research. The 
outcome is a machine that is without an equal for dependability, ruggedness and 
long life. We know what you want and need to establish a continuously growing 
industry .. . to reduce operating costs and speed the delivery of timber. 


on 





We enjoy working with you ... we rely upon your continued goodwill. We, 
of Mill & Mine Supply, salute the logging industry for its great progress during 
our 40 years of industrial service, and pledge our manufacturing facilities to keep 
pace continually with your future progress. 

Sincerely, 


(abel. €,Lteofai 


President. 





MANUFACTURED EXCLUSIVELY BY 


MILL & MINE SUPPLY, inc. 


2700 FOURTH AVENUE SOUTH SEATTLE 4, WASHINGTON 
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WHAT IS NORM ? 


Norm is a team: 


Executives who have worked together from 14 to 35 years studiously analyzing and applying the phenomena 
of advertising and public response. 


Writers and artists who are practical advertising craftsmen, intelligently directed toward creating a favorable 
public mind for your business. 


In every department of Norm are trained people, each in his special department finds opportunity for full and 
free expression of his individual talent. 


‘Outside artists, outside writers and research agencies are called in to insure the best possible execution of a 
given program. 


From every section of the country flows an exchange of experiences and suggestions. The varied problems of 
many businesses pass to and fro. It is almost as if each client regularly sat at a round table with leaders in 
his own and allied fields. 


‘Thus the Norm team receives a practical and continuing postgraduate course in the up to the minute busi- 
ness developments and future plans of its clients. By extracting and passing on the material that is pertinent 
to the individual advertiser, it is easy to see how many greatly added benefits are assured. 


‘Together the Norm team forms a composite mind—a co-ordination of ability and experience. 


WHO GETS BENEFIT FROM NORM? 


The dealer who is out to become the outstanding merchant in his town. 


He is the leader—he is located in the small town—in the large town—in the city—in 
every part of the United States and Canada. 


Here are a few of the leading dealers in the country who are numbered among 
Norm clients: 





L. C. ANDREW W. R. SPALDING LUMBER COMPANY WEAVER BROS. INC. 
South Windham, Visalia, Newport News, 
Maine California Virginia 


NOWELS LUMBER & COAL CO. HYAK LUMBER & MILLWORK INC. FORREST LUMBER CO. 
Rochester, Olympia Lubbock, 
Minnesota Washington Texas 
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HOW DOES 
NORM 
FUNCTION? 





© NORM ADVERTISING. ap 


Norm works with one lumber dealer in each area—in its opinion there is only one best that anyone can give 
... and Norm wants each client to have its best. Therefore, each client has the exclusive use of Norm’s serv- 
ices in his type of business in his area. 


The account executives are first and last advertising men. They know how to analyze the dealer’s advertising 
tequirements—they know how to dig for those hidden assets which when properly presented favorably influ- 
site the public mind. 


A complete analysis is prepared for each client’s business. The Norm team studies and confers on the analysis 


—on the broad plan to be followed—on the type of approach to be followed—the manner in which it is to be 
carried through. 


A copywriter is assigned to prepare copy for that account, on an individual basis taking into consideration the 
information secured from the client, from research into such factors as climate, from closely working with other 
clients who have similar set-ups, and from association with various government and business groups. 


Plan-ahead suggestion sheets are sent each client regularly. Most clients send these in with their instruc- 
tions each month; while these are treated on an individual basis, they are also analyzed for the benefit of other 
limber dealers. Some lumber dealers frankly say they: prefer not to send im suggestions as in that way they 
get ideas which otherwise might not come to them. 


The completed advertisements are mailed to the client once each month. The advertisements are always timely 
—always new. Any changes which occur, any new products taken on are made an immediate part of the ad- 
vertising. 
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Norm Advertising, Inc. : 


79 Madison Avenue ; 
New York 16, N. Y. , 




















Yes, send me more information about Norm. 
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DP ms 50 ACTUAL PHOTOGRAPHS AND FLOOR PLANT OF REAL HOUSES THAT HAVE HEEH 
lonfaining QUILT AND PROVED SUCCESSFUL PLUS DOZENS OF HELPFUL EAS OW SELECT. 


IG THE LOT, CHOOSING THE PROPER HOME DESIGN AND ARRANGING FINANCES 








Facts About This Book-- 


Size 8!/, x 11 inches—36 pages. 

Plans have already been tried and tested. 

Most popular plans have been selected from orders 
previously placed by dealers. 

Reprinted from AMERICAN LUMBERMAN and placed 
in one book at the urgent requests of dealers. 

Selected for their design, construction, comfort, con- 
venience and livability. 

Actual Photographs—not mere dream sketches. 

Real Houses—all actually built for the modest price 
class. 


How to Order Copies-- 


Address your order to House Plan Dept. of AMERICAN 
LUMBERMAN. Prices of the booklet are as follows: 


Single copies in less than 50, without im- 

print 50c each. 

In lots of 50 or more, without imprint, 25c 

each. 

In lots of 100 or more with 3 line imprint 

of your name and address 25c each. 
Indicate in your order for imprinted copies, the 
exact THREE lines to imprint. as well as the 
quantity wanted. 


——— 


Actual Photographs of Real Houses. 
Blue Print Working Drawings and 
Specifications Immediately Available 


Contains 51 Most Popular and Prac- 
tical House Plans All in One Package 
—between two covers—To Be Used 
by Dealers for Advertising Promotion. 


Helps Promote Your Business 


Here is a house design book that will help you cap- 
italize on the huge volume of new home building now 
developing. The booklet has been so arranged that it 
definitely acts as your own advertising promotional 
piece. Your own name and address (3 lines) can be 
imprinted on the back cover—or if you prefe: you can 
do your own imprinting—by type or rubber stamp. 


How to Use This Book 


fhrough the proper kind of advertising promotion this 
booklet will help YOU show prospective home buyers 
how YOUR organization can furnish dependable serv- 
ice in every phase of home building. Since this book- 
let is attractive, authentic, practical and offers con- 
structive help you can safely use any or all means of 
promotion — direct mail, newspapers, radio, window 
and counter display, as well as through your salesmen 
and other employees. 


Blue Prints and Specifications of 
Every Design Are Available 


Every house design shown in the booklet is an actual 
photograph—not a mere dream sketch. They have 
been selected for design, construction, comfort, con- 
venience, liveability. Blue prints and specifications 
can be furnished by AMERICAN LUMBERMAN for any 
design shown when orders are placed by DEALERS. 


Prices are very reasonable and as follows: 
1 set Blue Prints & Specifications.......§ 5.00 


ee ee 8.00 
Dy Wi TI oo 5535 cece cceccnensces 10.00 
4 sets same Plan...........:........... 120 


All shipping charges are PREPAID by 


American Lumberman & Building Products Merchandiser 
139 N. Clark St., Chicago 2, Illinois, U. S. A. 


aaa 


THOUSANDS OF DEALERS ARE USING THIS 
HOUSE PLAN BOOK FOR BUILDING UP SALES 
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Coming for 1948—a brand new line of 
Ford Trucks ... new all through... 
and Bonus Built, too! 


Soon you'll see the great new line of Ford 
Trucks— great not only because they are new 
all through, but because they are the amazing 
result of a time-proved truck building principle. 





This principle is Ford Bonus Built construc- 
tion. Here’s what it means to you: 

Every one of the new Ford Trucks for ’48 is 
built with extra strength in every vital part. This 
extra strength provides WORK RESERVES 
that pay off in two important ways: 

First, these Bonus Built WORK RESERVES 
give Ford Trucks a greater range of use by per- 
mitting them to handle loads beyond the normal 
ORDINARY TRUCK (neem FORD BONUS BUILT TRUCK = 














Not ONE Capacity .. . but real RANGE when needed! 


BUILDING Propucts MERCHANDISER 





THE AMAZING RESULT OF AN 
ENGINEERING PRINCIPLE THAT 
ASSURES LONGER TRUCK LIFE 
.. And ONLY Ford Trucks Have It! 


call of duty. Ford Trucks are not limited to 
doing one single, specific job! 

Second, these same WORK RESERVES 
allow Ford Trucks to relax on the job. . . todo 
their jobs with less strain and less wear. Thus, 
Ford Trucks last longer because they work easier! 








The load is carried EASIER by the stronger man! 


Remember, every’ Ford Truck for °48 is 
Bonus Built for longer life, wider use. Keep in 
touch with your Ford Dealer . . . plan to see 
these new Ford Bonus Built Trucks for ’48 as 
soon as announced. Don’t settle for less—get 
the only truck that’s Bonus Built! It’s Ford! 

"Something given in addition to what is usual 
* BONUS: or strictly due.””—Webster’s Dictionary. 


Listen to the Ford Theater over NBC stations Sunday afternoons, 
5:00 to 6:00 p. m., E.S.T. 








LIFE INSURANCE EXPERTS PROVE... FORD TRUCKS LAST UP TO 19.6% LONGER! 
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and Their House Merchandising Dealers, 
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Better and Lower-Cost Houses 


Will Sell MORE of YOUR Products 


A House is the Sum of Its Parts, BUT Those 


Parts MUST Be Better Integrated, If Costs A 
Are to Be Lowered and Quality Improved ui 
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One of the greatest needs and opportunities for improvement 
in all housing work is in the interrelationship of its separately 
produced component parts. 


WE SPECIALIZE wn tuis Ficvp. 


Twenty years of work with new technical developments and 
prefabricated techniques related to home building have given 
the principals of Howard T. Fisher & Associates, Inc. an un- 


paralleled background as consultants in the building products 
field. 


Have us analyze your product and show you how lower over- 
all costs can be achieved by engineered integration with the 
other products which must be combined with yours to pro- 
duce a complete saleable home. 


meet these principals— 








Howard T. Fisher Robert L Davison John A. Pruyn Edwin H. Mittelbusher 
Business Executive, Ar- Nationally Known Dev velGamen Engineer Architect; specialist in 
chitect; 20 years de- Housing Research Spe- Architect: General housin project devel- 
voted to new building cialist; formerly  Re- Contracting back- comers: s; formerly with 
products. search. Director, Pierce ground on 000 

Foundation. of work. : 


Act New / CALL OR WRITE TO 


HOWARD T. FISHER. & ASSOCIATES, INC. 


CHICAGO OFFICE AND LABORATORIES: 322 W. Washington * Phone RANdolph 527 
‘New York Affiliate: Robert L. Davison Associates Housing Research 299 Madison Ave. Phone VA 6-1644 





| “Lower-cost Houses Thru Better / Integrated Products Mean More Sales" 
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4222 PRISCILLA 
Note self-adjusting 
latch mechanism 


NEWPORT 4 * 


4220 REGENCY 


4221 PRINCESS 


Every hardware merchant, every contractor and 

j ra builder knows from experience that today’s cabi- 

net hardware must attract the eye and satisfy. 

A glance will show you how the new Stanley designs do 
exactly that! 


See how pressure cast, rust-proof alloys with touches of 
sparkling, jewel-like plastics are cleverly combined into 
sturdy, functional, lastingly beautiful cabinet hardware. Small 
wonder that discerning feminine eyes and practiced hands 
choose this new line above all others! 


You can profit by this! Order an operating counter display 
today. You'll see how attraction and satisfaction add to your 
prestige ... and your sales. The Stanley Works, New Britain, 


STANLEY 


ADT RAC TO 
SATISEA CT! 
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PRISCILLA 4422 PULL 


Lo 6 a0 


NEWPORT 4424 PULL 


PRINCESS 4421 PULL 


— ee 
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CENTURY 4423 PULL 





SELF - ADJUSTING LATCH. 
New ‘‘Trigger’’ latch 
design . . . automatically 
adjustable to doors 
from %-in. to 1¥e-in. 


5-KNUCKLE . Five 
knuckles for strength. 
Raised barre! permits | 

to open full 180°, 
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BILLION 


Accomplishment 


6,250,000,000 board feet! That's the new 


production record set by the Western Pine 
industry in 1947. 


Prediction 


The volume of annual production for the 
coming decade will apparently range be- 
tween five and six billion feet. This means 
that woods from the Western Pine region will 
be available in volume equal to or exceed- 
ing pre-war levels. 





Conservation 


The Western Pine Association is pledged 
to a policy of harvesting timber resources 
under private management in a manner 
which will support a high level of production 
and provide a more than adequate future 
timber supply. 


Appreciation 


To the retail lumber dealer, the whole- 
saler, the building contractor, the architect, 
and the industrial buyer, the Western Pine 
Association extends its sincere appreciation 
for the part each has played in the market- 
ing of Western Pine products. 


s 








Western Pines and associated woods are well 
manufactured, rigidly graded, and thoroughly 
seasoned in accordance with the high standards 


long established and sustained by member mills. 


WESTERN PINE ASSOCIATION 


YEON BUILDING, PORTLAND 4, OREGON 
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roducts Data Manua 


{AND STORE DEPARTMENTIZER} 
NOW AVAILABLE IN SPECIAL BOOK FORM 
































American Lumberman & Building Products Merchandiser’s 





PRODUCTS DATA MANUAL 
& STORE DEPARTMENTIZER 





Section 1: Lumber, Plywood, Related Items 
Section 2: Metal Products 

Section $: Windows, Doors, Millwork 

Section 4: Glass Specialties, Plastic Glazing 

Section 5: Paint, Wallpaper, etc. 

Section 6: Board Products F 

Section 7: Floors, Floor Coverings and Treatments 
Section 8: Roofing, Shingles & Siding 

Section 9: Insulation and Weather Stripping 
Section 10: Heating, Plumbing & Air Conditioning 
Section 11: Hardware & Related Items 

Section 12: Farm Equipment & Supplies 

Section 13: Lawt and Garden Products 

Section 14: Electrical Supplies & Fixtur os 
Section 15: Bathroom, Kitchen and Laundry 
Section 16: Carage Doors and Specialty Selling Items 
Section 17: Cement & Masonry Products 

Section 48: Plaster & Plastering Products 

Section 19: Clay and Tile Products 

Section 20: Prefabricated Products 

Section 21: Office ond Store Equipmen: 

Section 22: Financing and Insurance 

Section 23: Selling and Promotional Aids 

Section 24: Machinery & Equipment 








24 BIG Sections of 


Product Selling Data A Merchandising Handbook and 


Reprinted from Guide for the Salesmanagers 
April 12, 1947 

Dealer's Merchandise Salesmen and Buyers of the Light 
Reference Issue 











Construction Industry 
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Over 180 Pages of Valuable Product Information 








Entire Editorial Feature—Over 180 
Pages— 


Reprinted from April 12, 1947 Issue 
of AMERICAN LUMBERMAN & BUILDING 
PRODUCTS MERCHANDISER. 


Manual Gets Hearty Approval from 
Readers 


This magazine has been swamped with re- 
quests from every department of the light 
construction industry for extra copies. Deal- 
ers want them for distribution to their key 
employees and closely allied buying sources. 
Wholesalers for their key accounts. Associa- 
tions and schools for training and refresher 
courses. 


24 Clear Cut Editorial Sections 


The New Book like the original feature is 
broken down into 24 convenient sections, 
starting with the subject of “Lumber, Plywood 
& related items" oa ending with “Machinery 
& Equipment." In the front of the book is a 
caretully prepared index for instant use and 
reference. Aside from being a ready refer- 
ence guide, it is truly a sales and management 
idea library. 


Place Orders for Extra Copies NOW! 


Only a limited number of copies of this book 
has been printed so please mail your order 


NOW 





American Lumberman & Building Products Merchandiser 
139 N. Clark St., Chicago 2, Illinois 


Please ship ................ copies of book “Products Data Manual & Store 
Departmentizer” as per listed prices. 


() Check is enclosed for ............ 1 to 4 copies......... $1.50 each 
5 to 19 copies........ 1.25 each 

0D Bill us at time of shipment........ 20 or more copies..... 1.00 each 
ha Ga doy ox oe ob 46g aR + We andd ahs cheecbendaee beets 
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READY NOW-- 
USE THIS 
ORDER BLANK 
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In BUSINESS 
TO STAY 


The St. Paul and Tacoma Lumber Company is an American Enterprise in which 1500 men and 
women are associated together in business for their mutual profit. In this enterprise we have 
invested our lives, savings, talents and ideas. Each of us has a personal economic self-interest in 
continuously growing trees and transforming them into forest products efficiently. Together, 
through teamwork, we aim to earn profits: . 


for Employees in wages, salaries and security; 
for Shareholders in dividends and sound reinvestment of savings; 
for Customers in satisfaction with quality products, prices and services; 


and for our Government in reasonable taxes for all necessary public services. 


‘Thus, the policy of the St. Paul and Tacoma Lumber Company is to contribute regularly to the sta- 
bility and progress of all of us associated in this enterprise and of the people of Tacoma and 
Olympia, the State of Washington, and the United States. 


CONGRATULATIONS! 


‘Congratulations to the light construction industry and the retail lumber dealers 
for their achievements in 1947—another confirmation of what private industry 
can accomplish free from Government controls and interference. 











We have a limited supply of a 32-page illustrated pamphlet entitled “In Busi- 
ness to Stay.” A copy will be sent on request as long as supply lasts. Simply 
sign here and mail to 


St. Paul & Tacoma Lumber Co., Tacoma 2, Wash. 


Name . 


Address TED CCE NG Me ME La tee Abeer ce 
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This excerpt from a letter by A. F. 
Lawrence of the Service Sales Company, 
Woonsocket, R. I. says far better than 
we could what Brushes by Pittsburgh 
means to this progressive dealer: “I 
have been selling the consumer, con- 
tractor, master painter and Purchasing 
Agents for 23 years and can truthfully 
state that my success has been based 
on selling high quality merchandise. I 
BRUSHES by PITTSBURGH am convinced that Pittsburgh Brushes 
are what the public desires as they have 
always satisfied their varied require- 
ments. In my opinion, and I believe I 
also speak for my customers, it is 
THREE FAMILIES equally important to use a Pittsburgh 
Pittsburgh's 100% Pure Bristle. No finer brush as it is to use a high quality 
ceccemiaanied paint and varnish.” 





A, F. LAWRENCE 
Woonsocket, R. I. 


A full line for every painting need 









Pitsburgh’s exclusive Bristle-Neoceta. 
Top quality performance. Cost about one- 
third less. 
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Pitsburgh’s 100% Neoceta. Cost 
about half as much as pure bristle, 
yet gives excellent performance and 
has special advantage, such as high 
resistance to water. 
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Over Sheathing—Sell 
‘gthing 60 or Sheathing 90 
jerever a‘ Breather Sheet’’ or 
in-Vapor harrier is desired. 


2. (Center above)—Protecting floors 
with Richkraft Skufpruf...You can 
show your customers how to cover 40% 
more area with the same labor, using 
Richkraft 10-foot rolls. 


3. (Above) —Tough Richkraft Skuf- 
pruf keeps floors like new in buildings 
under construction... A real builders’ 
paper, designed by construction men. 


Other Richkraft Products: Richkraft Copper Clad, Richlume Waterproof Insu- 
ting Roof Coating, Silvercote Reflective Insulation, Richglaze Plastic Glazing. 


When you handle Richkraft building papers, here are 
a few of the advantages you'll find lead to bigger sales 
volume and more profits...as well as repeat customers 
and new business— 

A complete line of building papers from one source. 
Richkraft papers range from a “breather” sheathing 
paper to Richkraft Skufpruf...the reinforced, heavy- 
duty, plasticized duplex for the toughest jobs. 

Roll-widths from 3 feet to 10 feet... Sizes to fit your 
customers’ needs without waste or cutting. 

Sales assistance designed to fit your sales problems. 

Fill in the coupon below to get quick information 
and samples on the fast-moving Richkraft line of 
quality products. 


4. Richkraft papers are a 
tough, protective layer on top 
of subfills... Easy to lay, 
easier to sell! 


Ve 
The Richkraft Company 


Builders Building, Chicago 1, Illinois 


Send me samples and further data on Richkraft 
Building Papers. 


Company 


Street 
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It has long been considered the duty of our Federal Government to prevent monopoly, to encour- 
age small and independent business, to administer our national resources for the greatest good of 
the largest number and to assure each citizen equal opportunity to engage in his chosen trade, busi- 
ness or profession. So vigorous in their duties have been such agencies as the Department of Jus- 


tice and the Federal Trade Commission that some lumbermen almost hesitate to greet a competitor 
with the customary “How’s business?”. 


In view of past history it is hard to understand why two other agencies of the Federal Govern- 
ment, the Departments of Agriculture and Interior, are now actually encouraging a policy which 


even the proponents admit is “limited monopoly as compared with the competitive method of dis- 
posal of public timber”. Here’s how: 


Under Public Law 405 (75th Congress) and Public Law 273 (78th Congress) the Secretaries of the 
Interior and of Agriculture are permitted to enter into cooperative agreements with private land- 
owners for coordinated management of federal and private forest land in sustained-yield units. The 
stated objective is to promote stability of forest industries, of employment and of communities. Pre- 
sumably in passing these laws Congress expected that all forest industries within these units would 
participate but in actual practice only the largest owner in each area qualifies and blocks of as much 
as 100,000 acres and more of federal timber are allocated to single operators and for as long as 100 
years the favored cooperator has exclusive right to purchase government stumpage without compe- 
titive bidding. Other operators will thus be prohibited from buying public timber and hundreds of 
independent firms will be forced out of business to the detriment of their employees and the banks, 
stores and service establishments dependent upon them. 


To gauge the significance of this scheme it is necessary to note first, that 65% of the nation’s saw 
timber is in the West (Pacific Coast and Rocky mountain states); second, that 60% of this timber 
is owned by the Federal Government; third, that private timber is being consolidated rapidly in 
the hands of a few large concerns and already 30% of the private forest land is owned by only 68 
operators. Remember, too, that it is the larger owners of private timber in each “sustained-yield 


unit” who are to be granted exclusive cutting rights in federal timber under these cooperative 
agreements. 


In our opinion this system of allocating public timber to a few concerns to the exclusion of all 
others is un-American and monopolistic. It will freeze the western lumber industry in the hands of 
the larger firms and will squeeze out independent loggers, sawmill operators, re-manufacturers and 
distributors who are partially or wholly dependent upon timber or logs purchased in the open mar- 
ket. It will stifle competition, reduce employment, close plants and create more “ghost towns” than 
it prevents. Elimination of competitive bidding for public timber will result in loss of revenue to the 
counties and states in which timber is located and to all our citizens who own the federal timber 


(current sales under competitive bidding frequently bring 150% or more of the appraised values, at 
which timber is sold under cooperative agreements). 


As retail lumber distributors it is to your advantage to have a large number of producers and 
wholesalers to buy from rather than a few large firms who have their own wholesale departments, 
many of whom own or control a large number of retail yards, and some of whom even have their 
own transportation facilities for coastwise and intercoastal shipment. 


We are bringing this matter to your attention because we believe it is important to hear both sides 
on controversial subjects and because your own business is directly involved. Do not be misled by 
talk that this is “sustained yield”. The policy of sustained yield forest management is highly desir- 
able and should be supported by all branches of the industry but it can be developed without using 


public timber to subsidize a few producers with cooperative agreements, to adopt practices which 
all should follow as a matter of good business. 


We urge you to study this matter carefully, getting all the facts, then to contact your representa- 
tives in Congress and the governmental agencies involved or take whatever action you deem ad- 
visable to protect your own interests. 


Western Forest Industries Association 


1024 Board of Trade Building PORTLAND 4, OREGON 


An Organization of independent operators in the Western Lumber Industry. 
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Eye Appeal That Means Sales Appeal 


@ Deep Shadow Lines @ Pleasing Textured 
Surface @ Attractive Vertical Grain Heartwood 


Many dealers are featuring Fitite Cedar Shakes with re- 
markable sales success. Picture what Fitite Shakes offer 
your customers — sidewalls of true distinction — an 
exterior covering with pleasing highlights and shadows—a 
processed vertical grain heartwood surface that grows 
more beautiful with the passing years — stained in any 
one of seven beautiful colors. 


Carton-packed — for convenient handling and safety in 
transit. 


Fitite Cedar Shakes can be furnished in either 16- or 
18-inch lengths, in mixed cars with our Totem Handsplit 
Shakes for roofs of distinction. 


Send for illustrated literature and samples. 
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Steel Casings 


8 
The permanence of steel prevents warping, fewer coats of paint. There is no warping or misfitting, 
shrinking, rotting, etc., and provides greater even in the presence of moisture; the contractor doesn’t 
resistance to fire and impact. Casings act as a have to run back and forth for adjustments after the 
trim and also as a ground for the plaster. job is finished. 


Simple, speedy erection Sound, durable construction 


Because all styles of Milcor Plastered-In Steel 
Casings are straight and uniform, the contractor 
gets perfect mitres at corners — and a neat, in- 
visible union with the plaster surface. 


The final cost of installing Milcor Casings is 
no more—and frequently less—than for a 
well-finished job with less durable materials, 
because: Erection is easier. No sanding is re- 
quired for finishing. Milcor Casings require 


The expanded metal wing feature provides a secure 
bond and key for the plaster around doors, windows, 
and other wall openings. The crack-resistant, flush-tight 
junction of wall and casing insures a sanitary finish. 


The appeal of “added spaciousness” 
Where “heavy” types of trim appear to shrink a room, 
Milcor Casings expose only a narrow face flush with 
plaster surface, to give a feeling of greater roominess. 













MILCOR STEEL COMPANY, MILWAUKEE 1, WISCONSIN 
Inland Steel Products 


Buffalo 11, New York 
Cleveland 14, Ohio 
Los Angeles 23, California 


Write today for 
your free copy of 
the Milcor Metal 
Trim catalog. 


Baltimore 24, Maryland 
Cincinnati 25, Ohio 
Kansas City 8, Missouri 


Chicago 9, Illinois 
Detroit 2, Michigan 
Rochester 9, New York 
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AN OPEN LETTER 


To the Congress of the United States 


Honorable Gentlemen: 


You of the 80th Congress are to be congratulated on restoring and exercising your preroga- 
tive to generate such regulations and controls of the economy as are necessary in the public 
interest. 


You have demonstrated a renewed ability to sift the proposals of pressure groups in many 


segments of the economy and to separate the pearls of public necessity from the oyster beds 
of self-interest. 


The building industry especially commends your restraint in the face of extraordinary pres- 
sure from self-appointed “doctors” who would speed up natural gestation and miraculously 
bring about the birth of adequate housing ahead of its period. 


You have removed irksome controls that restricted production, and you have rightfully re- 
jected the abortive proposal that the government can produce housing more quickly and eco- 
nomically than private enterprise. 


The facts prove unquestionably that the building industry is “heavy” with performance. After 
the last war it required five years to reach the housing production we have reached this time. 
in less than two years. 


At this writing we are producing new homes at a higher rate per year than any period in 
our history. 


A year ago we predicted in addressing you that the private building industry would be build- 
ing more than a million new homes a year for the next ten years. 


We are currently building at a rate exceeding that figure by 10 percent. There is good reason 
to believe that this record will continue to be broken year after year ahead. 


The story of this performance is told in detail in the pages of this journal. 


It is to be earnestly hoped, gentlemen of the 80th Congress, that you will continue to keep 
your minds open to the facts of private building performance, and your ears closed to the fan- 
cies of those who would “wish” housing into existence through ill-considered and unpractical 
plans for public construction. 


| Hele Gamer 


PUBLISHER 


& BuILDING Propucts MERCHANDISER 5 
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ET TU BRUTE 


The Wall Street Journal has succumbed to 
the popular sport of baiting the building in- 
dustry. 


Like the Mexican General who leaped on his 
horse and rode off in all directions at once — 
the W.S.J. has flayed out in all directions at the 
private building industry, making such charges 
as: 


Manufacturers have frozen distribu- 
tion channels. 


Distributors are conspiring against 
the public interest. 


Labor is loafing on the job. 


The building industry is still in the 
horse and buggy stage. 


It is unfortunate that this reputable journal 
should descend to dealing with effects rather 
than fundamental causes—to being destructive 
rather than constructive. 


When spending good money on research it is 
to be regretted they didn’t turn their micro- 
scopes on the roots of the problem instead of 
trying to prune the healthy branches. 


Raw materials for housing come from twenty 
basic industries, are processed by sixty-five 
types of manufacturers, are distributed through 
a dozen classifications of jobbers, and twenty 
types of retailers. Then they are fabricated on 
site by a score or more of categories of building 
crafts. 


W.S.J. could have made a real contribution 
if they had traced and tabulated each detail of 
cost from raw materials to finished product in 
typical individual house—but that would have 
involved some peal digging. 


3UILDING Propucts MERCHANDISER 


A SIMPLE FORMULA FOR CURBING 
INFLATION 


Everyone these days seems to have a pet 
theory as to how to cure inflation. 


Pundits and demagogues, economists, column- 
ists, and fireside quarterbacks of every hue are 
cluttering the air waves and jamming the head- 
lines with profound and detailed formulae 
which purport to lead us back to sanity. 


Why shouldn’t we join the merry crew? 


At the risk of over-simplification and naivete, 
may we suggest a simple prescription which, if 
universally applied, would appear to be a cer- 
tain remedy. 


It has five items: more individual produc- 
tion; greater efficiency at our jobs; longer 
hours, and wage and price stability. 


Everyone at work, whether in office, shop or 
farm, can add his personal pull to the tug rope. 


We are daily, sometimes hourly, exercising a 
choice as to which side we pull on. If we refuse 
to pay too much or charge too much, or lay 
down on the job, or put in too few hours, or 
curb our best performance, we are pulling on 
the right. If we buy without thought of cost, or 
charge what the traffic will bear, or shirk in 
performance, we pull on the left. 


If the majority of us pull on the right, the 
forces of common sense will prevail—if on the 
left, the forces of greed and ignorance will pull 
us all into chaos. It is just that simple! 


EDITOR. 
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The Upson Floating Fastener is another reason for the continued “T used the Upson Fasteners 4 money 
di lie india {U litv l to insure the most attractive 4 
and increasing acceptance of Upson quality panels. job possible because they j pred 
: : . eliminate unsightly nail q ay 
Applied direct to studs. Upson Floating Fasteners anchor the marks and other surface @ testify 
panels securely from the back. They completely eliminate ugly blemishes that no painter  Cica’s 
Sane neiiin can hide successfully. jm =seemin 
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The Upson Floating Fastener speeds construction time. Saves pre- “Not a single matk can be f paralle 
cious hours usually spent in countersinking and filling nail holes. found on any of the work a Desy 
to indicate where it was lenge 1 
Carpenters everywhere endorse the Upson Floating Fastener. fastened.” LJ. 
You'll like it, too; write us for information. . ; 








THE UPSON COMPANY « Lockport, New York 
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FREE ENTERPRISE LEADS THE WAY—VJust one year ago a special 
issue of American Lumberman & Building Products Merchandiser 
was placed on the desk of all members of Congress and addressed 
to the White House. Contents of that issue urged removal of gov- 
ernment controls to increase both the amount and speed of new 
home construction. By not imposing restrictive legislation this 
year, Congress offered substantial encouragement to construction. 
The close of 1947 sees over 860,000 homes started during the 
year—greatest number in the past two decades. More important, 
momentum is established and accelerating. At the present rate of 
construction, building of approximately one million homes will get 
underway during the next 12 months. With 1948 an election year, 
there are signs that home building again will become a political 
football. Some segments of both parties feel they must have a hous- 
ing program. Yet, by its very nature, a legislated housing program 
can mean but one thing — a return to controls and restrictions that 
prior to their removal stifled this country's home building effort. 
Legislation, no matter how well intentioned it may be, will render 
a disservice to many people by prolonging the time they must wait 
to secure the homes they want. It is for that reason that the edi- 
torial staff of American Lumberman & Building Products Merchan- 
diser has prepared the following report to official Washington. 





HE SOLUTION to the home 

building problem is being 
evolved steadily and assuredly in 
the only way that it can—through 
organization by free enterprise of 
all the many factors entering into 
light construction. 


How successfully the necessary 
materials, machinery, manpower, 
money and know-how are being 
geared to high level production is 
today a matter of public record 
testifying to the fact that Amer- 
ica’s home builders accepted ‘a 
seemingly impossible challenge and 
have risen impressively to meet un- 
paralled demands. 


Despite the fact that this chal- 
lenge was calculated in some quar- 





ters to place the builder in the 
position of damned if you do, 
damned if you don’t, the industry 
since mid-summer has put up 
houses at a rate of more than 110 
an hour every hour across the na- 
tion exceeding even its all time 
high production rate, and has in- 
creased its overall volume fully 100 
percent since the end of the war. 
Plans now being formulated will 
see the light construction industry 
make greater housing history this 
coming year. Industry economists 
anticipate a 12 percent increase in 
the dollar volume of residential 
construction during 1948 with 
building costs declining 5 to 10 
percent by the end of the year. 
KEY factor in both today and 








tomorrow’s picture is the local lum- 
ber and building products mer- 


chant. He coordinates all others. 
His ability to function as the cat- 
alyst is due to the local character 
of the light construction industry. 
While component parts from a 
board to a prefabricated panel sec- 
tion may be manufactured at a dis- 
tance, all homes must be con- 
structed by erection on a _ local 
building site. It is this that makes 
home building a local problem pri- 
marily and a national problem sec- 
ondarily. 

Home construction requires a lo- 
cal crew—including an architect, 
prime and sub-contractors, a financ- 
ing institution, a realtor, public 
utilities, and material, equipment 
and appliance suppliers. In most 
cases it is the building products 
merchant who effectively teams 
available materials, equipment, pro- 
fessional services and skilled labor 
for the consumer’s benefit. 

Today America’s typical building 
products merchant may manufac- 
ture some products and sell many 
others; he may have his own archi- 
tectural and supervision service or 
sell architectural designs and su- 
pervision services for local archi- 
tects; he may be a contractor or 
sell construction services for the 
contractor; he may be a realtor or 
promote building sites and homes 
for sale through his local realtors; 
he usually is not a financier but he 
makes it possible for the home pur- 
chaser to buy on credit by secur- 
ing loans from banks, building and 
loan associations and other financ- 
ing factors. 


AN ALGBPM EDITORIAL STAFF REPORT 


BuitpInG Propucts MERCHANDISER 




















FIRST photograph of the completed exterior of one of six test Industry Engineered houses now under 
construction at the University of Illinois. 


Able to function again within known economic laws 
without facing as many unpredictable disruptions 
caused by unnatural government controls, the build- 
ing products merchant and practically all other mem- 
bers of the light construction industry have plunged 
enthusiastically into the gigantic task. In July, the 
first month after government controls were removed, 
builders started over 80,000 new homes—twice the 
number builders commenced only six months earlier 
during the control era. Yet, the industry remains ex- 





HOMES STARTED IN 1947 


THE number of houses started in 1947 increased 
month-by-month through the year. For the last 
three months this country has been building houses 
at the rate of more than 1,000,000 houses a year. 


For the first 10 months of this year the number 
of homes completed reached 658,100, a 50 percent 
increase over all of 1946, the Bureau of Labor Sta- 
tistics reported. November and December figures, 
not compiled as yet, are expected to bring the 
year's total to 860,000 homes. 


Below is the record of starts for this year: 


January, 40,100 June, 77,200 
February, 44,100 July, 80,000 
March, 58,400 August, 85,700 
April 68,700 September, 88,000 
May, 72,500 October, 92,000 











tremely conscious of the tremendous scope and re- 
sponsibility of the job. 

Progress made to date has not been easy. A new 
barrier—higher costs—now overshadows all others. 
Building products merchants who sell complete home 
packages might say, with good reason, that higher 
prices have been forced upon them by government 
monetary policies, restrictive labor practices, that the 
cost of building has increased along with and to about 
the same degree as other commodities. 

Instead they have worked patiently to advise legis- 
lators and government policy makers of industry prob- 
lems and to seek a better understanding with labor 
by showing union members that management and labor 
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have many common goals. But the battle to give 
home buyers a dollar’s worth of building for a dollar 
spent has not stopped there. 


WILL CUT COSTS 

EFFECT of the largest single step to reduce costs 
will not make itself felt until the opening of the 1948 
spring construction season. At that time plans for 
the Industry-Engineered house, together with cost 
studies make by the University of Illinois Small Homes. 
Council, will be in the hands of building products mer- 
chants throughout the nation. 

The result of 22 months of joint planning and en- 
gineering by the Producers’ Council, Inc., national 
organization of building products manufacturers, and 
the National Retail Lumber Dealers association, the 
Industry-Engineered house is designed with two basic 
floor plans. Important dimensions of all materials and 
equipment represent multiples of four inches, thus, 
making it possible to coordinate dimensions of the 
materials with dimensions of the house. 


The I-E program is not a plan of prefabrication. 
but, through application of the modular system and 
synchronization of planning by both the building 
products manufacturer and the building products mer- 
chant, all the principal'tested means of reducing the 
cost of building a home are brought together. 

Although home building can never be a wholly 
mass production operation, owing to the great varia- 
tion in consumer preferences and needs, participation 
in the Industry-Engineered house program offers the 
small builder many of the benefits of mass production. 
Material costs are lowered by the production, ordering 
and stocking of fewer sizes. On-site construction is 
simplified. Material parts that fit eliminate cutting 
and waste. 

The first photograph showing the completed ex- 
terior of one of the six I-E houses now under con- 
struction of the University of Illinois is published 
at the top of this page. Besides the one-story 
L-shape house depicted, another set of basic floor plans 
allows for the construction of a two-story house. 

The two floor plans permit many different interior 
arrangements. Exterior appearances of the houses 
can be varied by position on the lot, exterior finish, 
trim and other decorative possibilities. Lumber, 
brick and concrete can be used and the interior walls 
finished in wallboard or insulation board, oy plaster 
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SOME dealers have erected their own prefabrication plants. Above 

and to the right are three stages in the erection of a prefabricated 

Bralei home, developed by the Leird Lumber company, Little Rock, 

Ark. A completed Bralei house of slightly different design is shown 
in the fourth photograph. 


board and plaster, or in plywood or wood paneling. 
Choice is limited only by the standardized materials 
available. 

The I-E programs ultimate aim is the Model T of 
engineered housing—a thoroughly livable home con- 
forming to minimum FHA standards in which every 
conceivable cost-reducing element is applied to the 
flow of materials and labor from factories to the con- 
structed house on its site. 

The above industry-wide program will supplement 
many individual approaches now being made by count- 
less building products merchants in every section of 
the country—approaches particularly adapted to meet 
local housing needs. Some dealers have established 
their own prefabrication plants. And prefabricated 
homes produced by these facilities rank among the 
highest in quality and the lowest in cost primarily be- 
cause building products merchants have been able (1) 
to pass along to the consumer the savings inherent in 
quantity buying, (2) to utilize their existing manage- 
ment and office facilities to lower overhead expense, 
and (3) to apply long years of construction experience 
and knowledge of what the home buyer wants to a 
comparatively new type of building. 

An increasing number of building products mer- 
chants are erecting the house shell and encouraging 
the buyer to save the cost of labor by finishing the 
interior himself: In some cases, building products 
merchants furnish customers with a complete set of 
simplified plans and instructions on how the owner 
can build the entire house with his own hands. Pre- 
cut materials are furnished the customer and the 
local dealer often supervises the construction. 


THE LABOR FACTOR 


ALTHOUGH many of the things contributing to 
higher costs are beyond the direct control of the 
building products merchant, he is working with oth- 
ers to develop measures that will benefit the home 
buyer. Dealers know that every price rise reduces 
the light construction industry’s market. On the 
other hand, lowering of costs increases the potential, 
for more people are financially able to buy a $7500 
home than a $10,000 home. 

Construction labor wages, supply and productivity 


BurtpinG Propucts MERCHANDISER 


















all have a great bearing on present home prices. Few 
builders feel that wage rates alone are the weightiest 
factor determining advances in construction costs—as 
long as construction wages are in line with national 
wage trends. They do believe that excessive overtime, 
broken union contracts and unjustified wage demands 
that result in work stoppages force builders to protect 
themselves on future jobs by using a larger markup 
to cover such contingencies. 

Much progress remains to be made in eliminating 
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High Union Wage Scales Add 
To the Cost of Home Construction 


LABOR costs for residential construction in- 
creased substantially in 1947. 


Pay increases reported by the U. S. Bureau of 
Labor Statistics were as follows: 15.2 percent for 
bricklayers; 15.4 percent for carpenters; 12.6 per- 
cent for electricians; 11.6 percent for painters; 17.8 
percent for plasterers; 18.8 percent for plumbers 
and 15.9 percent for common labor. 


Below are the current annual wage scales being 
paid mechanics in the Chicago building trades. The 
figures are based on a 40-hour week for a work 
year of 50 weeks, 

HOURLY ANNUAL 


TRADE RATE WAGE 
Asbestos workers —— $4,300 
Bricklayers ......... —e 4,400 
Carpenters .. ... ao 4,300 
Cement finishers .. ee 4,300 
Electricians ...... a 4,300 
EE os rate dog 2a sant 2.25 4,450 
Iron workers (Ornamental)... 2.15 4,300 
Laborers (Building) ...... 1.50 3,000 
Laborers (Caisson diggers)... 1.82!/, 3,750 
Laborers (Plastering) ........ 1.60 3,200 
Laborers (Scaffolds 1.60 3,200 
RES . 2.22\/, 4,450 
Painters .. ae 4,300 
Pipe Fitters . 2.15 4,300 
Plasterers ....... v.20: 4,450 
SR ike sin veh 4% « 3 i: oo 4,300 
Roofers (Composition) ...... 2.20 4,400 
Roofers (Slate & tile). ...... 2.20 4,400 
Sheet metal workers . .. 2.15 4,300 
Tile setters ....... es a 4,300 
Tile setter helpers .......... 1.50 3,000 


While weekly earning figures are not included in 
the above, it is doubtful if the majority of these 
building mechanics work over 2000 hours a year. 













































MORE apprentices will reduce present high average age of building 
mechanics. 














featherbedding as well as restrictive practices that 
block the use of labor-saving products and equipment. 
In some cases the slow but sure pressure of public 
opinion must be relied upon to set matters straight 
eventually. Builders are making headway by showing 
unions that management and labor have common ob- 
jectives—anything that reduces the market for the 
builder’s products, coincidentally, reduces the market 
for labor’s services. 

Labor supply is being increased by the expansion of 
apprentice training. The number of apprentices in the 
building trade set an all-time high this month. One 
hundred and nine thousand are now registered with 
the Apprentice Training Service of the U. S. De- 
partment of Labor. However, the expected increase 
in construction activity during 1948 indicates that ap- 
prentice training will have to be extended steadily if 
shortages of skilled workers are to be avoided. 

Introduction of younger men into the building 
trades mechanics field is helping to increase the pro- 
ductivity of labor. The average age of building mechan- 
ics today is about 55, according to a spot check made 
for AL&BPM by government bureaus. As of 1940, 50 
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Here are 26 reasons 


Why the home building industry is vindicating pri- 
vate enterprise: 


Increased labor efficiency. 

Better worker attitudes. 

Lessened featherbedding and make work prac- 
tices. 

More production for a day's pay. 

More building labor available. 

Apprentice training speeded up. 

Apprentice training at all time high (over 100,000 
apprentices in training). 

Building codes restrictions are loosening. 

Increased production now available. 

Most shortages eliminated. 

Substitutes available for existing shortages. 

Greater efficiency of production workers. 

Distribution workers showing benefits of training. 

Build-it-yourself projects increasing. 

Modular coordination effecting cost reductions. 

Products engineered for lower on-site costs. 

Greatly improved distributing facilities. 

Freight shipments speeded-up. 

Effective training of distribution workers. 

Materials handling equipment bring costs down. 

Improved FHA processing. 

Rent increases taking pressure off demand. 
any time in history. 

Better appraisals and supervision. 

oo is again exercising its constructive 
influence. 

Construction costs have advanced less than other 
items in the family budgets. 

More and better houses are being built than at 
any time in history. 











percent of all carpenters were over 46 years of age, 
an increase of almost seven years since 1910. As 
younger, more ambitious men enter the field (some 
unions are cooperating by reducing apprenticeship re- 
quirements and issuing cards to men who prove their 
ability) and as the supply of labor grows, efficiency 
again will become a factor in securing and holding a 
job. 
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Let’s Look at “/OUMOnvLout 
Not Just Today 


By ARTHUR A. HOOD, EDITOR 


This coming year home building again is the biggest single job 
ahead of the lumber and building products merchant. 


But it is not the only one! 


Greater dealer performance requires balance. A well rounded 
program that services all markets—the new home market, the struc- 
tural improvement market, the farm building market, the miscella- 
neous merchandise market. 


Neglect any one and you neglect your business future. 


The president of one of America's foremost industrial corporations 
, recently told us, "I'm paid today for what this company will be five 
years from now." 


This issue of American Lumberman & Building Products Merchan- 
diser is designed TO HELP YOU PLAN 1948. Articles on the following 
— pages serve you by carrying out that theme. Use them to lay today © 
your merchandising plans for tomorrow. 





ge, 
As Self analysis is fundamental. Beginning on pages 75 and 82 are 
yme questionnaire check charts whereby any executive or salesman reader 
re- may check his personal progress in management and merchandising. 
eir 

ncy The future belongs to those who prepare for it. 

ga 
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ATTENDANCE records may be 
broken this year. Dealers are 
anxious to hear the latest d: 
velopments on subjects affectit! 

; the industry. 


Convention Program Aimed to Help 


Dealers Cut Costs, Increase Efficiency 


EW EXHIBITS, new speakers 
on timely topics, old friends 
—these are the ingredients of the 
1948 convention season just ahead. 
Attendance records will be 
broken at many of the 32 conven- 
tions scheduled between Jan. 13 
and April 18 on the basis of the 
advance demand for hotel reserva- 
tions. 

Dealers realize that the year 
ahead is a critical one. Competi- 
tion is increasing, costs are going 
up, new operational problems are 
arising which must be _ solved 
promptly. Some of these major 
problems are indicated in another 
column of this article. 

More than ever before, dealers 
realize they must know the right 
answers to these problems if they 
are to maintain and increase their 
dollar profit. For that reason con- 
vention programs in 1948 are 
geared to the down-to-earth prob- 
lems that building products mer- 
chants are expected to face during 
the next 12 months. 


TIMELY SUBJECTS 


THESE programs will empha- 
size labor saving devices, cost-cut- 
ting ideas, new merchandising 
plans, labor relations and subjects 
pertinent today. 

Mounting costs, for example, are 
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expected to face most dealers in 
the year ahead. Northeastern Re- 
tail Lumbermens association has 
scheduled a panel on credit con- 
trols and collection policies and 
improved ways of handling ac- 
counts to help dealers meet this 
increasingly important problem. A 
prominent authority will speak to 
Northeastern dealers on Cost Items 
to Watch in 1948. Northeastern has 
also scheduled an authority on 
labor relations. 

Several conventions will learn 
more about the Industry-Engi- 
neered Home program. Robert A. 
Jones, executive director of the 
Middle Atlantic Lumbermen’s asso- 
ciation and chairman of the spe- 
cial NRLDA Industry-Engineered 
Homes committee, will spearhead a 
group of speakers on this topic. 

Dealers are planning to build at 
least 5,000 model I-E homes this 
coming year as one answer to prop- 


~aganda for socialized housing leg- 


islation. 

Northwestern has made a delib- 
erate effort to avoid high-powered, 
big-name speakers. Rather, the 
convention will focus on such dol- 
lars-and-cents phases of lumber 
yard operation as merchandising, 
financing, over-the-counter sales, 
forms of competition facing deal- 
ers and how they may be met; sell- 
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ing by telephone; modern yard 
layout and planning; dealer adver- 
tising, etc. 


RYDER AT NORTHWESTERN 


ONE of Northwestern’s leading 
speakers will be John H. Ryder, 
Norm Advertising, Inc., New York, 
who will speak on dealer advertis- 
ing in the local newspapers. The 
important subjects of salesmanship 
and merchandising will be handled 
by Elmer Wheeler, Dallas, Tex., 
representing the Tested Selling in- 
stitute. 

Several associations have ar- 
ranged for practical demonstra- 
tions in selling by telephone. 

Secretary Gene Ebersole has ar- 
ranged a striking feature to arouse 
interest in the 30-day short courses 
sponsored by the Lumbermen’s 
Association of Texas. This will be 
a one-hour demonstration of a sam- 
ple 30-day short course in action 
with recent graduates partici- 
pating. 

Exhibit space has been sold out 
months ago by a number of conven- 
tions. A larger number of exhibits 
has been booked than ever before. 
These include not only the tradi- 
tional products carried by dealers, 
but many new items of construc- 
tion material and household equip- 
ment heretofore available pri 
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marily from other types of re- 
tailers. 
“BUYING CONVENTION” 

IN THIS connection it is in- 
teresting to note that Ohio is 
making its 67th session a buying 
convention. Exhibitors have been 
told they should come prepared to 
accept orders and make firm com- 
mitments as to delivery dates. 

Secretary Findley M. Torrence 
has discouraged the participation 
of those manufacturers who are in- 
clined to take space as a matter of 
courtesy. The effort of this conven- 
tion, says Mr. Torrence, will be to 
signal the death of the sellers’ mar- 
ket and prepare for a normal busi- 
ness climate when retail establish- 
ments can resume aggressive sell- 
ing. 

“There is manifold evidence,” 
ids Mr. Torrence, “that the retail 
lumber dealer is fed up with being 
a mere order taker. There is even 
more evidence that aggressive sell- 
ing at the consumer level is not 
only a condition to increase produc- 
tion, but that increased production 
geared to crippled and apathetic 
sales outlets is a sure-fire formula 
for another depression.” 


Administrator Raymond Foley of 
the Housing and Home Finance 
agency is on the Ohio convention 
program. Another program feature 
will be a panel discussion to deter- 
mine the materials outlook for 1948 
in which manufacturers’ represent- 
atives will participate. 

With competitive selling on the 
increase, the Louisiana program 
will emphasize merchandising, in- 
stallment selling and mortgage fi- 
nancing. 

At the Illinois convention, Ray 
Saberson, trade promotion man- 
ager, Weyerhaeuser Sales company, 
will speak on Your Place in the 
Community. The Illinois program 
also lists a Southern pine panel, 
How to Grow It—How to Sell it, 
and a talk on Selling and Merchan- 
dising by W. F. O’Neil, Firestone 
Tire & Rubber company executive. 


TALK ON COURTESY 


THE Florida convention, accord- 
Ing to Secretary Marie Bennett, 
will have a speaker on financing 
and credits. Vernon T. Grizzard, 
president, Courtesy Club Interna- 
tional, will speak on Courtesy Un- 
limited or How Not to Alienate 
Your Customers. 


Convention days will be light- 
ened with social gatherings and 
parties. Chief among these will 
be Hoo-Hoo concatenations which 


Buitpinc Propucts MERCHANDISER 








MAJOR PROBLEMS AHEAD IN 1948 


WHAT are the major problems—merchandising, public relations, free- 


dom from government interference—confronting building product mer- 
chants in 1948? 


State and regional association secretaries, queried on this point by 
AL&BPM, believe the following considerations are paramount in the year 
ahead. Their estimate is based on interviews and constant association 
with their dealer members. 


Below is a cross-section of their opinion. 


"How to secure all the necessary materials to complete jobs and how 
to get the most where it is needed worst?""—John D. McCarthy, secre- 
tary-treasurer, Illinois Lumber & Material Dealers association, Inc. 

"Lack of a public relations program. Dealers should do more to de- 
fend their position from the barrage of Washington propaganda."— 
H. M. Gaines, secretary, Michigan Retail Lumber Dealers association. 

"Getting back on the beam in a merchandising way." —W. J. Howard, 
manager, Montana Retail Lumbermens association. 

‘Government regulations and regimentation—price control, allocation 
of materials and control of industry through socialized housing legisla- 
tion." —J. V. Smith, secretary-manager, Mountain States Lumber Dealers 
association. 

"Problems in purchasing, reduction of construction costs and shortage 
of employes." — Phil Runion, secretary, Nebraska Lumber Merchants 
association. 

"How to adjust selling plans and policies to existing conditions; how 
to do a public relations job that will create and maintain confidence in 
a period of rising prices. This will probably be a period of mounting 
costs, which will mean careful and skillful management, able and ag- 
gressive merchandising.''—Paul S. Collier, secretary-manager, Northeast- 
ern Retail Lumbermens association. 

"How to combat the inroads of bureaucracy and at the same time 


prepare for a perpetual series of trumped-up emergencies." — R. F. 


McCrea, secretary, Lumber Dealers Association of Western Pennsylvania. 


"Shortage of materials is our biggest problem.""—Marie Bennett, sec- 


retary, Florida Lumber and Millwork association, Inc. 

"In our opinion, the biggest single problem before the members in 
1948 is the training of a sales organization. With a little ingenuity and 
aggressiveness, | find that my dealers are getting a fair share of building 
materials and certainly they are having no trouble selling what they get. 
| am about convinced that no one can predict what building is ahead of 
us for the next year or 18 months. This is due to the drouth cutting the 
corn crop and the tremendous shipment of goods to Europe. | can see 
no possible way for our American market to become glutted with the 
government. draining off practically all surplus for Europe. For these 
various reasons, | believe that the training of a proper sales force to 
meet competition is of tremendous importance.""—Gene Ebersole, execu- 
tive vice president, Lumbermen's Association of Texas. 








will be held at nearly every con- 
vention. A number of associations 
are planning special programs for 
women. The Southwestern is plan- 
ning special events under the spon- 
sorship of the women’s own organ- 
ization, The Sals, and ladies at- 
tending the Northwestern will par- 
ticipate in a radio broadcast. 

A special feature of the North- 
eastern convention will be a credit 
and collection contest. Many con- 
ventions will give away substantial 
gifts as door prizes. The fortunate 
winners at the Southwestern con- 
vention will receive truckloads of 


hard-to-get items and salesroom 
samples of new merchandise. 
Carolina Lumber & Building 
Supply Association is holding its 
25th anniversary at the Hotel 
Francis Marion, Charleston, 8S. C., 
Feb. 11-13. Among the speakers 
will be Norman P. Mason, presi- 
dent of the National Retail Lumber 
Dealers Association, and Ray E. 
Saberson, trade promotion man- 
ager, Weyerhaeuser Sales company. 
An instructive, and at the same 
time entertaining, movie on the 
subject of courtesy is being made 
available for convention showings 
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by AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER. 
The film is entitkd “By Jupiter.” 
Several conventions have already 
made arrangements to show the 


film; others may do so upon ap-° 


plication if the film has not already 
been engaged. 


CONVENTION SCHEDULE 


Jan. 12-14—Northwestern Lum- 
bermen’s Association, Minneapolis, 
Auditorium, exhibits. 


Jan. 13-15—Kentucky Retail 
Lumber Dealers Association, Louis- 
ville, Brown Hotel, exhibits. 


Jan. 20-22—Ohio Association of 
Retail Lumber Dealers, Cleveland, 
Auditorium, exhibits. 


Jan. 26-28—Northeastern Retail 
Lumbermens Association, New 
York, Hotel Pennsylvania, exhibits. 


Jan. 28-30—Tennessee Lumber, 
Millwork & Supply Dealers Associ- 
ation, Nashville, Hermitage Hotel, 
no exhibits. 

Jan. 28-30—Southwestern Lum- 
bermen’s Association, Kansas. City, 
Auditorium, exhibits. 

Jan. 29-30—Indiana Hardwood 
Lumbermen’s Association, Hotel 
Severin, Indianapolis. 

Feb. 3-5—Michigan Retail Lum- 
ber Dealers Association, Grand 
Rapids, Pantlind Hotel, exhibits. 

Feb. 4-5—Lumber Dealers Asso- 
ciation of Western Penna., Pitts- 
burgh, William Penn Hotel, ex- 
hibits. 











ROY WENZLICK, president, Roy Wenzlick & 

company, real estate and building analyst, 

always a popular speaker, will address sev- 
eral conventions. 


Feb. 4-6—Middle Atlantic Lum- 
bermens Association, Atlantic City, 
Claridge Hotel, no exhibits. 


Feb. 9-10—Tenn. Lbr., Millwork 
& Supply Dealers, Knoxville, An- 
drew Johnson Hotel, exhibits. 


Feb. 10-12—Illinois Lumber & 
Material Dealers Assn., Chicago, 
Sherman, exhibits. 


Feb. 11-13—Mountain 
Lumber Dealers Assn., 
Shirley-Savoy, exhibits. 


States 
Denver, 


EXHIBITS will include products available for the first time to retail lumber dealers. Many 
associations exhausted their space months ago. 
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Feb. 11-13—Carolina Lumber & 
Building Supply Assn., Charleston 
S. C., Francis Marion Hotel, ex- 
hibits. 

Feb. 13-14—-West Virginia Lum- 
ber Supply Dealers Assn., Charles- 
ton, W. Va., Daniel Boone Hotel, 
no exhibits. 


Feb. 16-18—Western Retail 
Lumbermens Association, Spokane, 
Hotel Davenport, exhibits. 


Feb. 17-19—Wisconsin Retail 
Lumbermen’s Association, Milwau- 
kee, Auditorium, exhibits. 


Feb. 19-20—Virginia Building 
Materials Association, Roanoke, 
Hotel Roanoke, no exhibits. 


Feb. 23-24—Nebraska Lumber 
Merchants’ Association, Omaha, 
City Auditorium, exhibits. 


Feb. 25—Northern Indiana and 
Southern Michigan Retail Lumber 
Dealers Association, South Bend, 
Oliver Hotel, no exhibits. 


Mar. 2-8—North Dakota Retail 
Lumbermens Association, Fargo, 
location not yet announced, exhib- 
its. 

Mar. 4-6—Intermountain Lum- 
ber Dealers Assn., Salt Lake City, 
Utah, exhibits. 


Mar. 8-10—lIndependent Retail 
Lumber Dealers Assn., Minneapolis, 
Radisson Hotel, exhibits. 


Mar. 9-11—Indiana Lumber & 
Builders’ Supply Assn., Indianap- 
olis, Murat Temple, exhibits. 


Mar. 11-12—Mississippi Retail 
Lumber Dealers Assn., Biloxi, 
Buena Vista Hotel, exhibits. 


Mar. 15-17—Ontario Retail Lum- 
ber Dealers Assn., Toronto, Royal 
York Hotel, exhibits. 


Mar. 17-19—Iowa Retail Lum- 
bermen’s Assn., Des Moines, Coli- 
seum-Savoy Hotel, exhibits. 


Mar. 17-18—Louisiana Building 
Material Dealers Association, New 
Orleans, Jung Hotel, exhibits. 


Mar. 23-25—Florida Lumber & 
Millwork Association, Jacksonville, 
George Washington Hotel, exhibits. 


April 18-21—Lumbermen’s Asso- 
ciation of Texas, Galveston, Munic- 
ipal Pier, exhibits. 


April 1-2—New Jersey Lumber- 
mens Association, Atlantic City, 
Hotel Traymore, no exhibits. 


April 15-16—Southern California 
Retail Lumber Association, Los 
Angeles, Biltmore Hotel, exhibits. 
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Compiled and Published by the Officers and Staff of the National Retail Lumber Dealers Association, Washington, D. C. 


LIGHT CONSTRUCTION INDUSTRY MUST REMAIN 
FREE FROM STRANGLING GOVERNMENT CONTROLS 





NRLDA Objectives 
Stated for 1948 


THESE are the broad objectives 
of the National Retail Lumber 
Dealers Association, for this com- 
ing year, as outlined by Secretary- 
Manager H. R. Northup. 

1. Act as information source to 
Government (legislative and ex- 
ecutive branches); to other organ- 
izations and the public; as a chan- 
nel of information to the retail 
lumber industry. 


2. Remove housing from the 
“emergency” classification. 


3. Reduce construction costs 
through research, education and 
local co-operation. 


4, Encourage sustained produc- 
tion of building materials. 


5. Urge the retention of present 
government aids to financing of 
residential construction; recogni- 
tion by financing agencies of the 
necessity of providing both pri- 
mary and secondary markets for 
all types of construction loans bear- 
ing government guarantee. 


6. Urge a larger reservoir of 
building labor. 

7. Improve retail industry serv- 
ices to construction. 

8. Equalize and reduce taxes. 

9. Counteract popular criticism 

and misinformation with facts on 
construction costs and the service 
the industry is performing. 
At least six of the objectives 
listed above apply to housing. What 
Is done about housing assumes 
great importance to the industries 
concerned with all construction, 
since Federal action in the housing 
field affects the ability of the con- 
struction industries to perform in 
all fields of construction. 


Buitpinc Propucts MERCHANDISER 


Spokesman for Nation's retail lumber dealers cites rapid 


increase in home building in control-free year of 1947 
By H. R. NORTHUP 


Secretary-Manager, National Retail Lumber Dealers Association 


FREE from government control for the first time since the beginning 
of World War II, the construction industry has set a record of starts 





RIGHTS AND OBLIGATIONS 


RETAIL LUMBER DEALERS 


under 


THE LABOR MANAGEMENT 
RELATIONS ACT, 1947 


(The Taft-Hartley Labor Law) 


NATIONAL. RETAIL LUMBER DEALERS ASSOCIATION 
302 Ring Building Washington, D. C. 














SINCE most building material 
dealers are subject to the provi- 
sions of the Taft-Hartley Labor 
Law, the booklet just issued by 
NRLDA on the law and how it ap- 
plies to dealers is unusually per- 
tinent. 

The 42-page booklet covers the 
rights and duties of employers, 
employes and unions. It was pre- 
pared by legal counsel for NRLDA 
in consultation with members of 
the Association’s Committee on 
Labor Relations. 


and completions—a record entirely 
contrary to seasonal trends. 

This record indicates that the 
industry, if left alone, will prob- 
ably provide housing at the rate 
of a million homes a year in 1948 
This figure is based on starts for 
the past four months of this year. 

Housing is one of the major mar- 
kets of the retail lumber dealer. 
What is done about housing as- 
sumes great importance to the 
industries concerned with all con- 
struction, since emergency federal 
action in the housing field affects 
the ability of the construction in- 
dustries to perform in all fields of 
construction. 

The present building materials 
supply situation is one which would 
support our contention that no ex- 
panded program of public housing 
or slum clearance should be added 
to our present expanding private 
industry building program. 

After careful study of housing 
legislation so far proposed, indus- 
try leaders are forced to conclude 
that additional legislation might 
retard the present rate of home 
construction. 

Bills bearing directly upon hous- 
ing, such as the Taft-Ellender- 
Wagner Housing Bill, all appear to 
be economically impractical on the 
basis of one or more of the fol- 
lowing points: 

1. It (T-E-W Bill) provides for 
neither an increase of building ma- 
terials or an increase in labor sup- 
ply; instead, it stimulates con- 
sumer credit in a way that is either 
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dvocates more realistic appraisals, wage-hour changes 
5 boost home completions to an all-time high in 1948 









conomically unsound or imprac- 
cal from the banker’s viewpoint. 
2. It stimulates hosing demand 
vithout providing for an iticreased 
upply of homes. Such action i#- 
reases economic préssure by mére- 
y advocating thé construction of 
1omes for one group instead of an- 
ther group. 
_ 8. It suggests the use of Federal 
‘unds for untimely constfuction of 
1 local character. This tends to 
idd to the public debt or taxes; 
ncreases living costs and absorbs 
naterials being used to build pri- 
vate tax-paying dwellings. 
The T-E-W Bill appears to this 
ndustry to be impractical on the 
dasis of all three points. 






















I-E Homes Program 

THE money and effort spent on 

the Industry Engineered Homes 
Program is concrete evidence that 
the retail lumber industry is taking 
an active hand in eliminating im- 
mediate home shortages. 
_ It is estiniated that 5,000 model 
I-E homés will be promoted or 
built by liber dealers. Perhaps 
a quarter of 4 million of such 
hormes will be built through the 
program next year. 

The I-E program has advanced 
from the theory to the action stage. 
The program is now translated into 
workable home plans exemplifying 
the principles applied to small 
home constfuétioh by more than 







































TAXES and the cost of govern- 
ment are basic factors in determin- 
ing the cost of living and home con- 
struction. 

That part of the dollar which is 
used to pay the cost of government 
is not available to purchase goods. 

One way to measure how much 
the dollar value has decreased is to 
compare the percentage of national 
gross product that must be used to 
pay the cost of federal, state and 
local government year after year. 


In 1929, 10.9 per cent of the dol- 
lar value of the gross national prod- 
uct equalled the receipts of Fed- 
eral, state and local governments; 
in 1936, 14.1 per cent of the dollar 
value of the total gross national 
product equalled the receipts of 
federal, state and local govern- 
ments; in 1940, just before the 
war, 14.3 per cent of the dollar 
value of our gross national product 
equalled the receipts in govern- 
ment treasuries. 

But in 1946, it required 26.7 per 
cent of the dollar value of our na- 
tional gross product to equal the 
revenues received in government 
treasuries. In other words, it now 
takes 26.7 cents of every dollar 
earned or received in any way to 
pay the cost of government; in 
1929, it took less than 11 cents; 
in 1936 and 1940, it took less than 
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Mounting Taxes Are Now Responsible for 
$2,136 in the Cost of an $8,000 Home 


15 cents of every dollar. Today the 
value of the dollar after taxes is 
only 73.3 cents. 

The sum of $2,136 goes directly 
or indirectly into taxes in the cost 
of an $8,000 home with 26.7 per 
cent of every dollar going to pay 
the cost of government. In. other 
words, without taxes, that same 
house would cost $5,864. 

If we took a base price of $5,864 





as representing the actual. cost of 
materials, labor, transportation, 
ete., free from taxation, then in 
1940 with only 14.3 percent of 
every dollar being used to pay the 
cost of government, this same house 
would cost approximately $6,845. 

Actually, then, between 1940 and 
1946, the increased cost of govern- 
ment has added $1,155 to the cost 
of the 1940 house. 
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100 engineers. The booklet, “Here’s 
a Better Way to Build,” which 
tells how the building industry was 
organized on a national scale to 
nieet. local home site problems; the 
plans and! the promotional material 
all ave’ ready for immediate use by 
dealers, contractors: and builders 
throughout the*Nation:- 


Financing 

TO speed the production: ott 
homes and decrease building ‘costs,:, 
the retail lumber industry. has s 
made suggestions regarding the: 
administration of some laws af- - 
fecting the construction field. 


Specifically, the imdustry recom--- 


mends the renewal cof’ FHA Title» 
VI financing of rental properties in ' 


1948. It is believed a rf¥ére reak-- 
istic appraisal of construction val- - 


ues and costs on the part of the 
Federal Housing Administration 
and the Veterans Administration 
would enable veterans and others to ° 
purchase homes now denied thers’ 
because of current appraisal prac- 
tices. 

Lack of uniformity between FHA 
and Veterans Administration ap- 
praisals has also led to confusion 
and multiplied the difficulties in 
financing homes. 

Retail lumber dealers believe 
that the recent advice to: banks to 
tighten credit may have resulted 
in the recent refusals of banks: to» 
accept Class III Title I loans on’ 


low-cost homes. This is the type of 


loan most needed by lumber deal-- 
ers in smaller communities for 
building truly low-cost homes. 
The refusal of banks to grant these: 
loans actually prevents. the 
construction of sownd, low-cost 
housing. 


Materials Outlook 

TWO factors—the cur- 
rent freight car shortage and the 
pending increase in freight car 
rates—may continue to affect the 
price and availability of building: 
materials. 

Present indications are that ma- 
terial shortages will be overcome., 
providing exports are limited. 

Contingent upon this and con-- 
tinued freedom from regulation 
and control, the building industry 
will be able to maintain and per- 
haps increase the rate of construc- 
tion reached during August, Sep- 
tember and October, which would 
make possible the construction of 
a million homes in 1948. 

Additional legislation of the con- 
trol and allocation type cannot 

Continued on Page 116) 
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Building Materials Outlook 


New plants, improved equipment and manutaéturing techniqués 
are stepping up output, which is still inadequate, however, to meef 
demand in the case of some important products. 


XPANDED PRODUCTION facilities and new 
techniques have brightened the production pic- 
ture for 1948. 


One exception to the above statement is the produc- 
tion of steel and steel products—notably structural 
steel, reinforcing bars, steel sheet for warm air fur- 
naces, duct work, downspouts and gutters, nails, and, 
early in the year, cast iron soil pipe. 


Otherwise, the supply situation, according to Doug- 
las Whitlock, chairman, Building Products Institute, 
will vary from “comfortable” to “fairly adequate” dur- 
ing the coming year. One balancing factor will be the 
current freight car shortage. 


However, demand is still ahead of current produc- 
tion capacity in the case of several products. The 
manufacturing capacity of numerous plants is again 
being enlarged to meet the tremendous demand for 
building materials. 


This is how the materials outlook appears to 
authorities who are close to the source of production. 


LUMBER 


H. V. SIMPSON, executive vice president, West 
Coast Lumbermen’s association: The Douglas fir lum- 
ber industry of the Pacific Northwest is prepared to 
cope with a substantially expanded building program 
in 1948. It is probable that 1947’s production total 
of approximately 7,500,000,000 board feet will be 
topped in 1948. There will be no lumber surplus, but 
there will be ample lumber for the housing needs of 
the country. Effective distribution hinges directly 
upon the co-operation of the railroads. An adequate 
supply of freight cars must be made available in the 
Douglas fir area during periods of peak production or 
lumber users will suffer as the result of competitive 
bidding. 


S. V. FULLAWAY, secretary-manager, Western 
Pine association: It now seems apparent that the 
Western pine industry will produce approximately 
6,250,000,000 feet of lumber in 1947. Although this 
is the greatest annual output in the long history of 
the industry and almost 25 percent higher than any 
pre-war year, the demand for Idaho. White pine, 
Ponderosa pine, Sugar pine and their associated spe- 
cies is so large that everyone’s total requirements 
could not be met. If the Western pine industry can 
remain free of the shackles of government controls, 
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REQUIREMENTS will be met. 


1948 should be another year of record production and 
progress toward relieving the unprecedented demand. 


PLYWOOD 


CHARLES E. DEVLIN, managing director, Doug- 
las Fir Plywood association: Our output in 1947 in- 
creased almost 15 percent. Indications are that it 
may go up as much as 10 percent more in the year 
ahead, thus 1948 output of fir plywood will reach well 
over 1,600,000,000 square feet, exceeding the 1941 
peacetime record. Three new factories have been 
established bringing to 36 the number now turning 
out fir plywood. Other plants are projected for the 
year ahead. Maximum production of panels remains 
the prime objective of fir plywood manufacturers. Al- 
though the increased volume is encouraging percent- 
agewise, the supply of fire plywood is inelastic and 
apparently will remain tight as long as demand re- 
mains at or near the current high plateau. The poten- 
tial market at present seemingly is several times 
greater than the ability of the industry to produce. 
The major volume of fir plywood will continue to go 
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into construction channels—principally for home build- 
ing, a fact important to lumber dealers, builders and 
home owners alike. 


KITCHEN UNITS 


MARSHALL ADAMS, advertising and sales promo- 
tion manager, Youngstown Kitchens: The only factor 
limiting us in this program is insufficient steel. We 
are receiving the fullest cooperation from our steel 
suppliers in overcoming this difficulty. It has been 
our aim to gear our production and distribution to 
the builders’ needs. Because our units are factory 
fabricated and mass produced, they are available at 
mass production prices. Nationwide distribution 
makes our product available overnight to almost any 
community, thus making it unnecessary for the build- 
er to stock and rehandle the equipment. It is so 
designed that it can be quickly and easily installed and 
because it is factory finished, a minimum of finishing 
time is required. These things are not said to plug 
our particular product; other manufacturers can say 
the same thing. They are said, however, to illustrate 
how, when a manufacturer and builder are free to 
work together on the mutual problem, the overall 
objective of sufficient housing at prices people can 
afford can be furthered. 


GLASS 


FRANK R. HAWKINS, advertising manager, Lib- 
bey-Owens-Ford Glass company: For two years, deliv- 
ery on Thermopane was, frankly, very slow. By ex- 
panding our production facilities and developing new 
techniques of manufacture, we have finally met a de- 
mand up 800 percent since 1945. We have brought 
down the back order file to a 45-day basis and we have 
shipped stocks of standard size Thermopane to glass 
distributors throughout the United States. As a re- 
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MILLWORK—Production will be stepped up. 
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sult, orders for standard sizes can in most cases 
be filled immediately and orders for any size can be 
filled in 45 days. We are in a position to accept a 
substantially increased volume of orders without plac. 
ing this schedule in jeopardy. 


HARRY B. HIGGINS, president, Pittsburgh Plate 
Glass company: Historically high levels of production 
of both glass and paint products for the building ip- 
dustry were achieved during 1947. Contributing to 
this record was a freedom from work stoppages, more 
efficient scheduling of operations as a result of the 
increased supply of raw materials and the installation 
of new production and processing facilities. Coin- 
cident with this augmented production was an ever- 
increasing demand from the building industry for 
glass and paint products. This demand was of such 
proportions that both plate and window glass were on 
allocation throughout the year. Paint products, al- 
though somewhat easier, did not satisfy market de- 
mands particularly in the field of high quality exterior 
finishes. The addition to production facilities in both 
paint and glass plants should make it possible for 
domestic production to keep pace with this expected 
accelerated construction in-1948. With the extension 
of current favorable production factors domestic sup- 
ply will meet demands. Mirrors of all types and 
Twindow double-glazed insulating units will become 
increasingly available. It now appears probable that 
the late 1947 trend toward easier supplies will con- 
tinue, thus making it possible to approach in 1948 
somewhat more normal competitive conditions and 
broader inventories of all products. 


GYPSUM PRODUCTS 


* MELVIN H. BAKER, president, National Gypsum 
company: Two years ago this company started on a 
30-million dollar program to increase production for 
its post-war building market. . This included addi- 
tions to each of our 21 plants and three new ones. 
This expansion provided us with about 25 percent 
more production for 1947 and when the entire pro- 
gram is completed in April, 1948, there will be a 
further increase. By the end of the first quarter of 
1948 we will be producing 20 percent more gypsum 
board and fiber insulation. Shortage of materials, 
such as paper, have eased. Labor is better stabilized. 
Now that our mines are fully mechanized, raw materi- 
als will be available to support manufacturing capaci- 
ties. Further advances are expected in labor and 
freight rates. Slightly higher prices on some items 
should, therefore, be anticipated. 


MILLWORK 


GEORGE M. CURTIS, vice president, Curtis com- 
panies, Inc.: Our production has been limited by the 
quantity of shop lumber available to us, which quan- 
tity is less than it might have been if we had been 
willing to pay the ridiculous prices which have pre 
vailed for the smaller mill cuts in the Ponderosa pine 
regions. Production has been quite inadequate to 
meet the requirements of our customers and we have 
allocated it as nearly as possible in strict proportion 
to the purchases of our customers in the base period. 
Our quality has been maintained at the traditional 
standard and our prices have been made with cus- 
tomary markups on replacement costs. Lately, we 
have been forced to pay extremely high prices for 
some lumber in order to maintain production at the 
comparatively low rate of the current year. So far 
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we have absorbed those higher costs without further 
advances in our sales price. How long it will be pos- 
sible to continue that policy is a question. The de- 
mand for our products is still much in excess of our 
ability to produce. We can see nothing in the imme- 
diate future to justify the expectation that our pro- 
duction can be increased. We believe, however, that 
when the seasonal mills commence operations again in 
the spring, there will be a substantial increase in the 
supply of Ponderosa pine and that our production can 
be stepped up accordingly. 


PAINT 


A. W. STEUDEL, president, the Sherwin Williams 
company: Our prospects for 1948 look unusually good. 
We believe the demand and need for our products, 
both for household and industrial requirements, will 
greatly exceed our ability to meet them next spring 
despite our new plant capacity and equipment for 
which we spent millions of dollars. There is a tre- 
mendous backlog of needed painting and redecorating 
carried over from the war period. For this reason 
we are urging our customers to anticipate their orders 
and get them in early. Dealers cannot sell what they 
do not have. Lost sales often mean lost customers. 
Dealers can expect sales and merchandising help of 
much greater scope than they have been given in 
the past. Despite certain shortages, the fact remains 
that on many lines stocks are in better shape than be- 
fore the war. For example, our production of SWP 
house paint broke all records this year, over 3,500,000 
gallons having been produced and sold. Oil emulsion 
coatings had their greatest success in 1947 and will 
continue to highlight sales in 1948. Kem-Tone wall 
finish hit an all-time high of 12,000,000 gallons. All 
production records on enamels, semi-gloss ‘and high 
gloss interiors have been broken. These lines are 
continuing in heavy production. This means that on 
such important lines, selling is actually here again. 
As a buyer, the consumer is again in command. Hence, 
the need for better selling, better merchandising, more 
point-of-sale displays and demonstrations and more eye 
appeal for the package in the windows and stores of 
America. 


ALUMINUM PRODUCTS 


ALUMINUM Company of America: It is difficult 
for Aluminum Company of America to venture an ac- 
curate sales prediction for 1948 in the residential 
building products field since Alcoa is primarily a pro- 
ducer of aluminum ingot and mill products and does 
not manufacture mill products itself. Aluminum win- 
dows have probably the greatest sales potential of any 
item in the residential building field. In 1946, some 
500,000 units, produced in casement and double-hung 
types were utilized in new construction. Sales this 
year are expected to reach 2,000,000. A recent survey 
based on current sales trends, indicates that 1948 will 
see a sizeable increase in aluminum residential window 
production. In this connection, Alcoa is broadening 
distribution facilities through normal trade channels. 
Unofficial reports estimate that roughly 60,000,000 
pounds of the light metal will be consumed in resi- 
dential window and related building products appli- 
cations in 1948. Alcoa’s 1948 advertising program is 
designed to benefit both building products dealers and 
consumers. 

STEEL AND MARBLE 


DETROIT Steel Products company: Contingent 
upon our ability to obtain steel throughout 1948 at 
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WALLBOARD—New plants are being built. 


the rate promised for the first quarter, we expect to 


_be able to increase the volume of products which we 


furnish the building industry—steel windows, doors, 
roof deck and building panels. We plan to expand our 
plant facilities as soon as possible. 

W. D. GORDON, manager, Vermont Marble com- 
pany: The current quarry production of building 
marble from the company’s own quarries is back on a 
prewar basis; mill and shop conditions have been im- 
proved by the addition of new plant capacities. Im- 
ports of foreign marble have been increasing since 
the war. Present inventories of the more widely used 
varieties are growing and are generally of a better 
quality. 

PLASTIC-FINISHED WALL PANELS 

JOHN J. MARSH, sales manager, Marsh Wall 
Products, Inc.: In 1948 we expect to come very close 
to meeting the demand for our products. Unless we 
are more seriously hampered with government restric- 
tions and government absorption of raw material, 
we should have more satisfied customers among. the 
lumber dealers and wholesalers than we had in 1946 
and 1947. By the use and development of new equip- 
ment, better manufacturing methods and careful han- 
dling of our manufacturing problems, we have been 
able to keep ahead of price advances. The average 
overall increase of our product has been only about 
eight percent since price controls were lifted due to 
the factors outlined above. We have set up a training 
plan for the proper application of our products and 
are co-operating with the various universities on their 
training programs. 
i STEEL SASH ’ 

MESKER Brothers: Our plant expansion for tripl- 
ing prewar production of steel sash for homes was com- 
pleted one year ago. We have operated 12 months at 
less than half speed due to the steel shortage. Start- 
ing in January, 1948, we have steel enough to run the 

(Continued on Page 100) 
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1948 Conventions to Exhibit a 
Variety of New Products 


At MOST of the regional 
dealer conventions in 1948 
manufacturers will be exhibiting 
products of interest to building 
products merchants. It is to your 
advantage as a dealer to look at 
these exhibits and to study the 
products carefully. They have 
been designed with you and your 
customers in mind, and in most 
cases many months of research 
have preceded their introduc- 
tion to the market. 


During the past 12 months a 
great variety of new products 
have appeared which are of value 
to the dealer, either to improve 
working methods at the yard 
or for sale to customers. 


The majority of new products 
introduced within the past year 
—and to be introduced early this 
year—fall into one of three 
groups. 


The first is equipment for the 
lumber yard. This includes wood- 
working equipment for the shop 
and equipment which can be used 
either in the shop or on the 
building site. New styles of 
mechanical handling equipment 
such as fork lift trucks and 
straddle trucks have been intro- 
duced. 


The second group includes im- 
provements for home construc- 
tion such as various types of 
new wall tiles, new kitchen and 
bathroom equipment, new styles 
of windows and doors, etc. 


The third, and probably the 
largest group, is over-counter 


sales items, designed for quick 
sale to customers. The number 
of items in this group has been 
increasing from month to month 
and has included many new and 
very practical items. One inter- 
esting note about these items is 
that so many of them have been 
designed to appeal to the woman 
customer as well as the man. 


Included with many of these 
new products are sales aids or 
dealer helps in the form of 
counter and point-of-sale dis- 
plays, window displays, advertis- 
ing mats and mailing pieces. 
These not only help attract cus- 
tomers, but act as silent sales- 
men within the store. 


On this and following pages 
are described and_ illustrated 
some of the many new products 
which will be introduced to the 
market this coming year. They 
are mentioned here so that deal- 
ers can be on the look-out for ex- 
hibits of them at their regional 
conventions. Some new products 
discussed here, which will be of 
interest to dealers, will not be on 
exhibit, but are worthy of dealer 
attention. 


For those wishing more com- 
plete information about these 
products, the name and address 
of each manufacturer is included 
with the description. 


Watch these pages in every 
issue of the coming year when 
other new products will be illus- 
trated and described as they are 
presented to the market. 
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Molly Screw Anchor 


A new screw anchor for gen- 


eral construction or household use 


has been developed. It is said to 
hold securely without defacing the 
wall, and forms its own socket 
which will not disengage or drop 
down when screw is removed. The 
Spider anchor is said to conform 
to any condition and to provide se- 
cure anchorage in any type of wall 
or floor from hollow masonry to 
pulp board. Removal of fixtures 


























for refinishing walls or floors can 
be done by removing screw and fix- 
ture, refinishing the surface, re- 
placing the fixture with the screw 
in the same anchor. Available in 
diameters from % inch through 
1/16 inch and lengths from 15/16 
inch through 3% inches. For 
more complete information write 
Molly corporation, Dept. AL&BPM, 
Reading, Pa. 


Donley Steel Damper 


The main body of this new steel 
damper is made of % inch material 
and comes in the following sizes in 
the poker control only—230-S, 


233-S, 236-S and 242-S. The ma- 





terial used in U. S. Steel com- 
pany’s new Cor-Ten steel, which is 
said to be corrosive resisting and 
have more tensile strength. The 
back flange is made of %4 inch ma- 
terial. The valve plate or lid 1s 

















made 
damp 
of aré 
the m 
iron 0 
solid 

plete | 
compe 
Miles 


Fenes 


The 
the n 
provi 
guar¢ 





rents 
the 
roor 
open 
posit 
sill 
whil 
agai 
also 
prev 
the 
dow 
and 
was] 
com) 
Stee 
ALé 
varc 


Nev 


deey 
the 
ture 
to ¢ 
Floc 
in 0 
400 
eras 
reac 
finis 
the 
nee 
for 





en- 
use 
to 
the 
‘ket 
rop 
The 
rm 
se- 
vall 
to 
res 








20m- 
h is 
and 
The 
d is 


NG 








made of 3/16 inch material. This 
damper is fabricated by the use 
of arc welding. It is installed in 
the masonry the same way the cast 
iron ones are installed—not built in 
solid at the ends. For more com- 
plete details write Donley Brothers 
company, Dept. AL&BPM, 13900 
Miles avenue, Cleveland, Ohio. 


Fenestra Bedroom Windows 


The in-tilting vent at the sill of 
the new Fenestra bedroom window 
provides a draft-protecting wind- 
guard. When opened, the air cur- 











rents are deflected upward toward 
the ceiling, over the heads of a 
room’s occupants. The vent stays 
open automatically in any desired 
position. In an open position, the 
sill vent affords ample fresh-air 
while protecting the interior 
against rain, snow, sleet. The vent 
also provides safety for children, 
preventing them from leaning out 
the window. Screens for the win- 
dow are attached from the inside, 
and the whole window can be 
washed from the inside. For more 
complete information write Detroit 
Steel Products company, Dept. 
AL&BPM, 2250 E. Grand boule- 
vard, Detroit 11, Mich. 


New Floor Finish, Paint Extender 


Ceraseal floor finish penetrates 
deep into the pores and fibres of 
the wood and seals against mois- 
ture, dirt and grime. It is said not 
to discolor or disfigure the wood. 
Floors are stained, sealed and filled 
in one operation. One gallon covers 
400 to 600 square feet and an av- 
erage floor can be finished and 
ready for use in two hours. The 
finish becomes a permanent part of 
the floor and waxing is all that is 
needed to keep the floor in condition 
for years. Ceraseal paint extender 
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when mixed with paint is said to 
penetrate deep into the wood, lock- 
ing the paint in so that no moisture 
can get behind it to cause blisters 
and peeling. It is also said to 
protect the wood against swelling 
and warping and fungus growth. 
Direct mail pieces, newspaper mats 
and counter display cards will be 
furnished dealers. For more com- 
plete details about these two new 
products, write Ceraseal Chemical 
corporation, Dept. AL&BPM, 221 
N. LaSalle street, Chicago 1, IIl. 


New Knot Sealer 


At retail lumber dealer conven- 
tions in 1948, the Western Pine 
association will feature in its ex- 
hibit the use of Knot Sealer WP- 
578. This knot sealer was devel- 
oped for use over knots so as to 
seal the resins in the knots and 
prevent them from bleeding 
through the paint and leaving a dis- 
coloration on the surface. Exacting 
laboratory tests showed that any 
good grade of exterior house paint 
will not discolor, check, crack, scale 
or peel on treated areas. For dis- 
criptive literature giving more com- 
plete details write Western Pine 
association, Dept. AL&BPM, Yeon 
building, Portland 4, Ore. 


New Gate Hook 


Ready for distribution around 
the first of January will be the new 
gate hook shown here. Due to the 
actuating principle of the hinge 
front part of this safety gate hook, 
it is impossible to open it by just 











It can 


pushing up on the shank. 
be used where cattle are penned as 
animals will not be able to open it 
because upward pressure on the 
shank locks the hook. Literature 
will be available as well as counter 


display models. For more com- 
plete information write F. D. Kees 
Manufacturing company, Dept. 
AL&BPM, Beatrice, Nebr. 


Steel Floor Bridging 

Just being introduced is a new 
and carefully tested steel bridging 
for reinforcing floors. This new 
product, known as Pioneer Tru- 





Tye steel bridging, is formed from 
high carbon steel, rust-proofed and 
ribbed to provide extra strength. 
It is secured to the top of each 
joist by two prongs and is coun- 
tersunk with one hammer blow. 
The two ends may then be fastened 
to the bottom of the two adjacent 
joists with one nail in each joist. 
The ends are bent upward and the 
prongs driven into the wood for a 
permanent bond. This bridging 
comes in one standard size to fit 
2x6 inch, 2x8 inch, 2x12 inch joists. 
For more complete information 
write Pioneer company, Dept. AL& 
BPM, Century building, Pitts- 
burgh, Pa. 


Interior Wall Coating 

Paratex rubber based wall coat- 
ing is a self-sealing flat finish that 
brushes smooth over painted or un- 
painted work, over wallboard, brick, 
concrete, smooth or rough plaster, 
paints and wallpaper. It is said 
that no priming coat is needed. It 
can be applied by brush, roller or 
spray, and is said not to show lap 
marks or shiners. It is said that 
it can be used throughout the 
house from basement to attic, in- 
cluding kitchens and bathrooms. 
For more complete information 
write Truscon Laboratories, Dept. 
AL&BPM, Caniff & Grand Trunk 
R.R., Detroit, Mich. 


Rotary Hitch 


Just being introduced is the 
Gordon rotary hitch for tractors, 
implements, trailers and wagons. 
It is made of strong, durable cast 
steel castings and works on a ro- 
tary or swivel principle. It. ro- 
tates freely under all conditions 
and keeps the tractor and vehicle 
free from binding on bolts, braces, 
tongue or draw-bar. The rotary 
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hitch is said to be quickly attached 
or detached without the use of 
wrenches or other special tools. 
The hitch is said to give free action 
to both tractor and vehicle in going 
over high or low uneven ground. 
The drawbar pin can always be 
taken out even though the imple- 
ment is upset. For further infor- 
mation write Continental Indus- 
tries Inc., Dept. AL&BPM, 761 
First Central Tower, Akron 8, 
Ohio. 


Colored Wall Tiles 


Two new wall tiles are being an- 
nounced. The two types are chro- 
mium plated zinc tile and colored 
aluminum tile. Chrome tiles are 
offered in four finishes: striped, 
bright, checked and satin finished. 
The colored tiles are available in 
ebony, gold, maroon, royal blue and 
sage green. The colors are made 





integral with the metal itself rather 


than being painted on. Tiles may 
be installed all in the same pattern 
or the two types may be combined. 
The tiles form a solid, substantial, 
permanent wall and are said to be 
immune to water, moisture and dirt 
penetration. The tiles are said not 
to crack, buckle, chip or craze and 
are cleaned with soap and water. 
For more complete information 
write Tile-O-Chrome corporation, 
4421 N. Clark street, Chicago 40, 
Ill. 


Colorless Water Repellent 


Rainchek is a colorless water re- 
pellent that penetrates into ma- 
sonry such as cement blocks, con- 
crete, brick, tile, stucco and it is 
said will stay there giving perma- 
nent protection against moisture 
and water. It is claimed that 
Rainchek will not evaporate or 
wash away from the treated sur- 
face. Rainchek guards against 
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water seepage, the direct result of 
normal moisture in the ground 
working its way through the base- 
ment walls and floors. It protects 








against outside walls becoming 
discolored, resulting from a driving 
rain or saturation from ground 
moisture. Other uses include the 
treating of concrete silos, water 
tanks, boiler and elevator pits, pil- 
ings, garage floors, porch steps and 
other masonry construction. For 
more complete information write 
Protection Products Manufactur- 
ing company, Dept. AL&BPM, Kal- 
amazoo, Mich. 


Safety Stair Nosing 


Just being introduced to the 
market is a new line of Tuff-Tred 
safety stair nosings. The nosings 
have a wide, smooth, non-slip, non- 
trip surface with no ridges and 





which contains over 60 percent 


abrasive grains. They can be in- 
stalled in connection with all types 
of resilient floor coverings, rab- 
beted into wood stairs or poured 
into concrete or terrazzo stair con- 
struction. There is a choice of 
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square edge and round edge de- 
signs, either available in four 
colors. An extra margin of safety 
is gained by installing the nosing in 
a color that contrasts with stair 
coverings. For more complete in- 
formation and descriptive litera- 
ture, write Goodloe E. Moore com- 
pany, Dept. AL&BPM, Danville, 
Ill. 


Glass Door Frame Assembly 

A pre-fabricated metal door 
frame for use with the Herculite 
tempered all-glass doors has been 
devised. Made of heavy, anodized 
and extruded aluminum reinforced 
with steel channels and tie-rods, the 
frame was designed to eliminate 
many of the time-consuming on- 
site settings and fitting problems 
of glass door installation. It is 
available in 12 standard patterns 





and sizes and comes as a complete, 
factory-packaged unit. The assem- 
bly includes a checking floor hinge 


and top pivot. A new compact, 
life-time checking floor hinge for 
use with all-glass doors has also 
been announced. The Pittco hinge 
is the basic double acting type 
which can be converted to a single 
acting hinge with use of a simple 
stop on the transom bar. For more 
complete information on these two 
new products write Pittsburgh 
Plate Glass company, Dept. AL& 
BPM, 632 Duquesne way, Pitts- 
burgh, Pa. 


Infra Insulation Booklet 

A most complete description of 
infra accordion, crinkle, kraft and 
asbestos insulation is given in 4a 
new booklet just being published. 
Written by A. Schwartz, considered 
a leading expert on insulation mat- 
ters, the booklet is available to any- 
one interested in insulation. Sub- 
jects covered include a description 

(Continued on Page 104) 
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FS Preview 


How to Estimate, Price, 
Supervise Construction 


ECOGNIZING the important 
and tremendous home build- 
ing job that faces the nation’s lum- 
ber and building products mer- 
chants in 1948, the editorial staff of 
AMERICAN LUMBERMAN & BUILD- 
ING PRODUCTS MERCHANDISER re- 
cently completed extensive research 
work that will result in the presen- 
tation of two vital series of timely 
articles during the next 12 months. 
Both are designed to meet the 
needs of dealers who either are now 
serving or plan to enter the new 
home, structural remodeling and 
farm ‘building markets. One series 
will cover Package Estimating and 
Pricing. ‘The second, paralleling 
and complementing the first, will 
be on Supervising Package Con- 
struction. 

Each will present simple, prac- 
tical, easy-to-read, easy-to-follow 
steps allowing the reader an oppor- 
tunity to become well informed on 
both related subjects without strug- 
gling through a mass of highly 
technical details. 

Before developing the two series, 
AL&BPM’s editors consulted rep- 
resentative retail lumber and build- 
ing equipment and material deal- 
ers located in rural areas, medium- 
sized towns and large cities. Deal- 
ers were asked what they wanted 
to know and how they wanted it 
presented. For that reason, the 
forthcoming Package Estimating 
and Pricing and Supervising Pack- 
age Construction series are unusual 
in themselves—for the first time 
both subjects are covered, simul- 
taneously and comprehensively 
from the standpoint of what deal- 
ers and yard personnel want to 
know, not from the customary 
standpoints of what contractors 
want to know. 

From excavating to roofing, the 
two series will consider all phases 
of estimating and pricing (1. ma- 
terials and equipment only, 2. labor 
only, 3. materials, equipment and 
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labor) and supervision in order to 
help the dealer develop a greater 
volume of quality building at a fair 
price. 

AL&BPM offers this urgently 
needed authoritative information 
in accordance with one of its well 
known editorial policies—Constant- 
ly analyze in advance the problems 
lumber and building products mer- 
chants will face. Present authori- 
tative information that can be used 
to solve these problems and, thus, 
step up dealer performance. Time 
the presentation of this informa- 
tion neither too early or too late. 

These two series represent only 
one phase of AL&BPM’s expanded 
editorial program for 1948. In ad- 
dition to a well balanced selection 
of articles analyzing management 
and selling problems and methods, 
the 26 big issues to be published 
during the coming year will pre- 
sent valuable, usable information 
on all important phases of dealer 
operations. 

Under the direction of Editor 
Arthur A. Hood, a roving editorial 





staff equipped with notebook, cam- 
era and years of experience will 
visit the nation’s outstanding deal- 
ers to report first hand on how 
these merchants are successfully 
cutting costs, building sales volume 
and increasing profits. AL&BPM’s 
editorial board, always in close 
contact with every segment of the 
light construction industry, con- 
stantly will weigh all editorial mat- 
ter to see that only information 
of direct value to dealers is pub- 
lished. Retailing practices in other 
industries will be carefully followed 
to determine those that merit ap- 
plication by lumber and building 
products merchants. 

With 1948 marking three quar- 
ters of a century of service, AL& 
BPM will carry out editorial plans 
during the next 12 months that will 
enable the dealer to function more 
effectively and efficiently than ever 
before. Guiding this program is 
the AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
PLATFORM published on this 
page. 





try. 


munity. 


service toward these ends. 





THE AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the indus- 


2—Coordination of all production, marketing, research and _profess- 
ional activities concerned with the development, sale, and delivery to 
the consumer of building products—including the functions of the manu- 
facturer, wholesaler, retailer, architect, realtor, contractor, mechanic, 
financier, association official and public servant. 


3—Identification of the building products merchant as central head- 
quarters for the industry's consumer selling activities in the local com- 


4—Perpetuation of the American Ideal of a free people as the basis 
of a more abundant and meaningful life for all. 


5—Informative, educational and merchandising-minded journalism and 


The Editors 
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| Dealers Say: 
Yes, We ARE Building Homes 


Private enterprise, the backbone of the country, is meeting the 
challenge and daily is providing immediate housing in every state. 


OMES ARE being built! Thou- 

sands, yes, hundrecs of thou- 
‘sands of them. From Maine to 
Texas, from east to west, straight 
across the country, quietly, earn- 
estly, without the blare and blast 
of progaganda, needs are being sup- 
plied. Families are being housed. 
Not since 1925 has this country 
witnessed such a march of new 
homes. 

What has private industry done 
during this year of 1947? Has it 
fallen down? Has it met its chal- 
lenge? What is its performance 
record? Does it justify all the 
name calling? Or the full scale 
entrance of Government into build- 
ing? A thousand times no. And 
when we say a thousand times, we 
mean the “NO,” which is multi- 
plied by the thousands of dealers 
and builders across the width and 
breadth of the land who are doing a 
tremendous job of meeting the im- 
mediate and the actual housing 
needs in so many communities. 

In spite of the dislocations and 
the continuing shortages of mate- 
rials, we find private enterprise— 
businessmen who are the backbone 
of our country—hard at work in 
the cities and towns of every state, 
busy fulfiilling their daily obliga- 
tions to their neighbors and fel- 
low townsmen. These are the men 
who are spending hours and hours 
finding the materials, beating the 
bushes, battling and overcoming the 
pressures of black markets and 
gray markets, to construct close to 
800,000 homes in an extremely dif- 
ficult year. It is, indeed, a record 
of performance. 

How is it being done? Talk to 
._L. C. Andrew, of South Windham, 
Me., head of the company which 
bears his name. He says: 





*President, Norm Advertising, Inc, 


72 


By JOHN H. RYDER* 





JOHN H. RYDER 


“Our own organization has 
started, since the first of January, 
1947, approximately 300 new 
homes. Out of these, 167 have al- 
ready been completed, (before De- 
cember 1st) and are in use. We 
have many new ones that will be 
started before winter sets in.” 


Here is what Earl H. Palmer, 
president and general manager of 
the Citizens Lumber & Coal com- 
pany, Sturgis, Mich., has to say: 


“We have purchased a plot of 
land within the city limits, where 
we are building homes for resale. 
We have built standard sized 
forms, to be used in the founda- 
tions, walls which are transferred 
from job to job. This has meant 
a saving in our basement costs. 
We are using power saws and all 
automatic equipment that is avail- 
able, in an effort to cut labor costs. 
We are using standard items of 
doors, windows and trim. In this 
way, we feel that we can give our 


customers a home at the lowest 
price possible under present con- 
ditions. We have found that our 
houses cost no more than the pre- 
fabricated homes that have been 
built in our city.” 


S. Lamar Forrest, president of 
the Forrest Lumber company of 
Lubbock, Tex., doesn’t think that 
what he and his company are doing 
is anything out of the ordinary. 
In fact, he says that it isn’t any- 
thing more than any dealer can 
do or is doing where there is both 
the demand and the ability to buy. 

Here is what Mr. Forrest has to 
say: 


“We are operating through 
builders, and our method on specu- 
lative building is that we have 
selected builders who are able to 
finance themselves. Our company 
gets the commitment, furnishes the 
plans, which we sell to the builder 
at our cost. We then sell the house 
for the builder and handle all the 
details incident to getting the loan 
and closing the transaction. 


“In addition to the above, we 
have had, this past year, two sub- 
divisions, one in the low price field 
and one in the medium price field. 
This has enabled us to furnish the 
lots for the builders and to keep 
them going steadily so as to effect 
all the economies of a continuous 
operation on the part of the 
builder. We do not finance the 
builder on any labor or materials. 
We also have a group of contractors 
who build to order for anyone who 
may want a tailor-made home. 

“We’re extremely careful in the 
selection of the builders we oper- 
ate with. We don’t hesitate to tell 
the builder to take his business 
somewhere else if we find that he 
isn’t giving the customer a square 
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deal. He also must be efficient 
enough in his operation to give 
sound values. Since we sell the 
houses ourselves, we see to it that 
the builders correct errors and de- 
ficiences that show up after the 
houses are occupied. 


“In the lower price bracket, a 
lot of the loans are FHA-GI com- 
pinations. In the medium priced 
bracket, which still runs under 
$10,000, we are using the combina- 
tion loans also, but a substantial 
portion of these are sold without 
any GI loan. 


“Up to now, we have not tried to 
get into luxury housing, because we 
felt that our first duty was to the 
lower and middle income groups. 
We are beginning, at this time, 
however, to think about getting 
into the higher priced field, at the 
same time keeping our lower priced 
program going.” 


Ray Ramsay, secretary-treasurer 
of the Consolidated Fuel and Lum- 
ber company, Ishpeming, Mich., 
feels that if the Government, in- 
stead of going into public housing, 
would investigate the diversion of 
basic materials, taking the pattern 
from the Canadian government and 
stop the exporting of some of the 
hard-to-get items, it would perform 
a much better service for its citi- 
zens. The company is helping to 
supply local housing requirement 
through the sale of suitable prefab- 
ricated units. 


In Torrington, Conn., the John 
C. Iffland Lumber company, in paid 
advertising space in their local 
newspapers, call attention to the 
large number of homes which are 
being built in their area. They 
say: 


“Permits have been issued, du- 
ring 1947, for between 200 and 300 
new homes, right here within the 
city limits—another 100 or more 
houses are going up in the imme- 
diate outskirts of the city, not re- 
quiring permits.” (This statement 
was issued October 7, 1947). “In- 
itiative and courage—these are the 
characteristics that have made 
America great. Folks everywhere 
are solving their individual prob- 
lems in their own democratic way 
—they are learning to help them- 
selves and help their communities. 
Surely, several hundred new homes, 
when completed, are going to help 
solve their housing problems, and 
the Iffland Lumber company - is 
working at top speed to have mate- 
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rials ready for Torrington’s new 
homes.”’ 


E. B. Mosier, advertising man- 
ager of the Iffland company says: 

“Folks that have been able to 
go ahead have been multiple, and 
these homes, when completed, are 
going to be the means of solving 
the housing shortage to a marked 
degree, as more rentals will be 
available. We certainly feel that 
we have done much in helping folks 
get homes compieted, though we 
haven’t supervised a housing pro- 
ject.” 


From its headquarters in 
Rochester, Mich., the Nowels Lum- 
ber and Coal company operates 
four yards in various parts of the 
state. R. W. Nowels, president of 
the company, says that they are 
helping their customers to homes— 
not fancy, high-priced, beyond the 
budget type—but cozy, livable, at- 
tractive Cape Cod type homes, 
which are 28x24 feet in outside 
dimensions, the lumber bill for 
which amounts to $1,231.75. Good 
response has come as a result of 
these efforts, especially from the 
lower middle income groups, for 
which this house is particularly 
suited. 


“Tt is our experience that many 
customers are able to build it them- 
selves and so keep their housing 
costs in line with a sound budget,” 
Martha Nowels, company advertis- 
ing manager says. “Our project 
for this winter is to work out com- 
plete building instructions for the 
Cape Cod house and for the In- 
dustry Engineered home, so that 
anyone can follow them and erect 
the complete house themselves. It 
is a project inspired by the direc- 
tions for the assembly and erection 
of a two bedroom house as devel- 
oped by Easy-Bild patterns. In 
fact, we also plan to pre-cut the 
framing lumber so that a man can 
put up a frame with just a ham- 
mer. 


Section °3 of Title 1 provides fi- 
nancing on houses that aren’t to- 
tally completed. We think that 
we have a bank that will provide 
such loans. If this is true, we'll 
start an extensive advertising cam- 
paign that will sell “Shell” houses.” 


Typical are the comments from 
dealers such as those received from 
L. M. Kimball, vice-president, Kim- 
ball and Prince Lumber company, 
Vineland, N. J. 


“There is much activity in the 
smaller type of homes—five rooms 


and bath, and so forth. No de- 
velopment has started as yet in the 
higher priced home construction. 
We are greatly interested in the 
Industry Engineered home. It 
should point the way to lowered 
building costs.” 


John Stapf, president of Bestco 
corporation, Harrisburg, Pa., is an- 
other of the many hundreds of deal- 
ers who are encouraging their cus- 
tomers to keep costs down by build- 
ing themselves. In addition to the 
actual construction of many homes 
for sale, Mr. Stapf places the com- 
plete services of his organization 
at the disposal of all mechanically 
inclined prospective builders. 

He says that many additional 
homes are built as a result, and 
many families find it possible to 
have a home who could not other- 
wise afford it. 


J. E. Paterson, president, J. E. 
Paterson Lumber company, Inc., 
Mobile, Ala.: 

“We are selling complete house 
bills, offering a complete building 
service, assisting in the financing. 
We have been doing this for a long 
time.” 


William H. Troup, president of 
H. H. Troup and company, Kanka- 
kee, Ill., advises that his town is 
one of the busiest in the state, that 
they are helping their customers 
with their planning, and have sold 
fabricated units, and also the Town 
and Country cottage, which an 
average person can assemble him- 
self. 


‘Nancy Wakeman, Bartlett and 
company, of Binghamton, N. Y. 
says: 

“We are working as hard as we 
know how to locate doors, windows, 
lumber for trim, framing stock, 
and the thousand and one other 
items which make up the house. By 
and large, a good many of the 
houses going up in the vicinity are 
built in the greater part by the 
owners themselves. 


“There are many houses going 
up in and around Binghamton, and 
we think it’s safe to say that the 
large majority of the builders are 
people who would definitely not be 
interested in public housing pro- 
grams.” 


L. W. Pierson, assistant treas- 
urer of the C. S. Ferry and Son, 
Inc., Pittsfield, Mass.: 

“We are still short of important 
articles such as doors and windows 
and frames. Notwithstanding this 

(Continued on Page 112) 
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(Special report analyzing light construction prospects in 1948 as seen by government officials) 


By ROBERT Y. KERR 


FEDERAL OFFICIALS in the national capital ex- 


pect 1948 to be a big construction year; one of the 
biggest of all time. They do hedge more or less. 
J. Marshall Mayes of the Department of Commerce 
says: “There. are ten imponderables for every one 
established fact.’ Even so, he thinks the estimate 
of record construction is justified. He and other gov- 
ernment men are frank about mentioning the factors 
that could change the situation; merely because 
business ought to know and to guard against them 
so far as that is possible. 


NEW CONSTRUCTION IN 1948 will probably 


reach $15.2 billions, which would be a gain of about 
20 percent over the 1947 dollar figure. These are 
joint estimates by the Departments of Commerce 
and Labor. About three-fourths of this construction 
will be privately financed. Private residential build- 
ing, not including farm houses, will probably reach 
$6 billions, an increase of about 25 percent over the 
1947 figures. Experts in this industry, it should be 
said, don't put their estimates that high; though most 
of them think there will be an increase over this 
year's level. One decline, named in their predic- 
tions both by government and by industry econo- 
mists, is in industrial building. 


IMPONDERABLES that the Federal men think 


should be watched are these: scarcity of mortgage 
money, especially for GI homes, has shown up in 
about a quarter of the cities of this country. It's 
due in part to rising interest rates, in part to the fact 
that lenders feel there’s an unsound risk in high- 
coverage housing loans at the present high con- 
struction cost level. This is the case, as they see it, 
despite guaranteed mortgage loans. A relatively 
small slide in market values might well cause nomi- 
nal owners, with little real equity in their homes, to 
abandon ownership. This could be serious for the 
entire real estate field. Hence the possibility of less 
easy financing, which could cause the private resi- 
dential construction figures to decline. 


MORE WAGE INCREASES are likely. This in- 


crease is quite sure to appear in the fields of lumber 
and building materials production, to be reflected 
at once in materials prices. But there’s a probable 
offset. Despite contrary charges, the efficiency of la- 
bor is increasing and this is especially true of build- 
ing labor. Many individual exceptions, but in- 
creased efficiency is the general rule. This efficiency 
may balance the higher wages. 
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GENERAL INVENTORIES in the industry as q 


whole are supposed to be about eight billion feet, 
as compared with the eighteen billion feet before 
the war. But the industry plans not to accumulate 
reserves of more than about ten billion feet. Ken- 
neth Boardman, of the Department of Commerce, 
who prepares the Industry Report on Lumber for the 
Department, thinks there may be difficulty in keep- 
ing annual production at the 1947 level of thirty-six 
and a half billion feet. There’s been steady cutting 
of accessible timber. Also, recent increases in pro- 
duction are credited largely to so-called small mills. 
concerns that usually have but limited supplies of 
standing timber. The record of 92,000 new residence 
unit starts, in each of September and October, put 
a heavy strain upon available supplies of lumber 
and all other lines of building materials. And if the 
Department is right about the increase of residence 
construction in 1948, this strain will be heavier. 
Prices may be higher. 





DOMESTIC BUSINESS is more and more affected 


by foreign affairs. There's some feeling in Washing- 
ton that Uncle Joe Stalin may have let loose some 
evil spirits that he can’t control and that may have 
turned on him. Could be. After mentioning these 
and other imponderables, and after saying that “the 
crystal ball is somewhat clouded,” the Federal men 
stick to their earlier position; that unless some for- 
eign or native bonehead throws a brick through the 
economic window, the country is due for a record 
volume of construction in 1948. 





LEGAL CONTROLS are again being considered to 


check the inflationary tide. The Republican Con- 
gress is in the main opposed to the idea; only a few 
weeks ago experienced newsmen, covering the Hill, 
said the only items that Congress would sanction 
would be the extension of regulative powers over 
exports and perhaps the renewal of controls over 
deferred-payment sales. However, the Associated 
Press sends out a story beginning: “Don't be sur- 
prised if Congress early next year enacts a modified 
price control bill."". The story quotes an unnamed 
Republican Congressman as saying: “.. . the people 
are beginning to want something besides blame- 
placing.” No plan of action has been fixed up, as 
yet, but the talk is of “limited control on essential 
commodities.’’ In even a short list of items that may 
be put under control, it's usual for housing and 
building materials to be included. 
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Check List 


For Retail Management 


100 policies and techniques which have meant bet- 


ter profits for dealers: 


1. In the Area of Administration 





There are three ways for a busi- 
ness to increase profits: (a) More 
Profitable Selling Prices, (b) In- 
creased Sales Volume, (c) Lowered 
Costs.—Is your company capitaliz- 
ing on these techniques for in- 
creased profit? 





Conservative expansion requires 
the predetermination of fixed sales 
and profit quotas.—Have the exec- 
utives of my company analyzed 
the relationship of our capacity to 
our. market potential,. and deter- 
mined the degree of expansion we 
should attempt from year to year? 





Building material retailers should 
earn 10 percent net profit on an 
adequate annual sales volume.—Is 
my company’s pricing policy set 
up to yield a 10 percent net profit 
on total sales? 





Retail profits should be based on a 
varied markup on a multiplicity of 
items, not on a fixed markup of 
all items. Modern retail building 
material pricing should be based 
on the service which accompanies 
the sale-——Do we apply the princi- 
ple of charging what the product 
or service justifies, varying the 
markup accordingly? 





Maximum net profits in an opera- 
tion are based on executive ability 
to forecast sales volume, expense 
totals, inventory levels, capital re- 
quirements, etc., for several months 
to a year ahead.—Does my com- 
pany project its sales and profits 
into the future and plan accord- 
ingly? 





Does my company segregate our 
share of the market for various 
building packages and set up a 
departmentalized sales volume goal 
for each year coupled with net 
profit estimates based on con- 
trolled expense? 

Does my company project its de- 
partmentalized expenses (selling, 
administration, operating and over- 
head) for the coming year so that 
those responsible for expenditures 
know their limits? 














*Score yourself—See Page 97. 
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Yes 





No 








Ah 


IN A SERIES OF MANAGEMENT 
ARTICLES FOR EXECUTIVE 
PERSONNEL OF RETAIL BUILD- 
ING PRODUCTS COMPANIES 











| Yes No 





Budgeting control means keeping 
a pre-determined balance between 
sales, expenses and net profits.— 
Does my company check monthly 
to see whether adequate gross mar- 
gins are being obtained and take 
the necessary corrective measures 
when they do not measure up to 
the forecasts? 





An important road to increased 
net profits is lowered costs.—Have 
we analyzed each classification of 
expense (and compared notes with 
others) to determine important 
savings that could be had which 
would not handicap sales? 





Does my company have an account- 
ing structure which will give us 
a true picture of costs at all times? 














Il. In the Area of Plant, Shop, Yard 


and Store Operations. 


— | 





Do we have less than 30 percent 
of our capital in plant and real 
estate? 





Does our plant spell welcome and 
hospitality to consumer traffic— 
especially the woman customer? 





Do we have power tools available 
for use by our employees and cus- 
tomers ? 





Are we making every foot of office 
and storage space justify the in- 
vestment? Are we making some 
use of any idle space that could be 
used constructively? 





Are our trucks and delivery equip- 
ment modern? Do they justify 
their book value and operating 
cost? 





Do we have a modern communicat- 
ing system for office, yard and 
shop? 





Do we 
handling equipment that would 
lower our costs? 


have modern materials 





Do we have a policy of yard fabri- 
cation of garages, small buildings, 
farm construction items, wall, floor 
and roof sections, pre-cut lumber 
or other items that would lower 
cost of on-site construction ? 























Idle equipment eats up profits.— 
Is our company’s equipment in use 
an adequate percentage of the 
time? 





Do our company’s buildings reflect 
the quality materials, the good 
architecture and the sound con- 
struction we are trying to sell our 
community ? 


Yes 











No 





lll. In the Area of Purchasing 





Is our basic purchasing policy to 
stock and sell everything the con- 
sumer wants from the light con- 
struction industry that can be sold 
at a profit in our operation? 





Nationally advertised and trade- 
marked merchandise is easiest to 
sell—Do we seek manufacturers 
franchises that will give us 
branded merchandise to ‘sell? 





‘Do we buy through channels — 
wholesale or direct—that will give 
us the lowest operating costs and 
best percentage of net profit? 





Do we seek merchandise that will 
bring consumer traffic to our 
store, especially women customers ? 





Do we aim to provide all materials 
and equipment that can be sold 
to the farm construction market 
at a profit? 





Have we taken advantage of the 
growing demand for brick and 
clay products by providing such 
merchandise for our customers? 





Demand for laminated wood prod- 
ucts is growing. Are we seeking 
the franchise of manufacturers 
that provide such lines? 





If we are not prefabricating farm 
and miscellaneous structures our- 
selves, have we sought the fran- 
chise of prefabricators who offer 
products marketable at a_ profit 
through retail lumber and building 
products establishments? 





There are 30,000 parts to a house. 
—Are we buying and selling every 
item that goes into a house that 
can be marketed at a profit? 





The kinds of materials carried in 
inventory affect profits in three 
ways: (a) The Gross Profit Mar- 
gin, (b) The Sales Volume, and 
(c) The Turnover.—Does my com- 
pany have the right materials and 
right, quantities in stock to secure 
the best gross margin, maximum 
volume, and profitable turnover? 





IV. In the Area of Sales Operations 





Has my company a detailed knowl- 
edge of its reasonable sales poten- 
tialities in the new home, structural 
improvement and farm market? 
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Are plans made for my company to 
fully capitalize our potentialities 
in all light construction markets 
when adequate material suppliers 
are available? 


Yes 





There are six ways to increase 
sales volume: (a) Increased Sales 
Promotion, (b) Increased Selling 
Manpower, (c) a Wider Line of 
Products, (d) Increased Efficiency 
of Present Sales Organization, (e) 
Increased Use of Deferred Pay- 
ment Financing in Selling, (f) In- 
creased Trading Area.—Is my com- 
pany charting plans to take ad- 
vantage of each of these avenues 
of increased opportunity? 





Are our sales people trained to 
sell related items, to build sales 
higher, wider and thicker, and to 
make a family tree out of each 
individual sale by making it lead 
to four more? 





Are we adequately equipping our 
salesmen with the selling tools 
and equipment to do a bang-up 
selling job? 





Are we fully prepared to capitalize 
the market for industrial uses of 
the materials we stock and sell? 





Do we provide special incentives 
to our employees for making con- 
sumer sales and new customers? 





Do we plan to push cash (over the 
counter) sales up to 30 percent of 
our gross volume? 





Experience has proved that deal- 
ers can operate one outside sales- 
man effectively for each five non- 
selling employes. Do we have a 
sufficient number of outside sales- 
men on this basis? 





With the present shortage of 
building mechanics, many property 
owners and home seekers are using 
build -it- yourself plans. Is my 
company developing sales in this 
growing market? 





V. In the Area of Advertising 


and Promotion. 





Do we spend 1% percent or more 
of our gross retail sales on adver- 
tising and sales promotion? 





Are we using newspaper space on 
a regular schedule to direct con- 
sumer traffic to us first? 





Are we making constructive use 
of manufacturer’s and wholesaler’s 
promotional helps in soliciting our 
primary markets, (a) home build- 
ing, (b) structural improvements, 
and (c) farm building? 





Many items of home improvement 
merchandise will be bought “on 
impulse” by men and women shop- 
ping at the dealer’s office if they 
are properly displayed.—Have we 
used part of our office space to 
install a profitable selection of 
these impulse merchandise items 
which can be purchased by our 
customers? 
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Jackson, Miss. 
Cleveland, S..C. 
Dumas, Ark. 
| Fairfax, S.C. 
Steelwood, Ala. 
Walterboro, S. C. 
Tabor City, N.C. 
Aberdeen, N. C. 
Bellingham, Wash. 













Associated Mills 
throughout the 
South and on the 
Pacific Coast 
Wholesale 
Distributing 

"| Warehouses in 

| Philadelphia 

} and Boston. 

















OFFICES 
PNT EAUES 
New York 
Houston 
melaaelive 
Havana 
















San Juan 





London 
Belfast 
Cairo 
Capetown 








Johannesburg 







PRODUCTS 


4 Southern and 
Appalachian 
| Hardwoods 

Rimueamante 









Cypress 

Pacific Coast 

} Woods 

Douglas Fir and 
Flach ozereye! 
Plywood 
Veneers 











Flooring 
Doors 

H Lumber 
1 Timbers 
1 Poles 
Piling 
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The number of families in-a trad- 
ing area indicates the number of 
standing residential structures, 90 
percent of which are more than 
ten years old; all of which need 
some improvement that the build- 
ing industry has to sell—Has my 
company a scientific promotional 
plan to take full advantage of this 
great market? 





Does my company have a continu- 
ous program of exterior and inte- 
rior property surveying as a basis 
for sales development? 





Fifty-five percent of all structural 
improvement possibilities are in 
the interior of structures. These 
packages can be sold and con- 
structed (even more advantageous- 
ly) all winter long—Is my com- 
pany emphasizing interior im- 
provements during the cold months 
of the year and exterior during 
the warmer months, thus achiev- 
ing a balanced sales production? 





‘Related materials and items should 

be displayed and sold together.— 
Does my company show and sell 
paint with lumber, builders’ hard- 
ware with millwork, weatherstrip- 
ping and winter windows with in- 
sulation, etc.? 





Is my company’s telephone number 
prominently displayed before the 
public in every economic manner? 
Have we developed a technique of 
“selling by telephone”? 





Does my company have a basic 
plan for making home purchasing 
easy and attractive to local fami- 
lies and have we acquainted the 
public with this plan? 





Yes 





Vi. In the Area of Credits and Collections 





Through superior collection efforts 
are we holding our accounts re- 
ceivable to not more than 45 days 
sales? 





Have I made a connection with an 
installment sales financing company 
which has installed a convenient 
payment selling system and trained 
our employees in installment sell- 
ing? 





Is our company hooked up with 
new home financing sources which 
are fully cooperative and which as- 
sure us a reasonable flow of mort- 
gage money in the coming year? 





With existing financing facilities, 
nearly any retail building material 
company can have a major ex- 
pansion of its sales without addi- 
tional capital—Is my company 
fully aware of this opportunity, 
and are we taking steps to capi- 
talize on it? 





In past years, dealers have charged 
off millions of dollars in uncollect- 
able contractor accounts receivable. 
Yet, all logic indicates that the 
dealer has every economic right to 
control the flow of money.—Has 
my company stopped permitting 
the consumers and financing agen- 
cies to pay the contractor while we 
wait for him to decide when he 
should pay for our materials? 
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Yes No 


There is no better way to build 
a fence around the prospect and 
secure complete control of the sale 
than to obtain the largest possible 
down-payment (to cover prelimi- 
nary expenses) at the start of every 
consumer sale——Do we establish 
this as an automatic policy in our 
company’s sales? 





Two-thirds of the collection prob- 
lem on any sale is solved in ad- 
vance if a complete understanding 
is had as to the time and manner 
in which the payments will be 
made.—Are our salesmen trained 
to have such an understanding with 
the customer every time they make 
a sale? 





Any consumer purchase item today 
that runs in price from $50.00 up 
is being freely sold on monthly 
payment terms. The percentage 
of volume of installment sales in in- 
dustries other than building run 
as high as 85 percent (pianos). 
The building industry has over 60 
important packages that sell for 
$50.00 or more.—Do our salesmen 
generally quote the monthly pay- 
ment price first on such sales? 





It is now comparatively easy to 
have an installment financing plan 
available, but it is another thing 
to get it used to a maximum degree 
to help create profitable sales.— 
Has my company made sure not 
only that we have adequate financ- 
ing for all types of consumer sales, 
but also that the financing is being 
used to create sales for us? 





New homes, roofs and insulation 
jobs have been widely sold on an 
installment basis, but farm sales, 
home remodeling and commercial 
improvements are, as yet, not so 
commonly sold on this basis.—Is 
my company taking. advantage of 
sales financing in these very prof- 
itable markets? 








Vil. In the Area of Personnel Relations 





Is training a continuous process 
throughout our organization, with 
a regular schedule of employee 
meetings? 





Do we take advantage of manu- 
facturers and wholesalers person- 
nel and training materials in our 
employee training programs? 





Do we have suggestion systems and 
consult with our employees fre- { 
quently within their capacity to 
make contributions ? 





Do we have bonus, contests, prizes 
or other incentives to better sales 
performance or cost reduction? 





Efficient operation in any business 
requires a clear understanding of 
individual responsibilities and a 
smooth coordination between all 
employees.—Have we prepared a 
thorough job analysis and speci- 
fication of individual duties and 











responsibilities ? 
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Fad ugelina is 


\!+ Bor the 60th Year <!- . . 
on Fue ey 
Mery Oh Growing Tomorrow's Saw Logs 


from the 
"Sudden Service" For many years Angelina has been practicing selec- 
Folks in Texas tive cutting of its timber on a cyclical basis—har- 













QUE vesting annually only the equivalent of the year’s 
re-growth. Hence, Angelina, with continued scien- 
tific tree-farming, expects to provide a perpetual 
supply of its famous Texas-grown Southern Yellow 
Pine. 


ANGELINA COUNTY LUMBER COMPANY 


Keltys, Texas 


Behind the Angelina Mill is the Angelina Tree Farm — Growing Tomorrow's Saw Logs 








J. NEILS LUMBER CO. 


KLICKITAT, WASHINGTON © LIBBY, MONTANA 
\ 





BUILDING Propucts MERCHANDISER 











Many a misfit employee is kept on 
the payroll through sentimentality 
when the greater kindness would 
be to let him go to seek more 
fruitful opportunities—Have we 
weeded out the drones and any mis- 
fits who should be released? 





Every employee should justify his 
income through selling at every 
opportunity— Are our bookkeep- 
ers, yard men, truck drivers 
and other “non-selling” employees 
aware of their responsibility in 
developing prospects and sales? 





A company’s personnel represents 
the company in every customer 
contact.—Do our empleyees main- 
tain the attitude and speak the 
language of service as it should 
be spoken? 





The key to successful sales per- 
formance is a successful compen- 
_ sation plan.—Has my company a 
well balanced compensation plan? 
Does it contain the proper incen- 
tives to maximum effort, and is it 
fair both to the company and the 
salesman? 





Building industry salesmen, to be 
efficient, must have many kinds of 
knowledge not required in other 
fields of selling.—Does my com- 
pany recognize this principle and 
have a definite program of sales 
training ? 











Vill. In the Area of Relations with 


the Building Trades 





Have we fixed up special headquar- 
ters facilities for a loyal group of 
cooperating cooperatives and 
equipped it with power tools, 
rental items, etc. that they can 
use? 





Have we developed expert appli- 
cators and specialty crews for each 
type of package job we merchan- 
dise? 





In building industry selling, it is 
vitally important to quote the com- 
plete package price, including all 
cdsts, quickly—Does my company 
have pre-checked labor prices on 
file for the more simple type of 
job, and do we have selected con- 
tractors who realize the impor- 
tance of getting prices to us quick- 
ly on the more involved jobs? 





The contractor is very loyal to a 
dealer who convinces him that he 
really has the contractor’s interest 
at heart.—Does our company dem- 
onstrate to our contractors that 
we can make sales for them in 
larger volume than they can make 
for themselves, at better prices 
than they can secure for their own 
services, and save their time by 
doing so while they are working? 





The mark of a dealer’s efficiency 
is the number of contractors who 
bring their prospects in to the 
dealer for his salesmen to sell and 
close.—Do we secure this kind of 
cooperation from our contractors? 
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A greater net income is the most 
effective appeal to secure the co- 
operation of the local building in- 
dustry factors who are necessary 
to produce construction jobs.—Are 
we in a position to show local con- 
tractors, architects, building me- 
chanics and other building industry 
factors in our market that it is to 
their pocketbook interest to center 
consumer sales activities at our 
headquarters ? 





In highly competitive markets it 
is still possible to secure contractor 
trade at profitable prices if a deal- 
er will enforce the leverage of cre- 
ated consumer business.—Does my 
company make every dollar of con- 
sumer package sale bring two dol- 
lars in profitable contractor-gener- 
ated business from the contractors 
who construct the package sales 
sold by the company salesmen? 





Do we arrange construction loans 
for our contractors and handle col- 
lections and payments for contrac- ~ 
tors? 





Do we rotate fairly to our cooper- 
ating contractors the jobs we sell 
for them? 





Are we keeping local mechanics 
busy on jobs sold to the consumer 
by our company, and do contractors 
look to us to dig up jobs for them? 





IX. In the Area of Public 


Relations 





As a heavy tax payer a dealer is 
entitled to share in the business 
placed by governmental purchas- 
ing agents—Has my company 
passed up this business as unprof- 
itable or have we organized a defi- 
nite plan to secure this volume for 
our company at a net profit? 





Important business often over- 
looked is that gained on a re- 
ciprocal basis—Has my company 
ever analyzed the purchasing pow- 
er of the people from whom we 
and our employees purchase the 
necessities of business and life with 
the idea of securing their patron- 
age for our company? 





The interior of an office is certain 
to attract or repel consumer trade. 
—Would my wife agree that my 
company’s office is inviting to the 
feminine half of the family which 
controls 85 percent of the consum- 
er purchases? 





A consumer’s buying actions are 
often determined by the impres- 
sion received during the first min- 
ute or two of personal contact with 
a company representative.—Have 
we assured that our customers shall 
be favorably impressed with the 
courtesy, efficiency and_ sincere 
service attitude of our people? 
Do our personnel and plant say 
“Welcome” clearly and unquestion- 
ably ? 


(Continued on Page 95) 
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Lumber Yard at Angier, North Carolina. Also Yards at Colquitt, Georgia, and Sanford, North Carolina 


BABCOCK LUMBER COMPANY 


Frick Building Pittsburgh, Pa. ATLantic 5370 


YELLOW PINE Selling the Products of Our Own and WEST COAST PRODUCTS 
DIMENSION sip PONDEROSA PINE © 
APPALACHIAN & SOUTHERN 
alia HARDWOODS DOUGLAS FIR 

















REDUCE 
Your 
Hauling 
Costs 





Protected by Patent No. 2,317,784 


Speed your lumber and log hauling and reduce handling costs with “Lewisteel” tractor 
trailers. Both the hand operated and power operated models operate on a patented prin- 
ciple of lifting the entire load clear of the ground. The power operated models operate 
on the power takeoff of any tractor and enable the tractor driver to load and unload without 
leaving his seat. 


H. 1. LEWIS 
STEEL WORKS 
WRENS, GEORGIA 








Protected by Patent No. 2.317.784 
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* Denrsonal 


Check List 





IN A SERIES OF LESSONS FOR 
CONSUMER SALESMEN OF LUM. 


BER AND BUILDING PRODUCTS 











For the Salesman 


100 questions which should be answered in the affirma- 
tive to get maximum results in selling Lumber and Build- 


ing Products to Consumers. 


1. In the Area of Qualifications 





Do I love home and farm life and 
think the shelter industry is the 
best business in the world? 





Can ry make a rough. sketch of a 
building ? 





Am I quick at simple methematics ? 





Have I a good sense of cost and 
profit? 





Have I: good taste and color sense 
in architecture and decoration? 





Can I work with and master de- 
tail? 





Am I a logical thinker with plenty 
of common sense? 





Can I talk on my feet before a 
group? 





Am I a real property specialist, 
knowing values and how to im- 
prove them? 





Shower, shave, shine and shirt 
(clean) every morning? 


Yes 


No 





Il. In the Area of Attitude 





Do I know where I am going, the 
price I will have to pay, and am I 
willing to pay the price? 





Am I self-starter with vigorous 
drive and keen enthusiasm? 





Do I want to make more money 
every year of my working life? 





Do I talk with tact, courtesy, en- 
thusiasm and conviction? 





Do I believe my sales story and 
tell it with honesty and sincerity? 





Do I maintain a service attitude 
and act as a “purchasing agent 
for the consumer”? 





Am I satisfied that I am working 
for the best company in town and 
am I completely loyal to my boss? 





Do I spring to attention when a 
customer enters the store? 








*Grade Your Own Efficiency. See Page 100. 
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consumer will lose by not buying? 


Yes No 








Am I as friendly, enthusiastic and 
Service-attituded over the phone 
as in personal contact? 





Do I make every effort to be per- 
suasive, persistent and modest? | 





ll. In the Area of Personality 





Do I really like people and want 
to make lots of friends? 





Do I know how to “win friends and 
influence people”? 





Do I know how to sell confidence 
in myself and my company? 





Do I have a smile in my voice and 
my eyes when talking with pros- 
pects and customers? 





Do I know how to stress the other 
fellow’s importance and make him 
think the idea is his? 





Am I steadily enlarging my circle 
of friends and boosters? 





Do I know how to keep my temper 
and avoid an argumentative at- 
titude? 





Have I learned how to maintain my 
enthusiasm after a run of bad 
luck in closing? 





Do I radiate good health, good 
nature, intelligence, dynamic en- 
ergy so that people enjoy doing 
business with me? 





Do I bring to my job: Personality- 
Purpose; Energy, Resourcefulness; 
Sincerity; Orderly habits; Nerve; 
Adaptability; Loyalty; Imagina- 
tion; Tenacity, and the You atti- 











tude? 





IV. In the Area of Knowledge 





Do I know the essential technical | 
information about the products I 
have to sell?—-or where to find 
what I don’t know? 





Have I made a list of and mem- 
orized the consumer benefits and 
advantages in the consumer serv- 
ice package I have to sell? 





Do I know how to explain our prod- 
ucts in consumer language instead 
of unintelligible technical terms? 





Do I know how to tell what the 
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PULLMAN 
ROCHESTER 
NY USA. 


FOR LOWER COSTS 
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--e- AND BETTER CONSTRUCTION 


@ To meet 1948 demand for residential hous- 
ing, construction must be sound, must offer 
most-house-for-least-money. 

One sure way to save man-hours of labor 
and improve quality of construction is 
through use of modern pre-fit window sash- 


and-frame units. 


Among the best of such window units are 
those, built by most leading millwork manufac- 
turers, incorporating Pullman Sash Balances. 
The Pullman balance offers true counterbal- 
ancing. It is a compact, space-saving unit, 
built to quality standards, guaranteed to serve 
for the life of the building into which it is 
installed. Pullman Manufacturing Corp., 


Rochester, New York. 
























































A NEW STRONGER TARP 
WITH NEW 


YOUR CUSTOMER GETS 
HIS NAME ON IT! 


Here’s a walloping new sales 
appeal that’s never been offered 
before in tarps — every customer 
can get his name and address on 
his new triple-strength Fulton, and 
it's no trouble or cost to you. 


Every Fulton you sell becomes a 
traveling advertisement for your 
store, because every Fulton is 
immediately identified by the 
bright colored reinforcements that 
give triple strength and longer 
wear. The “name-on-your-tarp” 
idea, not only has a new personal 
sales appeal, but has extra value 
in protection against loss or theft. 


FREE ADVERTISING HELPS 


Write today for full details on this 
new merchandising plan which 
includes free advertising for dealers. 
Get the profitable dealership in your 
community for Fulton Tarps—there’s 
a size for every use, a thousand uses 
for every size. 


FULTON BAG & COTTON MILLS 


Munufactwrers Since 1870 


New Orleans St. Louis Dallas Kansas City, Kans 
Denver Atlanta Minneapolis New York 














Do I know how to use a buyers 
“vard stick” and check off item 
by item every reason he should 
buy? 





Am I familiar with the objections 
consumers will raise to buying 
what I have to sell and how to meet 
and answer them? 





Do I know how to demonstrate the 
advantages of each product? 





Do I know how to estimate the la- 
bor cost for the installation or fab- 
rication of the items I have to 
sell? 





Do I know how to build and quote 
monthly payment prices? 





Am I able to maintain my selling 
price against cut-price competition 
in a high majority of my sales op- 
portunities? 





V. In the Area of Organization 





Have I set a quota on my sales 
production month by month? 





Do I have a complete file of man- 
ufacturer’s sales literature on the 
branded products I have to sell? 





Do I have ample samples and do 
I maintain them in good condition? 





Do I have ready-to-hand estimat- 
ing and price books so that I can 
arrive at selling prices quickly and 
accurately ? 





Do I keep familiar with my com- 
pany’s advertising and key my 
sales work to it? 





Have I accumulated a long list of 
satisfied customers for all. kinds of 
products that I can use for ref- 
erences covering every type of 
sale? 





Do I maintain a complete file of 
manufacturer’s engineering data 
sheets covering application details 
of the products I sell? 





Do I maintain a portfolio of be- 
fore and after pictures and illus- 
trations of various types of jobs 
my company has supplied? 





Do I make certain that my cus- 
tomers and prospects are contacted 
at least twice a year by mail? 





Do I analyze every lost sale, de- 
termine the cause and fortify my- 
self against a repetition of my 
fault of omission or commission. 

















Vi. In the Area of 





Do I get started early every morn- 
ing in a cheerful optimistic mood? 





Do I plan to spend a maximum 
number of hours each day with 
prospects who are qualified to buy 





Do I allocate six hours per week 
to study? 





Do I handle my paper work in 
hours I can’t be with prospects? 





Do I spend two or three evenings 
per week on family calls when I 
can get husband and wife together ? 





Do I take minimum time for lunch 
unless with a customer? 





Do I average eight hours rest and 
sleep per night? 





Do I plan my work week by week 
and hour by hour? 





Do I maintain a call-back calendar 
to assure that I will be present 
again when I should be? 





Have I a plan to segregate and 
eliminate any wasted time? 





Vil. In the Area of Markets 





Is my work thoroughly organized 
to take full advantage of the po- 
tentialities in the new home mar- 
ket? 





Do I have an idea how many homes 
I will sell next year? 





Can I explain why home ownership 
is better than renting and prove it 
with charts? 





Am I organized to sell remodeling, 
re-roofing, siding, flooring, insu- 
lation, paint, weatherstripping, etc. 
on an applied specialty basis? 





Do I know the 60 packages of home 
improvement service I can sell 
for $100 or more each? 





Do I know how to sell the tremen- 
dous economic advantages to own- 
ers in utilizing wasted space in 
attics, basements, etc.? 





Have I surveyed the stores in my 
territory for modernization possi- 
bilities, exterior and interior, and 
recorded the prospects for sales de- 
velopment? 





Have I surveyed the farms in my 
territory and built an Over the 
Years Plan for needed buildings? 





Do I have a planned program to 
sell every farm owner, with a map 
showing needed buildings and re- 
pairs? 





There are over 30,000 parts in a 
home and more than 2,000 items 
offered for sale by lumber and 
building products dealers. Do I 
carry a catalogue list of the im- 
pulse and miscellaneous merchan- 
dise my company has to sell so 
that I can quickly tell my custom- 
ers what we have to offer and the 
price? 




















our products? (Continued on Page 97) 
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S we approach the 1947 Christmas Season and 
prepare to turn the calendar into 1948, all of us here in 
Winston-Salem sincerely wish all of you, everywhere, the 
Very Merriest Christmas in its true sense—and send along 
our heartiest wishes to you for the very best of every- 
thing during 1948 and the years to come. 


L. N. BAGNAL | 


ASSOCIATES 
C. C. Johnson Rich Bagnal 
Luke Bagnal Alice Baynes 
Julia Ann McCollum 


P. O. BOX 2896 
WINSTON-SALEM 1, N. C. 


FRICK SAWMILLS | 


Cut the most accurate lumber and do it most rapidly, be- 
cause they are precision machines. Timkin and Hyatt roller 
bearings, adjustable carriage trucks without end play, set 
works accurate to 1/32”, cut steel adjustable rack bars, and 
similar features make Frick Sawmills the choice alike of saw- 
yers and owners who want the utmost in quality and quantity 
of output. Three generations of experience built into them; 
many thousands in use. Ask for your copy of Catalog 75. 
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FLOORING KNOWN FOR QUALITY 
from Wane to California 


_ Rlsda | For over 34 years Diamond Hard Maple, Birch and © Beech & Birch 

of Service to Ds Beech floorings have been delivering utmost in sat- S Industrial 

the Buying isfaction to dealers, contractors and users from coast oe ——— 
wre. to coast. Diamond Hard is dependable in quality, 


well-manufactured, reliably graded. 








a Specialty 


Make Diamond Hard your choice for customer 
satisfaction. 


J.W. WELLS LUMBER COMPANY 


Menominee, Michigan 
ZT 


MSWATERSREPELLENT//// 
WOOD PRESERVATIVE), 
Meigs sila, tf 
\SURFACE SEALER// 


A 
PERMATOX WR saves working time and simplifies 


treating operations because it does a complete job with a single appli- 
cation: — 





(1) As a water repellent, it controls dimensional changes, such as 
swelling, shrinking, warping, end-checking or grain-raising. 


CHAPM! (2) As a wood preservative, it is effective against decay, dry-rot, 
mildew, mold and termite attack. 


(3) As a surface sealer, it serves as a primer, and provides a clean, 
smooth Saas for the application of fillers, paint, varnish aon other 
coatings. 


P R @) D U Cc T S PERMATOX WR is a “must” for insuring maximum service and econ- 
omy in the use of wood construction materials. 


Millwork, Plywood, Veneer, 
and many dry wood products. 


i shi aaciatil CHAPMAN CHEMICAL COMPANY _ 


333 North Michigan Ave., Dept. A, Chicago I, Ill. 


PERMATOX * DOWICIDES ° ‘‘PENTA’’ PRESERVATIVE 








New York Los Angeles Portland Spokane Chicago New Orleans Houston Memphis Charlotte Denver 
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NEWS ABOUT YOU: Lots of dealers miss out 
on free publicity because they swamp their local 
papers with items of no real news value. Either that, 
or they sit back and wait for news to break. 

There is only one sure way to get free publicity 
regularly. First, create your own news; then—if it’s 
a big story—have a friendly chat with you local edi- 
tor and sell him on the idea that your feature is of 
special news.interest to his readers. 

For example, have you ever thought of preparing 
a full page picture-and-caption story, showing some 
of the many attractive home improvements people 
can actually make in your town, despite material 
shortages? 

It’s a swell idea. And a much-needed public serv- 
ice, too! So few people know—even yet—how much 
they can do today to improve their homes out of 
income. Another idea of particular interest right 
now is a pictorial feature on Do-It-Yourself Jobs. 
With living and labor costs increasing so fast, an 
editorial feature of this type should have special 
appeal for families in all income brackets. 





WHERE THERE’S MONEY, there’s a sale—if you go 
after it the right way! The way to appeal to the farm 
market is straight from the shoulder. Never beat around 
the bush and talk in loose generalities. Whenever you 
advertise to farmers, make your copy short, make it fac- 
tual, make it direct. 

And leave the corn-fed humor to your competitors. Too 
many advertisers make the mistake of ringing in head- 
lines and copy written in farmery dialect that talks down 
to the farmer. Result: No Sale! 





“KEEP ’EM COMING!” You’ve made a sale, and 
the customer’s satisfied. But will he stay satisfied— 
or will he shift his account to a new yard six months 
from now? 

A lot depends not only on the materials them- 
selves, but on proper maintenance! One of the best 
ways to keep your customers sold and keep them 
‘coming back is to make sure when they walk out of 
your yard they understand how to take care of the 
materials they’ve just purchased. 

If a soap and water scrubbing does a better job 
of cleaning your wallboard than a once-over-lightly 
with a damp rag, make sure your customers know 
that. On the other hand, if the faster, easier clean- 
ing method works just as well, be careful to point 
that out and your customers will remember you with 
gratitude . . . come back for more pointers, and more 
_ supplies. 





FASTER TURN-OVER: There are lots of fine new mate- 
rials—glass brick, for example—that are hard to move 
because they are new or because people regard them as 
“shortage substitutes” for more conventional materials. 

To gain faster product acceptance, try specifying these 


" By Norm Advertising, Inc. 


New York, N. Y. 
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newer materials for store and office modernization jobs 
first. Stores are a lot more receptive to pioneering new 
developments than Mr. and Mrs. Home-Maker. Stores and 
office buildings also afford better locations in which to 
display new materials and. educate the general public to 
their use. You'll find this well worth a try. 





SMART GIVE-AWAY: Looking for something 
unusual in the way of a gift and good-will builder? 
Here’s an idea—and it doesn’t cost as much as you 
think! (More about this later.) 

To each newlywed couple, send a gift subscrip- 
tion to one of the better home and decorating maga- 
zines. Along with your subscription, send a letter 
of greeting from your yard. And in your letter, sug- 
gest that the bride start a scrap book or clipping 
file of pictures and articles of special interest. Then 
when she does get ready to build or remodel you 
can help her incorporate these pet ideas into her plans. 

Several months later, follow up your letter of greet- 
ing with another letter—inviting Mr. and Mrs. Newly- 
wed to drop in for a friendly chat to learn how they 
can start planning that dream home or improvements 
out of income now. 

Don’t let the cost of gift subscriptions scare you. 
Most publishers will give you cut rates if you write 
in, explaining that you are going to use these maga- 
zines subscriptions as part of your good-will building 
campaign. 





SAVE THAT POSTAGE! A lot of people have been 
moving around this winter and that means your mailing. 
lists are probably out of date. So as soon as the holiday 
rush is over, how about re-checking those old lists and 
bringing them up to date? Otherwise you'll find you’re 
wasting a lot of postage, not to mention printing and han- 
dling costs too! 





DOLLARS AND HORSE-SENSE: With Christ- 
mas bills, taxes and new price increases coming up, 
it’s going to be a hard job to sell anything unless 
you show people how they can build or make repairs 
out of income. That’s why it’s so important to ham- 
mer away at your Monthly Payment plan in your 
newspaper advertising . . . not in one ad, not in five 
or six ads but in all your ads! And the more specific 
you are, the better job those ads will do. 

Another practice today’s smart dealers are using 
is to advertise the cost of materials alone, rather than 
the cost of materials plus labor. When people under- 
stand that the sharp rise in building and moderniza- 
tion costs is due mainly to labor and not to materials, 
then—and only then—will the public stop blaming 
the individual dealer, and the supply industry as a 
whole for today’s exorbitant costs. 

This is one way in which we can all help each other. 





AND NOW —to all of you who have read these columns 
so faithfully—a grand New Year! And we'll try our 
darndest to help you make it a prosperoues one—with more 
profit-tips next month. 
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What Are They Worth? 


EGARDLESS of how much or 

how little you had in your bins 
and warehouses at inventory time, 
you probably did not take stock of 
the many things that are far more 
important...the freedoms you still 
possess. Freedom to say and do 
what you please. You can lead your 
own life, follow your own dictates, 
speak as you will, worship where 
you like. Boards and 2x4’s are en- 
tered on the books as primary as- 
_sets but there is no place in the 
financial statement for the most 
priceless possessions in all the 
world. Perhaps we shall not miss 
them until they are gone. When 
that time comes they can never 
be replaced and boards and 2x4’s 
will then have lost their value com- 
pletely. 


* * * 


From London comes the report 
that “you can fuel some of the 
people all of the time and all of 
the people some of the time but 
you cannot fuel all of the people 
all of the time.” 


*% * * 


Cure-Alls Seldom Cure 


HICH REMINDS us of what 
President Benson (Harding 
college) said at a lumber conven- 
tion we attended last spring: 
“Hitler tried for five years to 
knock out British industry and 
failed. The Socialist government 
shut down half of it in less than 
two years after it took the helm.” 


* <* * 


Five years of easy prosperity have 
left us ill prepared to meet the 
complex problems of the future. 


* * * 
"My Kingdom for an Egg” 


INCE WE READ the follow- 
ing (by George Sokolsky), we 
are more convinced than ever that 
the extra car of boards which we 
were unable to get may not really 
be very much of a hardship, con- 
sidering the year-end totals rolled 
up by most lumber yards. Said 
Sokolsky : 
“We have automobiles and radios 
and electric refrigerators, And we 
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have fine clothes. And we eat good, 
healthful food. We have everything. 
No American dares say he does 
not have more of the material goods 
of the world than human beings 
have anywhere. Imagine Elizabeth 
and Phillip celebrating their wed- 
ding with a breakfast of eggs— 
wonderful eggs, eggs so rare for 
them, so unusual, so scarce even for 
kings and queens and dukes and 
princesses!” 


Have we become so accustomed 
te golden eggs we no longer ap- 
preciate an omelette? 


* * * 


Fabrication Marches On 


OSTWAR TREND to more and 

more fabrication is revealed 
in the new $250,000 factory of 
Hines Lumber company, Chicago. 
The announcement says that the 
plant will be used entirely “for the 
development of new products, and 
the manufacture of linoleum sink 
tops, special cases and bins, ma- 
chinery frames, oversize crates for 
overseas shipping, and in fact the 
manufacture of any fabricated 
wood part in quantity.” 

Lumber yards generally are not 
in a position to operate their own 
fabricating plant but more and 
more of their sales will consist of 
the completed article or of enlarged 
building parts made in a modern, 
efficient factory. Merely selling the 
raw material eventually will be too 
competitive to be profitable. 


* + 


We still cling to the belief that 
good old-fashioned salesmanship 
will come back in style some of 
these days. 


+ * 


From Outside to Inside 


Bp ProRe the days of carpenter 
shops every part of the house 
had to be made on the building site. 
Bad weather stopped construction. 
Carpenters spent idle days looking 
out the window, hoping it would 
clear up or warm up. Eventually 
they built a carpenter shop where 
they could make window and door 


frames regardless of the weather. 
Since that time more and more 
house parts have been made in 
“shops” which have increased in 
size until they have become fac- 
tories. This has not deprived 
craftsmen of work but actually has 
increased it by making it possible 
to work the year around under com- 
fortable conditions. Factory-made 
parts (window units, for example) 
are now better and cheaper than 
if made by hand on the building 
site and the men who make them 
have an annual income much larger 
than if they worked only in good 
weather. 
* * * 


One major cause for today’s out- 
landish prices: “Do less for 
more.” 

* * 


Painless Wage Boost 


F WAYS and means can be de- 

vised for extending the house 
building season by doing more and 
more of the work under comfort- 
able, year-around working condi- 
tions, it will be the equivalent of 
a wage boost that would be pro- 
hibitive if added to current hourly 
rates. The idea that the thousands 
of parts that go into the construc- 
tion of a house must be cut, fitted 
and put together on the building 
site simply means that houses 
would be completely outside the 
reach of the majority of buyers 
and craftsmen would find so little 
to do they would be forced to seek 
other work. There is a vast dif- 
ference between an hourly wage 
rate (with little to do) and an an- 
nual income based on keeping busy. 


+ &+ & 


20 Homes Per Day 


L>EV!"T's (Long Island) sched- 
ule for 1948 calls for the 
completion of 20 homes per day. 
Current rate is 16 per day. Lum- 
ber requirements for the coming 
year—40,000,000 feet, to be de- 
livered at the rate of not less than 
160,000 per day. Levitt’s have their 
own lumber yard and buy every- 
thing directly from the manufac- 
turers in carload lots. 


December 20, 1947, AMERICAN LUMBERMAN & 














Bu 





— 


cher, 
nore 
» in 
1 in 
fac- 
ived 
has 
sible 
om- 
lade 
le) 
han 
ling 
1em 
‘ger 
‘ood 


it- 
or 


use 
and 
yr t- 
\di- 

of 
ro- 
rly 
nds 
uc- 
ted 
ing 
ses 
the 
ers 
tle 
2ek 
lif- 
ize 
Ani- 
Sy. 


ac- 














Yuletide Greetings 


ee STUTTS | 


As we celebrate the birth of the Prince of Peace, let us rejoice 








in the friendship and cooperation among us here in the United 
States—in the good will of our people toward those in other 
lands, as indicated by the size of the Friendship Trains that 
recently rolled across the country. May you and yours be of 
good cheer as the bells of Christmas herald the 1947 Yuletide. 


General Sales Office for Both Companies, Thomasville, Ala. 


' STUTTS LUMBER CO.,'Inc. STUTTS SAWMILL CO., Inc. 


THOMASVILLE, ALABAMA McINTOSH, ALABAMA 
Sawmill, New Band Resaw, Sawmill, Planing Mill 
Planing Mill and Dry Kilns and Dry Kilns 


- « « « « 7 MILLS PRODUCING OVER 40,000,000 FEET ANNUALLY ....-. 














Delivery ? ONE WEEK! 


NOW you can have IMMEDIATE DELIVERY on LANE Chain Feed 
GANG EDGERS — those light but strongly constructed edgers for 
portable or small mills for getting out large production of boards 
and small dimension lumber. Quick, easy adjustment of saws. 


No. 2 EDGER produces up to 1500 feet per hour up to 16” width. 
No. 3 EDGER, 1500 to 3000 feet per hour up to 21” in width. Write 
for complete specifications. 











Buitpinc Propucts MERCHANDISER 











Index of Feature Articles for 1947 


As Published in American Lumberman & Building Products Merchandiser 


MASTER MERCHANTS OF THE 
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4; p. 30 . 

Builders’ Department Store; M. D. Barker, A. 
H. Lubin: Jan. 18; p. 43 

Personalized Service Pays; H. E. Hanna: Feb. 
1; p. 36 

Builder Merchant of Bennetsville; H. J. Mun- 
nerlyn: Mar. 1; p. 31 

Figures Prove the Point; C. E. Saville: Mar. 
15; p. 36 

Pledge in Actien; Web. Mason: Mar. 29; p. 24 

Consumer Selling in San Diego; Arthur A. 
Jensen: May 10; p. 55 

Packages & Profit-Sharing; S$. Lamar Forrest: 
May 24; p. 36 

Organized for Profit; Gordon P. Morrison: 
June 7; p. 45 

Profits Through Service; J. P. McEvoy: June 
21; p. 36 

Albuquerque’s Master Merchant; George Doo- 
little: July 5; p. 39 

Barr Builds for the Future; Wilbur Barr: July 
19; p. 42 

The Home Complete; Howard A. Hanlon: 
Aug. 2; p. 35 

Selling That Pays; Edward E. Fox: Aug. 16; 
p. 48 

Back to Packages; E. Matthias: Aug. 30; 
p. 40 

Equipped for Modern Merchandising; J. A. 
McCully: Sept. 13; p. 72 

Platform for Stepped-Up Performance; Elias 
Nuttle: Oct. 11; p. 74 

Successful Builder-Dealer Serves the Public; 
F. Lisle Peters: Oct. 25; p. 32 

Package Service. Builds Repeat Business; 
Hawley W. Wilbur: Nov. 8; p. 74 

Package Selling in the Town—On the Farm; 
Everett S. Kent: Nov. 22; p. 31 

Three Generations on the Job; Wormhoundt 
Family: Dec. 6; p. 50 


DEALER OPERATIONS 


Everything for Building: Jan. 4; p. 41 

Postwar Building Pays Off: Jan. 18; p. 58 

From Shack to Success in Eleven Years: Feb. 
1; p. 50 

Business with a Personal Touch: Feb. 15; p. 50 

Everything at a Glance: Feb. 15; p. 56 

Handling Hard-to-Do Jobs: Feb. 15; p. 64 

Scientific Merchandising in the Susquehanna 
Valley: Feb. 15; p. 69 

Self Education Builds Sales Volume: Mar. 1; 
p. 36 

Re-Designing the Yard for Action: Mar. 1; 
p. 40 

Emphasizing the Friendly Approach: Mar. 15; 
p. 44 

Millwork Dealer on Top During Period of 
Shortages: Mar. 29; p. 31 

One-Stop Service for Builders: Mar. 29; p. 32 

How One Yard Expects to Reap Dividends by 
Converting Shed for Mechanical Handling: 
Mar. 29; p. 39 

Up by the Bootstraps of Display: Apr. 26; 
p. 24 

Customers Crowd Modern Store: Apr. 26; 
p. 32 

Capturing Suburban Trade: May 10; p. 62 

Hummer & Green Adjust Business to Cus- 
tomer Needs: May 10; p. 68 

Follow-Through Service: May 10; p. 78 

Cooperating with the Contractor: May 10; 
p. 82 


90 


Stockyard Store: May 24; p. 46 

Dealer Stresses Across the Counter Paint 
Merchandising: May 24; p. 56 

All Out for the G. I.: June 7; p. 50 

Attracting Walk-In Trade: June 7; p. 58 

How a Small Town Dealer Does Year ‘Round 
Business: June 7; p. 64 

Most Beautiful Store?: June 21; p. 42 

Multiply by 80: June 21; p. 54 

Merchandising Tips from Milwaukee; July 5; 
p. 33 

Starkweather-Dealer of Beaver Dam: July 5; 
p. 44 

How the Camera Is Used to Sell Remodeling: 
July 19; p. 48 

New Store Opens Era in History of John 
Schroeder Lumber and Supply Company: 
July 19; p. 49 

Equipped for One-Stop Service: July 19; p. 66 

Success in Spelled-Service, Courtesy, Experi- 
ence: Aug. 2; p. 23 

Family Business: Aug. 2; p. 30 

How to Make the Most of Limited Display 
Space: Aug. 2; p. 32 

Ebenreiter Lives Up to Its Slogan: Aug. 16; 
p. 52 

Pay Cash and Save: Aug. 16; p. 56 

Reference Library Pulls Heavy Evening Traffic: 
Aug. 16; p. 58 

Appliances & Building Materials Help Sell 
Each Other: Aug. 30; p. 32 

Direct Selling with Self Service: Aug. 30; p. 38 

Modern Mississippi Store: Aug. 30; p. 42 

Building for the Future: Sept. 13; p. 68 

Profits Through Foresight: Sept. 13; p. 74 

Operating a Gift Department: Sept. 13; p. 78 

Gearing to Meet Consumer Demands: Sept. 
13; p. 82 

Confidence Backed by Experience: Sept. 27; 
p. 34 

Sales Boosted 329 Percent with Three-Point 
Merchandising Program: Sept. 27; p. 46 

The House That Sires Built: Oct. 11; p. 84 

Geared for Efficient Service: Oct. 11; p. 88 

Built to Serve Consumer Needs: Oct. 25; p. 28 

Furniture House: Nov. 8; p. 70 

Advertising with a Purpose: Nov. 8; p. 80 

Matching Customer Needs: Nov. 8; p. 84 

One Hundred Homes Rolled Into One Big 
Display: Nov. 22; p. 36 

Central Hardware’s Super Store: Nov. 22; 
p. 44 

Meeting the Demand for Moderately Priced 
Homes: Dec. 6; p. 42 

Pushing Plumbing Sales: Dec. 6; p. 46 

Being Your Own Best Customer: Dec. 6; p. 48 

Country Exchange — Michigan Dealer Uses 
Unique Mail Promotion: Dec. 6; p. 56 


MANAGEMENT SERIES 


Selecting Profitable Merchandise: Jan. 4; p. 34 

Departmentizing for Successful Retailing: Jan. 
18; p. 48 

How to Analyze Your Local Market: Feb. 1; 
p. 42 

Budgeting Volume, Profits, Quotas, Costs: 
Feb. 15; p. 52 

Comparative Business Analysis: Mar. 1; p. 38 

Effective Plans That Reduce Costs: Mar. 15; 
p. 42 

Hew ‘to Avoid Seasonal Sales Slumps: Mar. 
29; p. 27 

Selecting and Organizing Merchandise for 
Sale: Apr. 12; p. 8 


Your Advertising Budget and How to Use It: 
Apr. 26; p. 27 


Accelerating Your Profits: May 10; p. 64 

How a Systematize Administration: May 24; 
p. 

Organizing Operational Employees: June 7. 
p. 54 ‘ 

Training Yard & Office Personnel: June 21- 
p. 47 j 

How to Organize Your Sales Department: 
July 5; p. 36 

How to Pick Star Salesmen: July 19; p. 58 

Training Your Sales Organization: Aug. 2; 
p. 26 

Greater Sales Through Incentive Methods: 
Aug. 16; p. 62 

Credit, Collections & Installment Selling: Aug. 
30; p. 29 

How to Develop the Market for New Home 
Sales: Sept. 13; p. 84 

How to Develop the Market for Property 
Improvement Sales: Sept. 27; p. 49 

How to Develop the Market for Farm Sales: 
Oct. 11; p. 94 

Building Better Morale & Teamwork: Oct. 25; 
p. 38 

Build Extra Profits with a Better Sales Organ- 
ization: Nov. 8; p. 78 

Taking a Personnel Inventory: Nov. 22; p. 52 

Producing Better Letters: Dec. 6; p. 68 

Check List for Retail Management: Dec. 20; 
p. 75 


SALESMANSHIP SERIES 


Sizing Up Your Sales Opportunities: Jan. 4; 
p. 44 

Sell Consumer Benefits as Well as Products: 
Jan. 18; p. 56 


What Services Should You Give the Customer: 
Feb. 1; p. 45 


How Much Can You Sell in a Year?: Feb. 15; 
p. 62 


Preparing Yourself for Creative Selling: Mar. 
1; p. 46 

Salesman’s Slant on Advertising Promotion: 
Mar. 15; p. 52 

How to Cash in with Sales Aids: Mar. 29; 
p. 34 

Products Data to Help You Sell: Apr. 12; 
p. 10 ‘ 

How Successful Salesmen Organize Their 
Time: Apr. 26; p. 30 

Seven Parts of a Successful Sale: May 10; 
p. 72 

How to Make Sales Plan Fit the Prospect: 
May 24; p. 48 

Selling Related Items: June 7; p. 62 

Your Telephone Is a Sales Tool: June 21; 


p. 50 

You Can Overcome Sales Resistance: July 5; 
p. 54 

The Camera Can Help You Sell: July 19; 
p. 62 


What the Salesman Should Know About 
Consumer Sales Financing: Aug. 2; p. 40 
Estimating the Job for the Customer: Aug 
16; p. 68 

Making More & Bigger Sales: Aug. 30; p. 44 

Getting Others to Help You Sell: Sept. 13; 
. 87 

Building Farm Sales for Present & Future: 
Sept. 27; p. 41 

Working with Others in the Building Indus- 
try: Oct. 11; p. 82 

How to Close Sales Effectively: Oct. 25; p. 42 

Maintaining Good Customer Relations: Nov. 
8; p. 86 

(Continued on Page 92) 


December 20, 1947, AMERICAN LUMBERMAN & 


























—e 


Bul 
































. 25; “ ee ‘ . ° ° ° . 
son is giving it terrific backing in national advertis- 
gan- ing, promotion, and display. Get on the band wagon 
" NOW and get YOUR share of the profit. 
>. 
. 20; Equipped with Portable Motor 
Hudson’s 110-120 Volt AC/DC motor 
develops 22 lbs. free air. Practical for 
homes and farms. A “must” for hob- 
byists. Paints smoothly with little 
in. 4; effort. You always get a mnaster- 
craftsman job. 
ducts: 
Every Kind of Painting 
omer: 
Glass jar holds 24 oz. enamel, yar- 
». 15; nish or paint. Paint Gun is equipped 
with adjustable sprayheads and di- 
Mar. rectional nozzle, for painting up, 
down, sideways or straight ahead. 
otion: Fingertip control. No painting mess. 
r, 29; 
12; Saves Time — Paint — Money! 
: A lifetime investment. Sells for only 
Their ese $34.95 complete with motor, higher 
es VE Kg Z wal\\ in western territories. Guaranteed. No 
y 10; 2a = ‘ ; extra gadgets, gimmicks or spare parts 
spect: - required, Just 8 pounds complete. 
|THE DIXON INDUSTRIES 
f ‘ NATIONALLY 
e 21; ADVERTISED 
ie crant pixon SPOKANE ‘eh 
J y ; residagen a \ ; 
N R. a il \ 
a ee st a | THE SATURDAY EVENING 
fe | "meee. | ase \ 
about pein NY a 
ra “esTERN INGO WONT AT OD | * 
be Nee gee f Yy fi 
p. 44 NS ne cO- \ , 
t. 13; ¢ polM ANG \ , 
5 GE Sink 45er! 
uture: \ pt A a Lohtit 
indus- y Messer ee @H. M. Co. 1947 PAINT GU 
Uji onderosa Pine wor 
" = % Ys ot he a | H. D, Hudson Manufacturing Company, Chicago, Illinois, U. S. A. 
: Y YS J | A Hudson Sprayer For Everyone Everywhere 
Y iil \ : 









SAVES <i 


“The greatest improvement the paint business has 
ever known.” That’s what they’re saying about the 
amazing new Hudson Lektrik Paint Gun. And Hud- 



















































































ORDER FROM YOUR JOBBER TODAY— OR WIRE HUDSON TODAY! 
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EDITORIALS 


1947—The Transition Year—Jan. 4; p. 29 

We've Got to Sell Creatively Again: Jan. 18; 
p. 41 

The Consumer Is King: Feb. 1; p. 35 

Production Is the Answer: Feb. 15; p. 47 

There Is Nothing Wrong with the Home- 
Building Industry — That Education Won't 
Cure: Mar. 1; p. 29 

There’s Gold in Them Thar Rents: Mar. 15; 
p. 35 

Convention Season in Retrospect—Part |: Mar. 
29; p. 23 

Who Controls Brand Specifications?: Apr. 12; 
p. 6 

Convention Season in Retrospect—Part II: 
Apr. 26; p. 23 

Get the Facts About Communism: May 10; 
p. 53 

Industry Needs More, Bigger and Better, 
Home Planners Institutes: May 24; p. 35 

Cultivate the Willingness to Buy While There 
Is Still the Ability to Buy: June 7; p. 43 

Vacation Days: June 21; p. 35 

A Declaration of Interdependence: July 5; 
p. 31 

Accent on Youth: July 19; p. 41 

Tell Your Customers to Take It Easy with 
Easy Payments: Aug. 2; p. 21 

Golden Days Ahead: Aug. 16; p. 47 

28 Reasons Why New Homes, Home Improve- 
ments and Farm Buildings Are a Good Buy 
This Fall: Aug. 30; p. 25 

You Put Us on Top: Sept. 13; p. 67 

Industry Engineering Rounds the Second Lap: 
Sept. 27; p. 31 

Is This the Perfect Slogan?: Oct. 11; p. 69 

A Time for Back Plowing: Oct. 22; p. 27 

What the Shouting Is All About: Nov. 8; p. 69 

National Teamwork: Nov. 22; p. 29 

Inventory Time: Dec. 6; p. 41 

Open Letter to the Congress of the United 
States: Dec. 20; p. 51 

Et Tu Brute: Dec. 20; p. 53 

A Simple Formula for Curbing Inflation: 
Dec. 20; p. 53 


FARM BUILDINGS and EQUIPMENT 


Material Sales Through Spring Water De- 
velopment: Feb. 15; p. 66 

How to Apply Insulation Board in Farm 
Buildings: Mar. 15; p. 47 

Insulated Tobacco Curing Barns Are New: 
Apr. 26; p. 34 

Selecting Farm Roofing: May 10; p. 60 
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Survey Shows Farmers Are Preparing for In- 
sulation Jobs: May 24; p. 40 


Prefabs a Reality on the Farm: May 24; p. 54 


Metal Roofing Paint Brings Good Profits: 
June 21; p. 40 


Easy-to-Build Cooling Tanks for New & Old 
Milk Houses: July 5; p. 42 


Steel for Farm Buildings: July 19; p. 56 

Selling a Safe Bull Barn: July 19; p. 68 

Glass Brick for Dairy Barn Construction: 
Aug. 2; p. 28 

Moisture Resistant Plywood for the Farm: 
Aug. 16; p. 50 

Substantial Farm Market Awaiting Aggressive 
Lumber Dealer: Aug. 30; p. 37 

Profits from Hay Mow Curing: Oct. 11; p. 86 

Farm Ponds for Profit and Fun: Oct. 25; p. 30 

Fire Patrol for the Farm: Nov. 8; p. 88 

Sanitary Milk Houses Mean Profits for You— 
Profits for the Farmer: Nov. 8; p. 94 

New Farm Building Designs: Nov. 22; p. 38 


PERSONALITIES 


Queen of the Lumber Industry: Jan. 4; p. 46 

Co-Founder of Lumbermen’s Red Book Still 

’ Active in Business: May 24; p. 43 

A Big Job in Capable Hands: June 21; p. 39 

John Lamprey’s Unusual Desk Invites Work: 
Dec. 6; p. 54 


HOUSING, HOME RESEARCH 


Aluminum Siding Used for Large Scale Hous- 
ing Projects: Jan. 4; p. 50 

Projecting the 1947 Light Construction Vol- 
ume: Jan. 4; p. 48 

Laundry Joins the Living Quarters: Feb. 15; 
. 60 

What About the Panel House?: Mar. 29; p. 36 

Home Designed for Farm Needs: Apr. 26; 
p. 29 

All-Aluminum Prefab: May 10; p. 76 

An Approach to Farm House Remodeling: 
May 10; p. 84 

Survey Shows Home Owners Active in Dec- 
orating Own Homes: May 24; p. 45 

Two Markets for Home Building: June 7; p. 53 

Warm Air Research: June 21; p. 44 

Industry-Engineered Home Plans Ready for 
Dealer Use: Sept. 27; p. 36 

Building a Home with the Help of a Pattern: 
Oct. 11; p. 77 

Huge Capital Expenditure Required to Meet 
Housing Need: Sept. 27; p. 33 

Housing Problems Will Be Solved by Private 
Enterprise: Sept. 27; p. 45 

What is Being Done About America’s Hous- 
ing Problem?: Dec. 20; p. 55 

Dealers Say: Yes, We Are Building Homes: 
Dec. 20; p. 72 


EMPLOYEE EDUCATION 


Whither Employee Education?: Jan. 4; p. 53 

Story of a College Graduate in the Light 
Construction Industry: Mar. 15; p. 41 

Training Future Small-Town Builders: May 10; 
. 66 

Training Courses Head for Greater Success: 
Aug. 30; p. 26 

Schedule of Short Courses Announced: Oct. 
11; p. 102 


ASSOCIATIONS 


Convention Season Preview: Jan. 4; p. 46 

Queen of the Lumber Industry: Feb. 1; p. 48 

Builders Told Price Is No. 1 Problem: Mar. 15; 
p. 56 

Wholesalers Urged to Help Dealers Stock 
Quality Lumber: May 24; p. 60 


Lumber Congress Convenes in Chicago: July 5; 
p. 50 . 


Southern Pine Launching Trade Promotion 
Campaign: Aug. 2; p. 31 

Industry Trends Emphasized at Western Pine 
Meet: Sept. 13; p. 77 

Hoo-Hoo Convention: Sept. 27; p. 52 

Producers’ Council Session Pledges 
Cooperation: Oct. 25; p. 44 

Aggressive Oklahoma Association 
Convention Season: Nov. 8; p. 89 

National Teamwork: Nov. 22; p. 41 

Convention Season Program Aimed to Help 


Dealers Cut Costs, Increase Efficiency: Dec, 
20; p. 60 


Dealer 


Opens 


FINANCING, EXPENSES 


Lumber Prices Through the Years: Feb. 15; 
p. 58 


How Much Does the 1947 Dollar Buy?: May 
10; p. 59 

Hints on How a Dealer Can Help Curb Run- 
away Prices: May 10; p. 81 

Comparing Building Costs: July 4; p. 52 

Reorganization Plan No. 3 Changes Set-Up of 


Federal Housing, Home Financing: Aug. 16; 
p. 66 


Checking Your Operating Expenses: Sept. 13; 
p. 80 


Residential Dollar Volume Increasing in 1948: 
Dec. 6; p. 66 


‘48 Preview—How to Estimate, Price, Super- 
vise Construction: Dec. 20; p. 71 


MISCELLANEOUS 


Expert in Low-Cost Housing Looks at the 
Building Products Merchant: Jan. 18; p. 52 


Spotlight Selling: Jan. 18; p. 60 
Wood, Too, Needs Protection: Feb. 1; p. 39 


Special NRLDA Issue Read by Government: 
Feb. 15; p. 49 


Oak Flooring Returns: Mar. 1; p. 34 

Whose Public Are They?: Mar. 1; p. 43 ‘ 

Progress Report of Producers’ Council: Apr. 
26; p. 31 

How to Get the Most Out of Your Business 
in 1947: Apr. 26; p. 37 

Adapting Your Yard for Woodworking Ma- 
chinery: May 24; p. 50 

Seven-Point Public Relations Program Pro- 
tects Customer: May 24; p. 52 

American Business Looks to Youth for Lead- 
ership: July 19; p. 46 

Visual Control—At-A-Glance Picture of the 
Facts: Sept. 13; p. 86 

Cooperative Effort Tells the Story: Sept. 27; 
p. 44 

A Creed for Sales Managers: Sept. 27; p. 53 

Dear Boss: Sept. 27; p. 60 


Building Material Merchants Can Be Their 
Own Public Relations Men: Oct. 11; p. 91 


Coming in 1948—New Horizons in Progressive 
Management and Merchandising: Oct. 25; 
p. 36 

Their Specialty-Glass Block Installations: Nov. 
8; p. 72 

Selling in the Building Products Store: Nov. 
8; p. 82 

New Kitchens for Old: Nov. 22; p. 34 

On-the-Spot Estimating System: Dec. 6; p. 46 

To Help You Plan 1948: Dec. 20; p. 59 


Building Materials Outlook for 1948: Dec. 
20; p. 65 
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Gall KENTWOOD 


Kentwood is organized for service — prompt, dependable, satis- 
factory service. 


A Kentwood Serviceman and expediter follows through for you on 
every order —to see that you get shipment when promised — to 
make certain that you get the kind of stock specified and suited 
to your requirements. 


While we don’t claim to perform any miracles, we do have an 
“on-its-toes,” experienced organization that is delivering excep- 
tional service to a large and growing list of satisfied customers. 


If any customer is in urgent need of immediate delivery, we usually 
have a few cars of yellow Pine boards and dimension rolling. 





@ Write, wire or telephone the nearest Kentwood Office. 





T. B. RICHARDSON, Pres. 4-8691 





‘For r?cttow ON YOUR LUMBER NEEDS 





KENTWOOD LUMBER CORPORATION 


SOUTHERN PINE - SOUTHERN HARDWOODS - WHOLESALE 
Offices: First Nat'l Bank Bldg. Phone BIRMINGHAM ALABAMA 
9 








netomat 


Branch Offices 


DETROIT — 1965 National 
Bank Bldg. 

Phone Randolph _ 6838. 
J. Ed. Hickerson, Mgr. 
CHICAGO — 1506 Garland 

Bldg., 58 E. Washing- 
ton St. 
Phone Andover 6349. 
Roy E. Quinn, Mgr. 
LOUISVILLE—2226 Walter- 
dale Terrace 
Phone Highland 4726. 
R. E. (Bill) Duerr, Mgr. 
MIAMI—Call or write 
Florida area ay P. 
Davis at Plaza Hotel. 
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Merry Christmas 


to All Lumbermen 


The Urania Lumber Co., Ltd. 


Lumber Manufacturers 
and Tree Farmers 


URANIA, LOUISIANA 
SOUTHERN PINE @ SOUTHERN HARDWOODS 
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You'll Get Plenty of 
ACTION with a 


CORINTH 


NO. 2 SAWMILL 
-..and Fine Lumber Too! 


By ‘actual tests, the Corinth No. 2 
Sawmill has proved its superiority 
in the fast production of fine lum- 
ber—softwood, hardwood and 
mixed. This accurate mill, which 
may be used as a portable outfit or 
set up On a permanent foundation, 
is so sturdily constructed, it will 
stand up in even the severest 
services year after year. 

Send for complete specifications 
and delivery dates. For out-of-the- 
ordinary sawmill problems, ask 
for the services of a Corinth 
engineer. You can depend upon 
him to find a practical solution. 


CORINTH MACHINERY CO. 
CORINTH, MISSISSIPPI 
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Speedy, and accurate dou- 
ble-acting set works with 
steel machine cut ratchet 
wheel, for cutting very 
accurate lumber. 

uick-cligning steal head- 
block base with adjustable 
split knees with McDon- 
outh boss dogs, and rever- 
sible wearing plates for 
double-length service. 
Fast, improved heavy-duty 
belt feed works will with- 
stand hard usage. Bronze 
bushed idler pulleys for 
pressure gun greasing. 
Steel machine cut racks 
and pinions securely fas- 
tened to split knee assure 
long life, and extreme ac- 
curacy. Replaceable with- 
out removing entire knee. 
Adjustable rope feed gears 
permit easy elimination of 
slack caused by wear 
tween gear and pinion. 
Cast steel carriage wheels. 
Guide wheel machined to 
fit 20-lb. machined “T” 
rail track. 


18” Steel Splicter Wheel. 
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Season’s 
Greetings 


and 


Best Wishes 
for the 


New Year 


wy 


The Meadow River 


Lumber Company 
Ruinelle, W. Va. 


Alt al alles | 





THOMPSON PLYWOOD CO. 


38 lonia Ave., S. W. 
GRAND RAPIDS 2, MICH. 


xk * 


Warehouse Stock 
Mill Shipments 


Hardwood and 
Fir Plywood 
Veneer 











Scribner’s Lumber & Log Book 


Indispensable for lumber merchants, sawmill men, etc, 
190 pages, vest pocket size, giving tables on scantling 
and plank measure, round timber reduced to square 
timber and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other valuable 
information, Over 2,500,000 copies sold. 


75c POSTPAID 


American Lumberman, Inc. 
139 N. Clark St. Chicago 2, Illinois 
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Check List for Management 









As there are 30,000 parts to a 
house, there are 30,000 opportuni- 
ties to reduce the cost of construc- 
tion—Does my company make an 
intensive study of techniques for 
reducing the cost of housing in our 
market and thus obtain a definite 
advantage over competition? 
Discourteous employees are the 
principal cause of consumer dis- 
satisfaction—Are the employees 
of my company being drilled and 
redrilled in the proper handling of 
customers over the telephone and 
in personal contacts, whether in the 
office, yard, or at the customers’ 
homes or places of business? 

















Are we known locally as headquar- 
ters for “One-Stop Service”—“De- 
pendable Building Products” and 
‘Responsible Community Service”? 


(Continued from Page 80) 





Are we open one or two evenings 
per week as a public convenience? 





Does our management impress the 
public with its public-spiritedness 
by participating in local chamber 
of commerce work and other civic 
and political activities for the bene- 
fit of the community ? 





Do we secure frequent publicity 
articles and published news stories 
about our operation? 





Yes 














X. In the Area of Competitive Relations 





Have we analyzed the capacity of 
our competitors in relation to the 
market opportunity and determined 
what percentage of the potential 
volume we might reasonably be ex- 
pected to get? 





Have we studied our competitor’s 
ficiency to determine whether 
their efficient methods may be emu- 
lated or improved upon in our 
operation ? 





Have we been able to secure vol- 
ume and quality leadership in cer- 
tain lines? Are we growing faster 
than our competitors? 





Do we rate better with the consum- 
ets in our market than our com- 
petitors? Is this proved by great- 
er consumer traffic to our opera- 
tions ? 








Are we friendly with our competi- 
tion, comparing notes on costs, op- 
os techniques, etc., occasion- 
ally ? 














Have we maintained our percent- 
age of the volume in the face of 
hew competition? 












Have we joined with our competi- 
tors in local, regional and national 
a&sociation work that will protect 

e interests of the retail lumber 
and building products industries? 













Are we holding our own against 
mail order competition? 
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Are you ready to sell more 
plywood . . . ready to earn more 
good will from your customers? 
Why not consult IPCO... whose 
trained staffs of plywood spe- 
cialists and merchandisers are 
ready to serve you... to help you 
sell America’s most versatile lum: 
ber... plywood. 








Write or call for our stock and 
price list, today. While our stocks 
are not yet complete, we are receiv- 
ing new shipments, daily. Be pre- 
pared to sell. 








v INDIANAPOLIS PLYWOOD co. 


1300 BEECHER ST. INDIANAPOLIS 7, IND. GA, 4433 


v INDIANAPOLIS PLYWOOD co. 


1ST & COLUMBIA STS. LAFAYETTE, IND. PHONE 2345 


v OHIO VALLEY PLYWOOD co. 


VINE at SPRING GROVE CINCINNATI, OHIO WO. 9280 

































































































Merry Christmas 


from 


J. W. Wells Lumber Co. 


Montgomery |, Alabama 


Manufacturers 
Southern Hardwoods and Pine 





PAUL B. BERRY 


Wholesale — Commission 


Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars softwood boards and dimen- 
sion KD or AD, machined; also panels, shorts, 
cutoffs. 1 or more cars 3/3” and thicker hard- 
woods, mostly 4/4” & 5/4” KD or AD. Send 
me your stock and price lists. 














Wishing You 


...+ A Merry Christmas 
.... A Happy New Year 


ARTHUR V. CHARSHEE & SON 


Wholesale and Commission 
Lumber and Timber Products 


818 Gorsuch Ave., Baltimore 18, Md. 

















H. B. Jordan, Gen. Mgr. C. M. Jordan, Treasurer 
J. B. Deutsch, Detroit Mgr. 


Clarke County Lumber Mills 


Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 








a e e 
Phone: TEmple 1-2924 Phone: L. D. 167 
834 Maccabees Bldg. Anderson Building 
DETROIT 2, MICH. THOMASVILLE, ALA. 

















Toxic-Water Repellent Preservatives 
Chlorinated Phenol Toxic Base. Positive protection against Rot, 
Fungi, Termites, Excess Moisture, etc. Formulations to meet all 
official specifica tions. A profitable retail item for Lumber Yards. 





Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 


MEMPHIS, a 





KNIGHT 
DOGS 
and 


SETWORKS 


Portable Mills . .. Edgers .. . 
Cut-off Saws ... Saws... 
Engines . . . Top Sawrigs. . 
Log Turners ae Sawdust 
Conveyors and Blowers 








WRITE FOR LITERATURE 
ON ANY SUBJECT OF INTEREST 


The KENT MACHINE CO. cuiicgs Riis, “Ohio 
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Tropical Woods 


Direct Importers of 


Balsa — Primavera — Marillo — Rosewood, and 
others, from Latin America. Offer 


Caobilla 


finest type of Cedro Macho, suitable for furniture 
manufacture and boat building. 


Contracting now for 1948. 


F. C. Luthi & Co. 


433 Balter Building, New Orleans 12, La. 











SPECIALIZING 


in protection for the 
Lumber Industry 


Substantial dividend savings have been 
returned to policyholders each year 


LUMBEFMENS "2%, cu 


James S. Kemper, Chairman 


MUTUAL INSURANCE BUILDING, CHICAGO 40 
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Yes 





an 
Have we prevented further inroads 
by applicating contractors on con- 
sumer sales volume that is right- 
fully ours. 


—_—_—— 





Have we and our competitors pro- 
moted Home Planners Institutes 
which will secure for our industry 
a better share of the consumer’s 
dollars ? 





No 








Have you scored your operation? 


above average. 
50-65 “Yes” Very Good 
65-75 “Yes” Excellent 
75-90 “Yes” Extra-ordinary 
90-100 “Yes” Super-Colossal! 





If you checked 50 questions “yes” you are 








Check List for Salesmen 
(Continued from Page 84) 


Vill. In the Area of Selling 
Yes 





Have I listed the related items that 
should be sold with each product 
asked for? 





Do I always give the customer an 
opportunity to buy every related 
item in each sale? 





Do I suggest a few unrelated items 
that the customer might need dur- 
ing each sale? 








Do I generally quote a monthly 
payment price first on items cost-' 
ing upward of $75.00? 





Do I know how to make a repeat 
customer as well as a sale? 





Do I make full use of the com- 
pany display room in selling? 








Do I make a thorough survey of 
every property I visit, keeping a 
record of needed improvements ? 





Do I keep in touch with my “pati- 
ents” by telephone like a (house) 
doctor should? 





Have I demonstrated that I can dig 
up prospects for myself when 
needed ? 


—— 





Am I alert to sales opportunities 
like fire losses, floods, property 
transfers, business changes, people 
moving into the community, etc.? 


a 








IX. In the Area of Closing 


—. 








Am I able to establish every point 
I make in a closing presentation 
with proofs of unquestioned au- 
thenticity ? 
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for Tomorrow’s 
T7006 Sak 


Old-Growth 


DOUGLAS FIR 





West Coast Hemlock 





Oregon-American is one of 
the West’s outstanding 
lumber operations—choice 
Old-growth Douglas Fir 
and West Coast Hemlock, 
modern, well-equipped 
plant with ample dry kiln 
capacity, an experienced, 
well-trained organization. 


Oregon-American pro- 
duces a complete range of 
yard and shed stock, tim- 
bers, dimension, flooring. 


Mixed cars a specialty. 


Oregon - American 
Lumber Corp. 


Vernonia, Ore 











Moore Veneer Dryer Saves Money 


Since installing the Moore Cross-Circulation 
Veneer Dryer, L. D. T. Veneer & Lbr. Co., Dillon, 
S. C., reports handling and drying costs have been 
reduced to minimum. 


The crew works only one shift (while the lathe 
is operating), and the Moore Veneer Dryer oper- 
ates automatically overnight. The management 
also has more fuel than required, and sells sur- 
plus cores, since they discontinued use of their 
other veneer dryers and installed the Moore Dryer. 


Write today for information on installing the 
Moore Cross-Circulation System at your plant. 


VANCOUVER. B 
SANADA 





Holiday Greetings 
* 


Southern Pine 


Louisiana Long Leaf 
Lumber Co. 


FISHER, LOUISIANA 


Southern Hardwoods 


* 
fi Happy 1948 


a 
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Do I bring the sale to a point of 
close and ask for the order at least 
four times if necessary? 


Do I select the one benefit most 
important to the customer and 
close on that point? 





Do I know how to build sales high- 
er, wider and thicker by selling 
more quantity, better quality and 
additional items? 





When closing, do I always have a 
clear understanding as to terms of 
payment and get a down-payment 
if possible? 

Do I know how to ask intelligent 
questions that lead to a close? 





Am I familiar with the way to set 
the stage for a close and to have 
everyone present who controls the 
decision to buy? 





Do I avoid the direct “no” in clos- 
ing by giving the prospect a choice 
between colors, sizes, styles, qual- 
ity, finish, time of delivery, etc.? 





Do I build confidence in the buyer 
by having a calm assumption that 
I will get the order throughout the 
closing presentation ? 





Do I always try to make each sale 
lead to four more (a) by selling a 
friend or relative of the customer, 
(b) by selling a neighbor who needs 
a similar item, (c) by bringing an 
unclosed prospect for the same 
type of work to the job, and (d) 
by selling another job to the same 
customer. 











X. In the Area of Human Relations 





Do I have a loyal group of contrac- 
tors for whom I have sold jobs 
who will “tip me off” to prospects? 





Do I have a sense of teamwork 
with my fellow employees carrying 
the ball or running interference as 
the occasion demands? 





Have I made a friend with one or 
more architects who will develop 
sketches and drawings for me when 
indicated ? 





Do I belong to the right organiza- 
tions, not too many nor too few,— 
for the best results? 





Do I know how to fit my presenta- 
tion and close to the personality 
of the individual prospect? 





Have I learned how to handle 
women customers effectively and 
make boosters of them? 





Do I constantly study my custom- 
ers’ business, their needs, their buy- 
ing habits and their likes and dis- 
likes ? 
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CHRISTMAS brings no greater cheer than 
realization that customer satisfaction has been 
achieved during another year in the long 
history of W. T. Smith Lumber Company. 


Such letters as this one, written shortly 
after the Gulf Coast hurricane, are prominent 
in our bag of Christmas treasures. 


It is this type of customer satisfaction that 


enables us to approach 1948... and our 
64th year... with grateful appreciation 


for things past and renewed confidence in 


tomorrow. _ is le \ x \ 
se 
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NOW IN OUR 64th YEAR 
OF LUMBER MANUFACTURING 
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SELECTIVE LOGGING ASSURES 
PERMANENT SOURCE OF SUPPLY 


W.T. SMITH LUMBER CO. 


YELLOW PINE AND HARDWOODS 


CHAPMAN, ALABAMA 




















TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 
operation. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 


PRICE: $47.50 new vor« 


(Price subject to change without notice) 


write today 


L. R. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 











ee 


The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 
design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure: A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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including the $@@ one! 


Creo-Dipt has just published its new Complete 
Reference Data Bulletin, written expressly to answer 
all questions pertaining to the use of Double Wall 
Zephyrs and Stained Shingles for roofs or sidewalls. 





All data concerning recommended exposures, cover- 
age charts, method of laying, insulating qualities, and 
data concerning the preparation of estimates for 
Double Wall Zephyrs and stained shingles for roofs 
and sidewalls is conveniently and concisely set forth 
for easy reference. 


The coupon below will bring you your P*setour 
e ¢ e CATALOG IN 
copy. Send for it now! SWEET'S 


Creo-Dipr Company, Inc. 
North Tonawanda, N. Y. 





Please send me my copy of your Complete Data 
and Reference Bulletin. 


Name 





Address 





CD-E-202 


& 
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AINED SHINGLE § 7 


CREO-DIPT COMPANY, INC., NORTH TONAWANDA,N. Y. 
CREO-DIPT OF CANADA, LTD. VANCOUVER, B. C. 


THE ORIGINAL STAINED SHINGLE—FIRST AND BEST! 
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Yes | No 


Do I know how to induce my pros- 
pects to move their building needs 
into the category of immediate pur- 
chases replacing something else 
they propose to spend their present | 
money for? | 





Do I specifically get help from my 
old customers in locating and sell- 
ing new ones? 





Do I always attempt to be of real, 
specific and important help to my 
customers ? 








Have you scored your selling efficiency? 


If you checked 60 questions “yes” you are above 
average. 


60- 70 “Yes” Very Good 

70- 80 “Yes” Excellent 

80- 99 “Yes” Extra-ordinary 
100 “Yes” Impossible 











Building Materials Outlook 
(Continued from Page 67) 


first six months at near capacity. We believe steel 
sash for homes will keep pace with demand throughout 
1948. 


ROOFING AND SIDING 


E. W. PAT SMITH, The Philip Carey Manufactur- 
ing company: Our 1947 production of roofing, siding, 
insulation and other products for building was the 
greatest in our 74-year history. While demand still 
exceeds supply, we are in almost every case provid- 
ing our dealers and their contractors with more ma- 
terials than ever before. New plans for increased pro- 
duction of asbestos cement products and rock wo0l 
insulation are nearing completion and will substantial- 
ly increase the supply of these items in 1948. How- 
ever, it seems improbable that increased production in 
both present and new plants will be sufficient to com- 
pletely satisfy anticipated requirements of the build- 
ing industry next year. 


S. P. MOFFITH, The Ruberoid company: Ruberoid 
asphalt and asbestos cement building products have 
been produced in record quantities this year due to In- 
creased production facilities acquired and _ installed 
during 1946. Further increases next year may be 
limited by raw material shortages. 


ONE Large Manufacturer of Insulating Board: 
Shipments to retail distributors in 1947 will be twice 
as great in footage as in 1941. Increased production 
will continue to grow in 1948. By 1949 it is expected 
that insulating board distribution through retail yards 
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KENNALOCK 
FOR ALL SLIDING DOORS 


KENNALOCK eliminates the extra motion used to unlock ordinary 

sliding doors. There is nothing to turn; KENNALOCK is a simple 

mechanism that unlocks with the same natural motion used 

to open the door. Built-in flUshh with the door surface, 

KENNALOCK is available for %, 1%, 1%, and 1% inch doors. 
Write for further information. 


Dept. A712 


JAY G. Mc KENNA INC. 
— Ind. 





from 


| J. A. Bentley 


Lumber Company 





Zimmerman, Louisiana 


E. C. Johnson 


A <a, 
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M. F. Michal, Jr. 


Sales Mgr. 






















(eo. J.Silbernagel 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


© LUMBER 

@ MILLWORK 
® MOULDINGS 
e SIDING 

e FLOORING 


Rg 


Geo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RANdolph 0540 
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will be 300 percent of the 1941 fig- 
ure. Barring wage increases, a 
price increase is not anticipated. 

FRANK A. BIEDERMAN, ad- 
vertising and sales promotion man- 
ager, Kimberly-Clark corporation: 
Adequate supplies of Kimsul insu- 
lation are now available and we ex- 
pect to take care of anticipated re- 
quirements in 1948. Kimberly- 
Clark’s policy of furnishing out- 
standing promotion aids in gener- 
ous quantities to the dealer, includ- 
ing window and interior displays 
and outdoor signs, will be continued 
during the coming year. 

HAROLD R. BERLIN, vice 
president, Johns-Manville corpora- 
tion: Johns-Manville anticipates 
that total production of building 
materials in 1948 will be approxi- 
mately 20 percent above 1947. This 
increase would take place in such 
lines as asphalt roofings, asbestos 
roofing and siding shingles, rock 
wool batts, Flexboard and insulat- 
ing board. Some of this increased 
production will not get underway 
at once, since it will have to await 
the completion of new production 
facilities now being installed. 
Johns-Manville production facili- 
ties have been greatly increased 


to the point where the company’s 
output of building materials at 


the end of 1947 is one-third . 


greater than the record peace-time 
production in 1941. Increased pro- 
duction was accompanied by only a 
moderate increase in building ma- 
terial prices. J-M made no blanket 
price increase when OPA restric- 
tions were lifted in 1946 and made 
moderate price increases only on 
those products where increases 
were clearly in order and long over- 
due. The level of building costs 
will play an exceedingly important 
role in 1948 construction. It must 
be remembered that the sharp rise 
in essential living costs is reducing 
the real. buying power of a great 
number of families. The building 
industry must therefore exercise 
great restraint in the matter of 
costs and prices. 

GEORGE DONLEY, president, 
The Donley Brothers company: 
Our production exceeded 1946 by 
20 percent in physical volume. A 
like increase in 1948 is indicated if 
raw materials continue to increase 
in availability. Any unreasonable 
pressure for labor and materials 
for home building will, we fear, 
prompt further inflation of prices 


and black market dealings during 
present full employment. 
HARDWOOD FLOORING 

C. ARTHUR BRUCE, executive 
vice president, E. L. Bruce com- 
pany: The production of hardwood 
flooring by the E. L. Bruce company 
during the first 10 months of 1947 
showed an increase over the corre- 
sponding period in 1946 of 104 per- 
cent. It is the opinion of the man- 
agement that this increase was 
made possible mainly by the de- 
control of the industry. The com- 
pany is still having difficulty in se- 
curing ample quantities of dry lum- 
ber, and it is confronted with many 
other problems of production, but 
it is expected that production will 
show a further steady improve- 
ment during 1948. Several new 
manufacturing buildings have been 
completed during the past 18 
month; new machinery and new 
power equipment has been installed 
and the company has improved its 
service position in many ways. Im- 
proved employe efficiency has aided 
production. The Bruce company is 
following a sales policy of conserv- 
atism in the pricing of its product. 
Hardwood flooring is bought and 
sold on a free market. The law of 
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QUALITY LUMBER 


LAD? 


When Better Lumber Is Made 
lt Will Be “‘GRIFFIN GRADE” 


J. M. GRIFFIN & SONS, Inc. 


MANUFACTURERS OF 
PINE AND HARDWOOD LUMBER 
BOX 380-C 
NEWTON, MISSISSIPPI 












Sustained 
Yield 


AB 


Quality Lumber 
for 59 Years 


* California Sugar Pine 
' Ponderosa Pine 
, Western White Spruce® 


Industrial Box Shook 


SPorcnna Fee Wsedenh 


WINTON LUMBER SALES CO., oskay “/ower. MINNEAPOLIS 2, MINN. 
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[ 1. BALANCER ACTION — for free- 


sliding sash without spirals, pulleys, 
weights or cords. 


2. WEATHER-STRIPPING BENEFITS 


— insure snug-fitting sash; no dust, 
\ draft or rattle. 








U.S. Pat. No. 2,187,412 


There’s rea! economy in handling and installing Air-tite 
Window Stays. One operation takes command of any double- 
hung window for balancer action and weather-stripping 
benefits — saving over 50% in time and materials. These are 
real benefits to pass on to the house-buying public. 


Air-tite Window Stays, set in both upper and lower sash, 
apply evenly-distributed pressure toward the parting bead. 
The plunger of each Stay expands or contracts against 18 
lbs. of spring action, affording free-sliding, snug-fitting 
windows under all conditions. 


Architects, builders, dealers 
and jobbers are invited to 
write for full installation 
specifications and prices. 

















All the advantages of ordinary wood, with this 
plus—protection against decay and termite 
attack is provided by Wolman Salts* preserva- 
tive driven deep into the wood under high pres- 
sure. Wolmanized Lumber* offers no unusual 
erection problems; the wood is clean, odorless 
and paintable. American Lumber & Treating 
Co., 1646 McCormick Bldg., Chicago 4, Illinois. 


*Registered trademark U. S. Pat. Off. 





























STOP End Checking!!! 


No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 

Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 





A: this year-end it seems fitting that we should pause a 
moment from the day's work and reflect on the year just 
closing. We feel sure it has been just as busy a twelve 
months for you—as it has for us. 


While there is still great need for homes, we believe the 
entire lumber and building industry has delivered a very 
creditable performance in 1947, and will do an even bigger 
job in 1948, 


For our own company, we should like to thank all customers 
for the business placed with us. We pledge continuance of 
our best efforts to serve all buyers as fully as possible in 1948. 


Pine Plume Lumber Co. 


Bell Building, Montgomery |, Ala. 


Air Dried and Kiln Dried Pine 
Air Dried Hardwood — Kiln Dried Poplar 


Established 1899 
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supply and demand at work today 
is rapidly eliminating the ridicu- 
lously high prices of hardwood 
flooring which have prevailed in re- 
cent months. 


HARDBOARDS 


WALTER G. STROMQUIST, 
vice president in charge of sales 
and merchandising, Masonite cor- 
poration: Although output will be 
lifted still higher during the com- 
ing year, it appears certain that 
it will be necessary to.keep all our 
customers on an allotment basis 
during 1948. Despite the short 
supply of hardboards, Presdwood 
prices have not followed the gen- 
eral upward trend of building ma- 
terials. The present price of un- 
tempered Presdwood is about four 
percent higher than in 1941; the 
price of tempered Presdwood is 
only about 15 percent higher. The 
‘proportionately higher increase in 
the price of tempered hardwood 
resulted principally from heavy 
increases in the costs of temper- 
ing liquids used in the process. 
Prices have been held to these 
comparatively low levels’ by 
streamlining production and im- 
proving operating efficiency. The 
substantial increase in output last 
year was achieved by operating 





our manufacturing plant at 
Laurel, Miss., 24 hours a day and 
seven days a week. Realizing that 
the present seller’s market will 
ultimately switch back to a buy- 
er’s market, Masonite is con- 
ducting the most intensive sales 
training school in its history. 





(Continued from Page 70) 
of each type of insulation, an analy- 
sis of the way infra insulation 


works, installation procedures, a 
discussion of condensation and 
humidity, and an insulation chart. 
Copies of this booklet may be ob- 
tained free of charge by writing 
Infra Insulation Inc., Dept. AL& 
BPM, 10 Murray street, New York, 
m2 


Aluminum Moulding Catalog 


A new condensed aluminum 
moulding catalog has been designed 
as a moulding guide to acquaint 
people in the building trade as to 
the manifold application and use of 
metal mouldings in new and old 
construction. The guide, contain- 


ing information on straight face 
nosings, no-drip nosings, cove gec- 
tions, counter edgings, cap sections, 
stair nosings, etc., was introduced 
at the recent Building Maintenance 
and Supplies exposition in New 
York. It is now available to those 
who write Standard Moulding com- 
pany Inc., Dept. AL&BPM, 1 Junius 
street, Brooklyn 12, N. Y. 


Straight Corner or Arch Bead 


A single product with two uses 
is being announced. A new arch 
bead may be used equally well as 





straight corner bead or as arch 
bead. To use Alabama A-4 stand- 
ard arch bead for arches and other 
curved work, it is merely necessary 
to snip one wing at the slots and 
then bend to shape. It is said to 
bend easily and quickly without 





for 
LUMBER 
VENEERS 
DOWELS 
BOBBINS 


..eand all wood prod- 
ucts, rough or smooth. 

















INSURE AGAINST GREEN LUMBER 
- « « fest moisture as low as 0% 


Avoid errors which result in warping, shrinking, cracking and other 
failures due to improper moisture control. Test flat, curved, rough or 
irregular materials—in three seconds or less—without marring surfaces. 


Moisture Register gives you accurate tests from high percentages 
to lowest ranges at the press of a button. Based on the principle of 
high frequency, power absorption, there's a model to meet your re- 
quirements. Completely portable—easy to use. No points to break 


off or mar surfaces. 


Write today for complete information, specifying type of material 
and range of moisture content to be tested. Moisture Register Com- 
pany, Dept. A, 133 North Garfield, Alhambra, Calif. 
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eo December 


THURSTON-FLAVELLE 


PORT MOODY, B. C. CANADA 





Limited 





Manufacturers of 


RED CEDAR 


SIDING 


and 


SHINGLES 


Distributed through the 
Wholesale Trade ex- 


clusively. 
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Paul Bunyan Faces the New Year 


Assuring his friends of continued service, Paul extends his 
sincere thanks and best wishes for the coming year. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 


SUSANVILLE CALIFORNIA 


HARA RA RRR DEALER’S CHOICE 
for | | 


Our Best 1947 
ALL- AMERICAN | 
PAINT PRODUCTS ' 


Dependable quality paint with truly all- 
American — your own home-grown — soy 
bean oil incorporated, producing a re- « 
markable white, self-cleaning, durgble 
LEAD house paint — 

















pores 
















Christmas Greetings 


To All 
* 


And Wishes For 
A Happy Prosperous Year 


During 1948 
_— COMMONWEALTH 


SOY BEAN OIL HOUSE PAINT 


Our Sincere Thanks to all our friends 


i 

; 

i 

; 

; 

: | 
if and customers for their past and current 
i 

i 

i 

i 





An all-purpose Exterior Paint . 
for houses, barns, fences, etc. 


HONORABLE MENTION: 
FIBROSEAL Bright Red Barn Paint 
COMMONWEALTH Super-Brilliant Aluminum 

Specialty Coatings 
(Alcoa Approved) 
% EXTERIOR—House Paint 


% INTERIOR—Heat-Proof Aluminum Enamel 
¥% METAL-MASONRY—For Interior, Exterior Uses 


business. During 1948 we sincerely expect 
to give you better service and be in posi- 
tion to take care of even more of your 
lumber requirements. 


4 


Longleaf & Shortleaf Yeliow Pine 
Southern Hardwoods — Cypress 
Boards — Dimension — Timbers 


Satisfy your customers—and bring them back for more. Write 
today for full information. 


COMMONWEALTH VARNISH CO. 
4124 W. Parker St., Chicago 39, Ill. 


Putnam Lumber & Export Co. 


P. O. Box 928 
Jacksonville, Florida 
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Custom Milling and Resawing in Transit 


We have recently installed a new Yates-American A-62 Planer and Matcher and 
are prepared to do good quality work — and promptly. 


We also manufacture and wholesale 
Southern Pine and Hardwood Lumber 


Our Specialty: 2 x 4—8’ SLYP S4S Std. EE DET A/D 


CORINTH PLANING MILL CO. 
P. O. Box 501 CORINTH, MISS. Telephone 968 
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WHAT'S NEW? 





kinks or wrinkles. Key ‘for the 
plaster is provided by the scientific 
shape ang arrangement of the wing 
slots. The bead may be wired, 
nailed, stuck or clipped to all types 
of wall construction. Made of 26- 
gauge galvanized steel with 1% 
inch flanges, it is available in eight, 
nine, 10 and 12 foot lengths. Fur- 
ther information may be obtained 
from Alabama Metal Lath company 
Inc., Dept. AL&BPM, P. O. Box 
992, Birmingham, Ala. 


Decorative Plywood 


Dec-O-Ply is a new plywood 
product made by a process that 
etches or embosses in the face of 
‘the plywood such designs as 
leather, graining, floral patterns 
and geometric patterns. The ply- 





wood is treated with a special 
etching solution and then the de- 
sign is embossed into the surface 
by the application of heat and 


pressure. This process can be 
done on any species of wood and 
on any size panel up to 48x96 
inches. So far the patterns avail- 
able are all leather graining such 
as alligator, python, lizard and 
sharkskin. Some of the suggested 
uses are wall panelling, counter 
tops and fronts and display fix- 
tures. The leather grain in the 
wood is sprayed with lacquer, 
either in solid color or a two-toned 
antique effect. Effects can be ob- 
tained through the use of clear lac- 
quer or colored lacquer and letting 
part of the wood grain show. For 
more complete information write 
Aetna Plywood & Veneer company, 
1732 Elston avenue, Chicago 22, 
Tl. 


Three-Way Door Chime 


The new chime features three 
completely different musical sig- 
nals. The first is a continuous har- 
mony chord that sounds as long as 
the caller presses the button; the 
second sounds two symphonic notes 
in sequence; the third is a single 
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resonant note. Signals can be used 
for the front door, the back door 
and for a side entrance or for code- 
paging members of the family. The 





company supplies the dealer with 
an attractive counter merchandiser 
which shows off the chimes to good 
advantage and invites customers 
to hear the notes. For more com- 
plete information about the Chord- 
ette III, available in chrome or 
brass, write Edwards & company, 
Dept. AL&BPM, Norwalk, Conn. 


Window Cleaning Unit 


The new Mity Mist window 
cleaner is a complete window clean- 
ing tool requiring only one-hand 
operation. Clear water is sprayed 
on the window or mirror from the 
cleaner and an attachment dries and 





polishes the glass. It is said to be 
made of strong and durable mate- 


rials which are rust and corrosion 


resistant. It comes complete in an 
attractive package. The suregrip 
bottle design is said to prevent slip- 


ping. For more complete informa- . 


tion write Columbia Industries, 
Dept. AL&BPM, 19th avenue & 
36th street, Long Island City 5, 
N. Y. 
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Locking Electric Plug 


Made of Neoprene, Neolock has 
all metal parts made of handdrawn 
spring brass with strain relief jp- 
corporated in the plug. Neolock 
fits into any standard receptacle. 
The plug is pushed into the re. 
ceptacle, the plunger pushed and 
sliding wedge locks prong tightly 
against receptacle contacts. Neo- 
lock is quickly removed by simple 
retraction of plunger that ip- 
stantly releases full pressure lock- 
ing contact and withdraws the plug 
in one motion. Suggested uses are 
for extension cords, portable tools 
and all appliances. For more com- 
plete information write Neoline 
Inc., Dept. AL&BPM, 130 §. 
Hewitt street, Los Angeles, Calif. 


Suspended Heater 


In the Pacific suspended heater, 
the heating element, fan assembly 
and gas controls are all completely 
enclosed. No boilers, no central 
heating system, and no ducts are 
required. It is said to install eas- 
ily and serve economically when- 
ever gas is available. Other units 
can be added where and as needed. 
The heater is suspended overhead, 
directing by fan a spread of warm 
air downward in the desired heat 
pattern. No floor space is wasted. 
A feature emphasized by the man- 
ufacturer isthe thermo-flo, a type 
of heating element which is claimed 
to deliver a fully balanced heat pat- 
tern. For more complete details 
write Naco Manufacturing com- 
pany, Dept. AL&BPM, Huntington 
Park, Calif. 


Automatic Water Heater 


A new automatic water heater 
engineered to use butane, propane 
or any mixture of liquefied petro- 
leum gases, has been announced. 
All models are completely auto- 
matic in operation. The gas water 
heater is similar in appearance to 
the oil-fired models and the outer 
casing is finished in white plastic 
enamel with maroon trim. Three 
sizes, 20, 30 and 45 gallon storage 
capacity, are offered. The heater 
uses the new Grayson Unitrol “A” 
which consolidates the thermostat, 
100 percent safety shut-off valve, 
main gas coek, gas flow control 
valve and pilot valve in one unit. 
The Unitrol is enclosed within the 
heater casing with only dials for 
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Free Display with WOOD SCRAPER ASSORTMENT 


Assortments No. 790 and No. 1200 (Illustrated) offer bonus profits 
bringing greater returns on your investment dollars. Assortments pro- 


_ vide you with all models of FLETCHER scrapers without overstocking, 


plus extra blades without cost to you. 


Ask us for more information. Do 
you have our new catalog No. 741-B? 

















“Peace Be Unto You” 
* 


_ The Very Best 
Season’s Greetings 


from 


Louisiana Central 
Lumber Co. 


Clarks, Louisiana 
oO 


vidtuilaaieeses of 


SOUTHERN PINE 


BAND-SAWN SOUTHERN © 
HARDWOODS 


OAK FLOORING 











THE FLETCHER-TERRY CO., FORESTVILLE, CONN. gf _'”© Cam Furnish in Mixed or Cer Lote 2 
















BEM SBSH 


7|| LONG and SHORT LEAF - 
(| YELLOW PINE = 
t| and HARDWOODS = 


pum nmnen ae 


@ BAND SAWN 

@ PROPERLY MANUFACTURED 
@ CORRECTLY SEASONED 

@ CAREFULLY LOADED 

@ KILN DRIED 

@ AIR DRIED 





Send us your 
inquiries and orders. 








Shipping Point: Fitzgerald, Ga. on S.A.L.RR. 


CAMPBELL 
COAL COMPANY 


238 MARIETTA ST., N. W. 
P. O. Box 1498 


ATLANTA 1, GEORGIA 
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FOR SALE 


Ponderosa Pine 


TENT POLES 


KILN DRIED—BRIGHT—PERFECT CONDITION 

















SUGGESTED USES—table & chair legs—toys—dowels— 
broom & tool handles — picket fence — closet poles — 





baluster poles — mouldings of every description, etc. 
quantity dimensions 
450,000 134", octagon, x 6'2” 


350,000 134", octagon, x 4’9” 


*each pole has a 2” galvanized steel pin 4 deep on 
one end. 


Packed 12 to a steel strapped bundle. 


PRICES 
qucntities 6'2"’ poles 4'9"" poles 
§,000 lots 10c ea. 9c ea. 
10,000 lots 934¢ ea. 834c ea. 
15,000 lots . Mac ea. Bi/, c ea. 
20,000 up §c ea. ic ed. 


*all prices FOB Montgomery, Alabama. 


WM. T. FOSTER METALS CORP. 
55 Kilby Street — Boston 9, Massachusetts 
Liberty 2-4747 


Zz 
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Greetings 


Ye 
i 


M to Customers 
a and Friends 


a Everywhere 
NS 
1 


SEIS 
SAN 


S 


Southern Pine Lumber Co. 


General Sales Office, Texarkana, Texas 


Mills: Diboll and Pineland, Texas 


Dependable Shippers Since 1890 
— and for Years to Come. 








Yuletide Greetings 
from Crowell 


For more than 50 years Crowell has taken pride in maintaining 
high standards of quality and service. While demand for Crowell 
products has outrun our facilities to produce in recent years, and 
we've frequently been unable to maintain our usual prompt serv- 
ice, there has been no interruption in Crowell quality. 


Today Crowell is producing from an exceptionally fine stand of 


VIRGIN LONG LEAF and SHORT LEAF 


The quality of this timber is superb. 


It produces a beautiful 
grade of lumber, particularly finish. 


May the New Year be good to you and yours—and may it bring 
us an opportunity to give you real Crowell service on all of your 
Pine lumber requirements. 


CROWELL LONG LEAF 
Lumber Company, Inc. 


—_ 








Long Leaf, La. 














J 





WHAT’S NEW? 


water temperature selection and 


fuel flow visible. For more com- 
plete details write the Coleman 
company Inc., Dept. AL&BPM, 
Wichita, Kans. 


New Marsh Products 


Several new items of interest in 
the Marsh Wall Products line are 
being introduced on the market. 
One is an entirely new line of bath- 





room accessories. These include 
towel rods, soap dishes, glass and 
toothbrush holders, and recesses, A 
counter display board offers point- 
of-sale display. Another item added 
to the line is an improved polish 





which was developed for Marlite 
wall panels, but is also a general 
purpose polish which is said to 
clean, wax and polish in one opera- 
tion. The company has now gone 
into regular production on its Hori- 
zontaline pattern of wall covering 
and Marlite wood patterned wall 
panels. The Marsh C-400 house- 
hold adhesive and Marsh C-100 
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R. A. Holmes C. F, Mimnaugh 







—— “If It's Made of Wood We Sell It” 









525 CORBETT BUILDING—PORTLAND 4, OREGON 


a” ra West Coast Species 


LUMBER... 4 
% MILLWORKAT "SG * % MOULDINGS , INDUSTRIAL CUT STOCK 


%& FURNITURE DIMENSION STOCK 








ee ee ee ee See SS 
Oregon Lumber Co. Merry Cnsetnes 
Baker, Oregon Av ran Year 


MEMPHIS, TENNESSEE 


wy 


ANDERSON-TULLY 
COMPANY. . 


Hardwood Fooring Finished Dimension 
Semi-Finished Dimension 


BAND-SAWN SOUTHERN 
HARDWOODS AND CYPRESS 


Commercial Veneers 
Boxes and Crates 


“OVER 55 YEARS IN LUMBER INDUSTRY" 


RO L | o O RF 1D “The Active Truck is the Money-Maker™ 
LUMBER TRUCK BEDS Since 1918 


Complete Beds Shipped KD 


EASILY MOUNTED 
Write for Catalog & Prices 


Pioneer eastern Oregon mill—in operation 58 
years. Under our sustained yield plan of opera- 
tion, the past 58 years of performance is just 


a starter for future delivery of our products. 


—— 


Manufacturers 


Famous “John Day” 
Ponderosa Pine 


erat 


ee 


Since 1889 


v=<4 




















The R-B COMPANY, 1921 Guinotte, KA KANSAS CITY, Mo. 
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caulking are other new items which 
are just being introduced to the 


trade. For illustrated leaflets and 
more complete information on these 
products as well as the company’s 
aluminum moulding line write 
Marsh Wall Products Inc., Dept. 
AL&BPM, Dover, Ohio. 


New Type Attic Fan 

Shown here is an_ installed 
packaged home cooling fan. It is 
made of light, neutral colored 
enamel baked on heavy aluminum 
which will harmonize with home 
interiors. In addition to creating 
a cooling breeze through parts of 
the house, it ventilates in winter 
and removes odors and stagnant 
air. Built-in fuse link and motor 
switch controlled by shutter action 
will close shutter and stop fan 
simultaneously when air tempera- 














Holiday Greetings 


Sample of the Quality of A-Y Timber 


1948 we may be able to build up a larger inventory and thus assure 
our old-accustomed service in A-Y dependable quality Ponderosa 
Pine yard stock, factory lumber, mouldings and industrial items. 


Member Ponderosa Pine Woodwork 


Customers 
and 
Friends 
Everywhere 


w 


May the New 
Year bring you, 
one and all, 
health, happiness 
and_ prosperity. 
Thanks for your 
business these 
past twelve 
months — and 
your patience 
when we've been 
unable to supply 
you. We sincere- 
ly hope during 








iexander-Yawkey Lumber Co. 


A: SO Lal ros 


»m he S Y § ‘ ert p 


Primeville, Oregon 


tures rise above dangerous point 
thus giving automatic protection 
against fire hazard. It is said to 


be easy to install and does not re. . 


quire any building materials. Unit 











is less than 18 inches high and 


occupies only 40 inches square. 
Pull: chain opens and closes shut- 
ter, starting and stopping fan. For 
an illustrated folder and more com- 
plete information write Hunter Fan 
and Ventilating company, Dept. 
AL&BPM, Memphis 2, Tenn. 


Combination Lift-O-Krane 


Lift-o-Krane meets present-day 
industry’s requirements for a ma- 
terials handling vehicle which will 
perform varied applications and 





LiET-0-KRAME 
THE COMBINATION MACHINE 





as Fark bi Peck 
we ace Vrach 


speed up the flow of goods. It can 
be used as a mobile crane, as a 
fork lift truck and as a ram truck. 
It handles loads of any shape or 
size up to five or 744 tons—boxes, 
bales, barrels, bundles, crates, coils 
and rolls. It transports and tiers, 
stacks and stores, loads and un- 
loads. It can be used indoors and 
outdoors. It has front wheel drive. 
For more complete details write 
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Model 5 


Electric Swing 
Cut-Off Saw 


Now equipped with latest Fairbanks- 
Morse % H.P. motor. Uses no 
weights or springs— motor weight 
balanees beam and blade . . . assures 
free, easy swing . . . automatically 
returns blade to resting position. 
Any unskilled worker can operate it 
safely and successfully. Has 10” 
blade for 3” x 12” capacity. Other 
models with capacitjés up to 4” x 14” 
and 5” x 16”. 





New Model 5 
The H & A 6” Jointer, H & A 14” Band Saw, and H & A Wood- 


master are also available. Write for complete information on 


thee H & A Quality Woodworking Tools. 


Heston &@ Anderson 


Established 1921 
606 W. Kirkwood St., Fairfield, Ia. 











DIVISION OF ST. PAUL FOUNDRY AND MFG. CO. 





HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH © BEECH @ OAK 
STRIP @© BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 


e 
Custom Kiln Drying 


Q 
Members: M. 7. M.A. NL. LA. ON. 8 HM A. 


OCOnTO, WISCONSIN 
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pes a 
Logged in 1936-1937 


HARDWOODS e WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


QUALITY LUMBER Kiln-dried 


Ene sapieiemniiaiea ale 


Air-dried 











Sturdy Young Timber Re-Growth on Camino Tree Farm 


GREETINES 


Best wishes to customers and friends throughout the 
trade. Our thanks for your patronage this past 
twelve months. We plan continuance of the well- 
known quality of Camino products and the best 


service possible to deliver. 





MEMBER WESTERN PINE ASSOCIATION 


Michigan - California 


Lumber Company 


CAMINO, CALIFORNIA 

























Diamond Points are packed in a new package 
which prevents breaking of “sticks.” They are 
made by an exclusive Red Devil process from 
especially hard metal, treated against corro- 
sion. Come stacked in strong sticks of 100 points 
each to fit driver. 


Two SIZES 

No. 1 Diamond Points 
3/8” long for No. 1 Red 
Devil Diamond Point 
Driver. 5,000 points (50 
+ sticks) to a package. 

pe of No. 2 Diamond Points 
= 1/2” long for No. 2 
~ | Driver. 4,000 points (40 
Se, \ sticks) to a package. 


Seseter arceegecee 


_ RED DEVIL TOOLS. 

































WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WiLL NOT SHRINK| 
STICKS AND STAYS Pu 
oe mec, 





Most dealers report: 4 
“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s. Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this . 
nature. Use it yourself, and you'll quickly 
see why it sells-so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty des not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
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( Here's the one that 









DONALD 
DURHAM 
COMPANY 
Des Moines 4 
lowa 








WHAT'S NEW? 





Silent Hoist Crane company Inc., 
Dept. AL&BPM, 841 68rd street, 
Brooklyn 20, N. Y. 


Metal Door Canopy 


Dealers and home owners will 
be interested in a new Lumi- 


Shade, a door canopy that keeps. 


doorways free from rain, snow, 
sleet and sun. The shade is con- 
structed of aluminum and comes 
complete in one compact package 





It is avail- 


ready for installation. 
able for immediate delivery. The 
roof parts are constructed of rolled 
aluminum sections designed to in- 


terlock with each other. The 
canopies are finished in baked 
enamel colors which are said not 
to chip, crack or fade. The canopy 
is ventilated at the edges and is 
designed to drain water and snow 
to the gutter and off the side at 
the corners. For an _ illustrated 
folder and additional information 
write Thabet Manufacturing com- 
pany, Dept. AL&BPM, 626 Huron 
street, Toledo 4, Ohio. 


New Shelf Unit 


The frame of a new completely 


fabricated shelf unit is of clear 
Ponderosa pine with shelves and 
ends of Presdwood. The shelf unit 
is put together with cadmium 
plated hardware and no nailing or 
cutting is necessary for assembling. 
The shelves can be painted or deco- 
rated to fit any surroundings and 
come completely packed in a carton, 
ready for assembly. The basic unit 
stands three feet high and the 
shelves are three feet long. Units 
can be mounted one over another 
to make shelves six, nine or 12 feet 
high and extension units can be 
used to build shelves any length 
in multiples of three feet. The 
shelves can be set up in many dif- 
ferent ways. For more complete in- 
formation write Edward Hines 
Lumber company, Dept. AL&BPM, 
2481 S. Wolcott avenue, Chicago 
8, Ill. 





Sliding Door Hardware 

Feature of the Kennatrack line 
of sliding door hardware is the new 
Kennalock. It unlocks with the 
same natural motion used to open 





the door. 
tracks are said to minimize warp- 
ing because the load factor is ver- 


Kennatrack sliding door 


tical and not horizontal. The |at- 
est addition to the line is the Series 
400. It has vertical adjustment to 
allow for settling of walls and floor. 
Larger wheels with neoprene tires 
assure smoother noiseless opera- 
tion. For further information 
write Jay G. McKenna Inc., Dept. 
A712, Elkhart, Ind. 





Dealers Say: Yes, 
We Are Building Homes 
(Continued from Page 73) 


shortage, there have been more 
houses under construction here 
than before the war. If the Gov- 
ernment steps in to build houses, 
and takes all the available mate- 
rials on priority, it will put a stop 
to all private building. The local 
contractors have all the work they 
can handle.” 

J. H. Chapman, president of the 
C. W. Chapman Lumber company, 
whose operations in many mid- 
western towns are guided from 
their Waterloo, Iowa, headquar- 
ters, decries federal control and 
regimentation as responsible for 
many of the housing problems we 
have today. 

Mr. Chapman goes on to say that 
in spite of every handicap created 
by the Government, home build- 
ing has increased tremendously in 
the past year. He says: 

“Here in this small company we 
have learned that the public is 
really interested in learning the 
true facts. The only way we know 
to get the story to the public is by 
advertising. Senator Taft gets his 
socialized housing propaganda on 
the front pages of newspapers un- 
der the guise of news. Building 
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Northern White Pine 
Norway Pine 


RAINY LAKE LUMBER CO., Ltd. 


SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Reiny Lake, Ont. 
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Authentic colonial reproduction from Gregg’s extensive 
line of Corner Cabinets. Sturdily made of ponderosa 
pine and plywood, complete with hardware (L&H hinges 
not included). Scientifically cartoned for ease in assem- 
bly. Sold only through recognized dealers. Illustrated 
booklet on request. 


ee & SON, INC. 
NASHUA, NEW HAMPSHIRE 























or fart, dependable seruice on 
BUILDING SPECIALTIES 
Rely on 
FIDDES-MOORE 


e Plywood Sub-Flooring 

e Concrete Form Plywood 

© Stanwall Hardwood Panels 
© Glass Wool Insulation 


e Westbilt Kitchen Cabinets e Hardwood and 
Softwood Plywood @ Overhead Garage 
Doors @ Douglas Fir Doors 

Phone or write for 


ovaury 2D SERMICS details and prices. 
FIDDES-MOORE s COMPANY 








Sales and Service Offices: 


228 N. LaSalle St., Chicago 1, Ill. « Tel. CENtral 5875 
PROMPT SHIPMENT FROM HAMMOND, INDIANA 
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Merry Christmas 
from 


THE GREEN LUMBER CO. 
LAUREL, MISS. 


Prefabricators of 
Homes and Other Structures 
“for over a Quarter Century 
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material dealers must spend a 
little money to get their story on 
the back pages as advertisements. 
We are willing to work hard to 
convince the general public that we 
are working for its good, and for 
its rights, too.” 

C. R. Burks, manager, First 
Lumber store, Port Arthur, Tex., 
has this to say: 

“We explain our position to our 
townspeople by calling attention to 
the fact that nearly every day in 
local newspaper and over canned 
radio news they are informed that 


private industry has fallen on its 
face, so to speak, in taking care of 
housing. Yet the actual facts are 
that there have been more houses 
completed from the first of Jan- 
uary to this date than in about any 
other similar period in the history 
of the nation. 

“We have numerous jobs we are 
furnishing that:the owner is build- 
ing with his own. labor or donated 
labor by friends, where five room 
cottages are ‘not exceeding the 
owner in cost of $5500. Some are 
even building. them as low as $3500, 





1896 





.- 51 YEARS OF STABILITY -- 


ry 


— 





= GAY ye have a jolly good time this holiday season. We'd 
“like all of ye to join in with us in celebrating the fifty-first 
Christmas of Scotch Lumber Co. here at Fulton, Alabama. 


And a Happy New Year to ye too! Our wish is that each and 
every one of you may’have a successful and prosperous 1948. 


For ourselves, we pledge continuance of the high g 
standards of quality maintained by Scotch Lumber Wde 


for over 51 years. 
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SCOTCH LUMBER co. 


SOUTHERN PINE 


SOUTHERN HARDWOODS 


BULTON. ALABAMA 


Mixed Cars a Specialty 
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Member SPIB and NHLA 


and on down to the $2500 mark de- 
pending on house size. 

“We are also doing another thing 
that seems to be rather popular; 
that is, we build the outside hull 
of the house and turn it over to 
the owner to complete. More defin- 
itely, this covers the concrete 
blocks, the base foundation, all the 
exterior framing, insulation felt on 
the outside studs, wood siding, 
composition roof, floor, windows, 
and outside doors. 

“This done, the owner has.a place 
in which he might take his time to 
complete the structure. We esti- 
mate that by his carrying through 
a program of this type, he is able 
to save from $1000 to $1500 on his 
over-all cost of the average five 
room cottage.” 

in less than four weeks, the Con- 


* necticut Lumber company of Wa- 


terbury, Conn., sold 19 homes, as 
the result of the effective merchan- 
dising of a basic pian suitable for 
people of only moderate incomes. 

Ralph J. Tremaglio, president of 
the company, thinks that although 
it couldn’t change the trend to 
higher costs in home building, it 
could, and did, change the think- 
ing of lots of people by giving them 
the true picture of costs. Mr. 
Tremaglio says: 

“We placed special emphasis on 
the fact that all building materials 
could be bought for only $2600. The 
first few weeks, we sold 12 houses. 
We also helped many of our cus- 
tomers to find reliable contractors 
to build.” 


Here, then, is the evidence— 
fragmentary at best, of the broad, 
helpful intelligent and useful serv- 
ice being rendered day in and day 
out by the honest interested indi- 
viduals in the building industry, 
who are providing thousands of 
new home daily throughout the 
country, for thousands in the low 
and middle class income brackets 
who need them—and who are get- 
ting them. 


Action such as this carries with 
it no broad generalities, which 
serve only to confuse; which make 
no differentiation between ideal 
housing situations that emphasize 
improvements far beyond the ac- 
tual, positive and immediate needs 
which exist and are capable of be- 
ing satisfied. 


It is a kind of service which 
flourishes best unfettered, under 
the banner of freedom; which per- 
mits the play of initiative and 
courage; which reflects its work- 
ings in the actual accomplishments 
that are a matter of record. 
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CONNOR 


FOREST PRODUCTS SINCE 1872 


“LAYTITE” MAPLE FLOORING 
THE WORLD'S FINEST — BAR NONE | 


Write for illustrated 75th Anniversary Booklet 


CONNOR LUMBER AND LAND COMPANY 


PHONE No. 3 MARSHFIELD, WIS. P.O. BOX 112-A 


Behind The Mulls — The Connor Timber Stands 














IN THESE DAYS OF GREEN LUMBER Greetings 


it is essential that moisture content 
be checked by the most reliable 
electrical method yet devised. . to One anc All 


You need a moisture meter of ex- 

ceptionally wide range, to test lum- 1918 ~ 1947 
ber that may be far above 30% in 
content. Our meters will do this. ®& 


Designed for and in use by U. S. 
Forest Products Laboratory. 

We are proud of the fact that many of our cus- - 
tomers have been with us for over a quarter cen- 
tury. Devoting special attention to reforestation, 
we expect to continue to serve the trade for many 
years to come. 


The A. B. Carroll 
= Lumber Company 


HURTSBORO, ALA. 


Accuracy automatically sustained. 
No adjustment before or during 
tests. 


IMMEDIATE SHIPMENT 


Kaydel Moisture Gauges Manufacturers 
Suite 207-8, 126 Liberty Street Short Leaf Pine Lumber 
New York 6, N. Y. } Mills: Hurtsboro, Ala. 





























TARTER, WEBSTER & JOHNSON, INC. 


No. 1 Montgomery St., San Francisco -« P.O. Box 1731, Stockton, Calif. 


Manufacturers of 


Ponderosa Pine, Sugar Pine, White Fir, Incense Cedar 
Lumber, Mouldings, Cut Stock 
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FOR PROFIT 


PROTEXOL 
vuoor LUMBER 


Protected against 


mi RE TERMITES 


AND DECAY 


Protexol offers the ONLY treat- 
ment combining fire protection 
plus decay and termite resistance 

. the result of 50 years of re- 
search in wood preservation. You 
make friends selling this lumber. 
Gain good willl The market is 
yours for the asking. 





105 Market St., 
KENILWORTH 9, N. J. 






Nationally 
Advertised 











Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED mes 

pectacular Pent+up 
90% Red Heart Demand for SUPERCEDAR 
or Better te —_ gratifying = 
ealer, reserve space for 
100% Oil Content it in your ped wane are 
goine to make it availa- 
ble to you as rapidly as 

conditions will oe. 





Product of 


GEO. C. BROWN & CO. 


GREENSBORO, N. C. 





LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLO 
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NATIONAL TEAMWORK 
(Continued from Page 64) 


eliminate spotty shortages or the 
distribution of building materials 
through spotty channels which con- 
tinues to add to construction costs. 

Correction of some existing leg- 
islation would go far toward in- 
creasing production and eliminat- 
ing shortages. 


Amend Wage-Hour Law 

WHEN materials are short, men 
must go to work to produce those 
materials. The problem i is as simple 
as this and there is no alternative. 

Existing Wage and Hour provi- 
sions under the Fair Labor Stand- 
ards Act were developed with the 
thought of spreading the available 
work among as many men as pos- 
sible. 

Today we are faced with short- 
ages of finished products, but little 





Dealers with Trainees 


DEALERS who have veterans 
in their organization in training 
under the GI Bill of Rights are 
reminded of three definite obliga- 
tions to comply with the law. 


1. A progressive wage increase 
during the period of the training 
program. 


2. A detailed list of duties in 
which the trainee is engaged. 


3. A program including 144 
hours of related training each 
year during the life of the con- 
tract. This may be classroom 
training, a home study course or 
some other form of related study. 











shortage of finished products, plant 
capacity or man power. 

The Wage-Hour law, as presently 
written, is one stumbling block 
that prevents existing manpower 
from producing a sufficient quan- 
tity of products. 

Plants must be enabled to pro- 
duce six days a week and 24 hours 
per day. Overtime provisions cur- 
rently make it impractical for 
many manufacturers to operate 
three shifts in 24 hours or to op- 
erate economically on a _ six-day 
week. 

Elimination of the overtime pro- 
visions in the law would not result 
in less take-home pay; it would re- 
sult in more pay since thousands of 
concerns find it impractical to pay 
time and a half for overtime, hence 
the men are neither working over- 
time or getting additional pay. 

Insofar as this law fosters and 
encourages shorter work hours and 
shorter work weeks, the Wage- 
Hour Law fosters the present 
scarcity of finished products. Few 
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manufacturers care to increase 
production when such production 
increases the unit price of every 
item produced or eliminates the 
profit on items produced under 
overtime pay provisions. This pro- 
duction can be discouraged by elim- 
inating the overtime provisions in 
the Wage-Hour Law. 

It is suprising that none of the 
major political parties have come 
out with this type of program. It 
would certainly help whip the spec- 
tre of scarcity. The elimination of 
shortages would curb any tendency 
toward inflation and gradually re- 
duce the cost of living. 


Controls are Dangerous 


BECAUSE our housing gains of 
last year could not have been made 
under government controls, the 
board members of our association 
are seriously concerned over the 
President’s proposals to _ revive 
price, allocations and priority con- 
trols. 

Although building materials were 
not specifically included in the 
President’s control recommenda- 
tions, the Secretary of Commerce 
recently requested them. If con- 
trols were applied again to the 
production and distribution of 
building materials it would result 
in less production and a return of 
the black market. 

The implications of the Marshall 
Plan seriously affect the question 
of export controls on lumber and 
building materials. Some lumber 
and building materials are already 
being exported to other countries. 
Any additional building materials 
exported will directly affect the 
number of homes that can be con- 
structed in this country. 

Congress has already indicated 
its determination to renew the Ad- 
ministration’s export control au- 
thority. 











“And in just a moment or so, folks, you'll hear 
from the president of the Eastside Boys’ Club” 


FRANK OWEN 
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L. D. Eldot Resigns As 
Building Products Manager 
Of L. Sonneborn Sons, Inc. 

Leon D. Eldot, manager of the 
Building Products division, L. Son- 
neborn Sons, Inc., New York, has 
announced his resignation as of 
Dec. 31, 1947. 

Mr. Eldot has been very active 
in the industry, having just com- 
pleted his term of office as presi- 
dent of the New York Paint, Var- 
nish & Lacquer association. He is 
also a member of the Sales Execu- 
tives club, American Marketing as- 
sociation, Advertising Club of New 
York. 


Mill & Mine Supply, Seattle 
Celebrate 40th Anniversary 
Mill and Mine Supply Inc., Seat- 
tle manufacturers of the Titan 
power chain saw and Titan amal- 
gamator, recently celebrated the 
40th anniversary of its association 


WM Whe MEWS 


with the logging and mining indus- 
tries. 

The company established its first 
store in 1907 at the Seattle water- 
front and occupied a small one- 
room building. The company oc- 
cupied two additional locations be- 
fore establishing themselves in 
1931 at their present spacious head- 
quarters. 

Mill and Mine Supply pioneered 
the manufacture of gasoline pow- 
ered timber saws in the United 
States, and in 1939 the company be- 
gan manufacturing the first Titan 
power chain saw. 


Calvert Carey Elected 
President of Yale & Towne 
Calvert Carey has been elected 
president and Fred Dunning has 
been elected executive vice presi- 
dent of the Yale & Towne Manufac- 
turing company, New York. 
Calvert Carey is the fifth presi- 
dent of the 79-year old company, 


succeeding the late W. Gibson 
Carey Jr., who died suddenly on 
Oct. 4. Calvert Carey joined Yale 
& Towne in March, 1934, as assist- 
ant to Joseph A. Horne, vice presi- 





CALVERT CAREY, president of Yale & Towne 
Manufacturing company. 


dent. He became director in 1942 
and was elected vice president in 
charge of manufacture when Mr. 
Horne was elected chairman of the 
board in 1943. 

Mr. Dunning will continue to 
serve as secretary and treasurer of 








A Cheerful Christmas 
To You All 


BAND MILLS: 


VESTAL LUMBER & MFG. CO. 


INCORPORATED 


Columbia, S. C. 


of Peace and Prosperity 


KNOXVILLE, TENN. 


Knoxville, Tenn. - 


A Happy New Year 


Sardis, Ga. 
Erwin, Tenn. 














J. P. RINN 


Yard and Warehouse 


Chicago 23, Ill. 
BiShop 4060 





2759 So. Kedzie Ave. 


Rinn -dcott Lumber Company : 


LUMBER and LUMBER PRODUCTS 


Concentration Yard 


Redding, California 
~ P. 0. Box 6 


H. V. SCOTT 


General Office 


a 


360 No. Michigan Ave. -| 


Chicago 1, Ill. 
RANdoiph 4878 
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RA ACCORDION ALUMI 
’ INSULATION TESTED 


The report of the Armour Researc 


i ‘nois Institute of Tech 7 
Foundation of Conduction, or C Facto — 
— K-4 Infra Accordion —— 
. be to be as follows: -052 ~~ m4 4 
wae - 083 upward heat. Samp S 
ward heat; - vente 


tested were fro regular prod 
































NOTE: 
-052 downward heat equals 6 1/3” rockwool 
-083 upward heat equals . . 3.97” rockwool 








For better insulation ... extra profits 
on every job, learn about Infra. Write 
for information and samples. 


THERMAL C FACTORS STAMPED ON 
EVERY CARTON 


ALUMINUM AND TRIANGULAR 


REJECTS ° AIR CELLS 
INFRARED RAYS INC CONSERVE WINTER HEAT 


REPEL SUMMER SUN 
10 MURRAY STREET: NEW YORK,NY 


PROMPT 
SHIPMENT 


Waterproof 
Building 
Paper 


, 
\% 
f7 

Pca 
a. 

“és 
yo 
<A 
&¢ 
te 
We 
=a 


Write for sample 
and price list. 


ec] 
Sout 


SS 
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Hosking Paper Co. 
Wilmette, Illinois 
Phone: Wilmette 985 


FREIGHT PREPAID 


Shipped from 
Chicago, St. Paul or Kansas City 











Christmas 
Greetings 
_— the 


LONE STAR 
STATE OF 
TEXAS 





Again the happy Christmas time... and again we 
wish you Christmas joy, and a happy journey 
through 1948. To customers, old and new, sincere 
thanks for your patronage. May the New Year bring 
you everything that’s good. 


LACY H. HUNT LUMBER CO., INC. 
J. S. HUNT LUMBER C0., INC. 


Nacogdoches, Texas 


Manufacturers, Wholesalers, Exporters 
Yellow Pine and Hardwoods 


Mills at: Willis and Lacyville, Texas 


Lacy H. Hunt 


Pres. & Gen. Mgr. 


Serving the Trade 
Since 1906 
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Your Key to 


FIRE PLACE 
SALES 











This 80-page book in the hands of contractors, home de- 
velopers and owners assures a steady sale of fireplace equip- 
ment and fireplace units. It keeps alive interest in this 
important phase of home life by pictures of attractive fire- 
a and helpful text. It promotes correct construction, 
ence satisfactory operation of fireplaces. Repeat business 
with minimum trouble results. Indoor and outdoor fireplaces 
treated in more than 300 designs and illustrations. Complete 
treatise on Heatsaver fireplaces that circulate heat with effi- 
ciency of a small furnace. Chapters on fireplace troubles and 
their cure, on two-way fireplaces, projecting corner fireplaces 
and Scandinavian types, as well as fireplace history, fire tend- 
ing, etc. Price to the public, 50c (60c in Canada). Compli- 
mentary copies to dealers writing on own letterhead. Special 
rate for customers’ supply. 


Consult our 16-page catal in American Lumberman 
Merchandiser, or a copy will be sent on request. 


THE DONLEY BROTHERS COMPANY 
13928 Miles Avenue Cleveland 5, Ohio 
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the corporation. He joined the 
company 25 years ago as chief ac- 
countant of the corporation. 


Johns-Manville Purchases 
Chicago Manufacturing Firm 
Johns-Manville corporation, New 
York, announces the purchase of 
Van Cleef Brothers Inc., Chicago, 
manufacturers of Dutch Brand in- 
dustrial and automotive products. 
The Chicago firm will be operated 
as a wholly owned subsidiary of 
Johns-Manville. No change is be- 
ing made in the manufacturing, 
merchandising or distribution sys- 
tem of Van Cleef, and the present 
personnel is being continued in 
the organization. Noah Van Cleef 
will remain as president and treas- 
urer and Felix and Paul Van Cleef 
will continue as vice presidents. 


Hardwood Grading Course 
Will be Held at Purdue 

The Department of Forestry and 
Conservation with the cooperation 
of C. H. Barnaby Lumber company 
is planning to hold another lumber 
grading school at Purdue univer- 
sity, Jan. 19-22. 

This is the third such course to 
be held at Purdue and the purpose 
is to give men engaged in the hard- 
wood lumber industry an opportu- 





CLIFFORD FOSS, vice president, Wooster Brush company, Wooster, Ohio, presents gold watches 

to 10 new members of the Wooster Brush 25-year Service club. Left to right: Clifford Foss, 

Mary Stoudenheimer, Harry I. Conn, Harvey E. Darr, Bessie B. Hughey, Ross Kistler, Glenn 
Spitler, Roy B. Franks, Jean Zapponi and W. R. Foss, president. 








nity to become familiar with na- 
tional hardwood lumber inspection 
rules, 


Further details may be obtained . 


from Roy C. Brundage, Depart- 
ment of Forestry and Conservation, 
Purdue university, Lafayette, Ind. 


Western Pine Association 
R. L. Cary Resigns from 


R. L. Cary has resigned as pro- 
motion manager for the Western 
Pine association, Portland, Ore. 

Mr. Cary has been with the as- 
sociation for 25 years and in charge 





THE NAME SILVER LAKE sTAmMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ rag 


Mills and Sales Office 


SILVER LAKE CO. 5 chonehcochee, ceorsia 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 











: “Sold through Regional Distributors 





E.D. FINISH 
No. 1 & 2 DIM. 
No. 1 & 2 BDS. 

MOULDINGS 


SERVICE 





SIMS LUMBER CO. 
SELMA, ALABAMA 


Manufacturers of 





“4% We Wish You a 
Merry Christmas and a Prosperous New Year 








C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer's Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 
Phone 169 P. O. Box 391 
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—_-—» Simonds Style F or Style 244 


Let us recommend which of these styles 
suits your job best. 


We can cut down your old inserted tooth saw that is 
slinging shanks, or letting the bits set crooked and it 
will be like new and only a little smaller. 


We can change your old solid tooth saw to inserted 














tooth. 


i 


SIMONDS 
» STYLE F 


the South. 


We do all kinds of practical 
repair work on circular saws. 


Best equipped saw factory in 


J. H. MINER SAW MFG. CO. 


Meridian, Mississippi 
Incorporated in 1912 
The Original Miner Service 


SIMONDS 
STYLE 2% fil 


™ aii 
x oe wy 














xt MWenry Christmas 
to Au... 


Our Best Wishes for the New 
Year to all customers and friends 


throughout the trade. 


MOBILE RIVER 
SAW MILL CO., INC. 


Sawmill, Oak Flooring Plant, Planing Mill 


Address: Mt. Vernon, Alabama, U. S. A. 
Cable Address: MRSCO 


Manufacturers of 
Export, Coastwise and Pa-|Band Sawed Hardwoods 


"Mt. Vernon" Brand 
Oak Flooring 


via Mobile, Ala. 








cific Coast Shipments move| Cypress and High Grade | 





Again in 1947, 
we are glad to extend our 


Woliday Greetings 


to all Our Friends, 
as we have since 1913. . 


Pianta 


the George N. Comfort Lumber Co. 


917 National City Bank Building 
Cleveland 14, Ohio 
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SELLING THE PRODUCTS OF 
*THE McCLOUD RIVER LUMBER 
COMPANY 

McCloud, Calif. . 
*THE. SHEVLIN-HIXON COMPANY 
Bend, Oregon 


~ *Member of the Western Pine Associa 
tion, Portland, Oregon. 


ee nea 











_. NEW YORK 


1604 Graybar Bldg. 
Mohawk 4-9117 





DISTRIBUTORS OF 


SHEVUN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, 


DISTRICT SALES OFFICES: ; 


” 
~ 
i hy ' | j % : [ 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 











MINNESOTA (PINUS LAMBERTIANA) 
CHICAGO SAN FRANCISCO 
1863 LaSalle-Wacker Bldg. 1030 Monadnock Bidg. 
Telephone Central 9182 Exbrook 7041 
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of trade promotion since the in- 
ception of the advertising program. 
He has not announced his future 
plans. 

S. V. Fullaway, secretary-man- 
ager of the association, has ap- 
pointed J. W. Sherar to succeed 


Mr. Cary. Mr. Sherar has been 
in the association trade promotion 
department for 10 years. 


M. T. McGoldrick, President 
Spokane Lumber Firm, Dies 


Milton T. McGoldrick, 53, presi- 
dent and general manager of the 
J. P. McGoldrick Lumber company, 
Spokane, Wash., died Dec. 2. 

_ Mr. McGoldrick was the son of 

the late J. P. McGoldrick, pioneer 
Northwest lumberman who founded 
the Spokane firm. 


automatic washer. 


Appointments and Promotions 


Announcement of the appoint- 
ment of J. J. ROBINSON and GLEN 
L. GRAFF as divisional sales man- 
agers has just been made by Marsh 
Wall Products Inc., Dover, Ohio. 
Graff and Robinson will serve the 


spectively. 


eastern and western divisions re- 


ROBERT M. GAUNT has just been 
appointed representative in Texas 
and Louisiana, with headquarters 
in Houston, for E. C. Atkins and 








COMPETING in a nation-wide window display contest sponsored by Bendix Home Appliances 
Inc., the Calcasieu Lumber company, Austin, Tex., won second place in one of the divisions. 
Center of the display was a framed replica of the gold and silver-plated millionth Bendix 


Feature of the window was the contrast of the old and new methods 
of doing laundry. 





company, saw manufacturers, In- 


dianapolis. 


The appointment of EUGENE J. 
HAGEN as assistant to the sales 
manager, Insulite division, Minne- 
sota and Ontario Paper company, 











Best Wishes for a Happy and Prosperous New 
Year to All Our Friends at Home and Abroad 


American Pitch Pine Export Co., Inc. 


Exporters of 


“APPECO" 


Brand 


PINE and HARDWOODS 


Pere Marquette Bidg., NEW ORLEANS 12, LA. 
Shipping From All Ports on the Gulf and South Atlantic 








We're Doing Our Part to Help 
Solve the Housing Problem 
We produced and shipped in 1947 all the home building 
lumber our facilities would permit, consistent with quality. 
We shall continue to do so in 1948. From the large amount 


of home building done in 1947, we believe that private in- 
dustry is effectively solving the housing problem. 


Seasons Greetings 
WALLIN LUMBER CO., INC. 
Columbus, Mississippi 


Manufacturers Band Sawn Southern Hardwoods, Cypress, Pine 
Kiln Drying, Surfacing and Resawing Facilities 








ALIFORNIA 


SUGAR & WESTERN 


od 1 LAC] 4, [on a Lom 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Pattern Lumber 
— é Py, EE Selects and 


Shop 


California Ponderosa Pirie 
Mowiings one Cut Stock 









 _ 





SAWMILL MACHINERY 


MANUFACTURERS of a complete line of sawmill ma- 
chinery . . . PORTABLE MILLS . . . BAND MILL 
CARRIAGES ... EDGERS ... TRIMMERS... 
SHOTGUN STEAM FEEDS... STEAM NIGGERS... 
LOG STOP AND LOADER . AUTOMATIC FEED 
TABLE FOR PLANING MILLS. WRITE FOR CATALOG 
AND “POWER HOUSE.” 


ew 





MILL SUPPLIES yy . Faved 
ee wipe CI/1 ry | 

Ca i wr ix ‘4 

transmission of 

power.’ " 
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BORNAMENTAL WROUCHT IRON 


Interior and Exterior Iron Rail- 
ing, Window Guards, Ladders, 
Area Gratings, Cellar Doors, 
Overhead Arches, Porch Col- 
umns, Pipe Railing. 


Also manufacture swing- 
ing, Sliding and Folding 
Gates for every purpose. 


Office and Factory: 


2110 Florence Ave., Zone 6 


























CINCINNATI IRON FENCE C2 INC 





CINCINNATI OHIO 






































Sager _ 

Wishing All of Our Friends a 

Most Joyous Christmas and 

Prosperous New Year 
® 
: . BISMARCK, MO. 

: 
: Wistar, Underhill & Company 
: Wholesale Lumber & 
1520 LOCUST STREET, PHILADELPHIA MANUFACTURERS 
Established in 1898 OZARK BRAND OAK FLOORING 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 








Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 














— : —— 
| 


PLANER and JOINTER KNIVES Established 1850 


- also high speed knives and molding cutters 
& 
Cross, Austin & Ireland 


for the woodworking industry. 
i. 4 Lumber Company 
se | its Zs 1246 Grand St. Brooklyn’ 6, N. Y. 


| TAYLOR-STILES & CO. } Telephone Evergreen 8-9000 
Riegelsville, New Jersey oe wee -Timber ‘ Millwork 











Buitpinc Propucts MERCHANDISER 123 


Western Agents: 
Hall & Brown, W. W. Machine Co., St. Louis. Mo. 
































Minneapolis, has been announced. 
Mr. Hagen will assume supervision 
of the Insulite Sales office at the 
company’s Minneapolis office. 


GEORGE SHERMAN has been ap- 
pointed Southern California repre- 
sentative for the Richkraft com- 
pany, Chicago. 


CLYDE M. SHUMAKER has been 
appointed manager of the Rogue 
Lumber Sales company, Medford, 
Ore. Mr. Shumaker has spent 
many years in the wholesale lum- 
ber trade and has been connected 
with various mills and wholesalers 
in the Northwest and in California. 


FRED E. HOFFLER has been named 
building trade sales representative 
of the Keystone Steel & Wire com- 
pany, Peoria, Ill. He will go into 
the field promoting Keystone’s line 
among lumber and building mate- 
rial dealers throughout the country. 


DAvID L. KENDRIGAN has been 
appointed manager of the Philadel- 





E. R. SANDS, for many years manager, West- 
ern division, building materials, the Flintkote 
company, recently resigned to enter business 
for himself as a wholesale distributor of 
building materials. The organization headed 
by Mr. Sands is known as the Sands Whole- 
sale Distributing company, Inc., 232 E. 
Seventeenth street, Chicago Heights, Ill. 





phia warehouse of the Wheeling 
Corrugating company. He suc- 
ceeds WARREN B. MILES who was 
manager for 30 years and who is 
retiring. 


Appointment of WALTER Bur. 
HLER as consultant in wood tech- 
nology and preservation on the 
staff of the University of Florida 
School of Forestry has been ap- 
nounced. Mr. Buehler is president 
of the American Wood Preservers 
association. 


J. C. ELMBURG, manager of Fair- 
banks, Morse & company’s Boston 
branch house, has been transferred 
to the Atlanta branch as manager 
of that area. V. O. HARKNESS has 
been appointed manager of the 
Boston branch. 


Acme Sash and Door company, 
Cincinnati, has announced the ap- 
pointment of CHARLES RAVENS- 
CROFT as Kentucky sales represent- 
ative. 


ELDON E. LIBBY has just taken 
over the post of merchandise man- 
ager for the Southern States Iron 
Roofing company. 








Companies Announce 

John Madsen, manager of the 
plywood and veneer department of 
Georgia Hardwood Lumber com- 
pany, Augusta, Ga., for the past 
five years, has resigned to enter 
business for himself Jan. 1 at New 








For Immediate Delivery 


Streamline Birch Flush Doors 
24" —28"—30"——32" x 6'8" x 134" 
FIVE TO A CRATE 
+t+2—4 Cross Panel Doors 
24" —28"—30"——32" x 6'8" x 1/4" 
SEVEN TO A CRATE 


FOB Sardinia, O. 


HARDBOARD 
Ve" x 4° x 12' 
Finnish Birch Plywood 

All Thicknesses and Grades 


Light Colored Surface 


mussman and shafer. ine.. 


15 East Third Street 
eincinnati 2. ohio, u. 8. a. 





THE BEST OF THE WEST 


_Williams 
___Plywood__ 
Company_ 


222 Chamber of Commerce Bldg. 
INDIANAPOLIS 4, INDIANA 
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JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 














RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 
Idaho White Pine 














Ponderosa Pine 

Douglas Fir ik 

White Fir 
Cedar 
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- POLES and 
PILING 


Goodwin Johnson Ltd. 
Metropolitan Building 
Vancouver, British Columbia 














Warehouse: 2 N. Kresson St. 






‘George F. Becker Edwin A. Brengle 


BUILDERS 
MILLWORK 
DISTRIBUTORS 


600 St. Paul Street 


BALTIMORE 2, 
MARYLAND 





EFFICIENT . 
DISTRIBUTORS 
OF A COMPLETE 
LINE OF 


DOORS, 

MILLWORK, 
PLYWOOD AND 
SPECIALTIES 


IN THE 
EASTERN AREA 




















Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumber Dealers 
for 52 years 


LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, Ill. 


























NOW AVAILABLE—the tools you need for insu- 
lation board jobs. Sharp, strong, specially ground 
blades cut through toughest insulation boards 
leaving clean, smooth 


edge. Three tools—five $585 
blades — attachments. Sent postage paid 
All for... 6 anywhere in U.S.A. 


Extra Bevil-Devil Blades, of selected steel, ground to 
cut insulation board. Package of 100 for $4.00, 
Postage paid. 


KIMBALL company, inc: 








\ 1633 SYCAMORE ROYAL OAK, MICH. 
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Soundbilt is a name that stands for quality in plywood. 
As the name itself implies, Soundbilt is a well-manufac- 
tured, soundly produced plywood. It comes from fine, old- 
growth logs. It is made in a modern plant. Soundbilt is 
a name you'll be hearing more about from now on. 


7 af 
Ziget owe » Ine. 


230 EAST F STREET # TACOMA, WASHINGTON % PHONE MAiw 0179 


 OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H, M. Tripp 

No. 24 Welwyn Road P. O. Box No. 85 

Great Neck, L. I., Crystal Lake, Il, 
New York 


_ Member Western Pine Assn. 
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BURN THE MIDMIGHT OM? 





Take Your Wife 


to the movies tonite and 


send us that house plan to 
finish. 


Service prompt—Prices reasonable. 


Lumberman’s 


Plan Service 
120 Machin St., Peoria 5, Ill. 






































MANAGEMENT 


Guarantees the true spirit of 


Sashitality 


- +. it always prevails in every 










perfect detail of the service and 








atmosphere you'll enjoy at 








Tie 
DRAKE 


Chicago 


Edwin L. Brashears 
PRESIDENT 
























Orleans as the MADSEN FOREST 
PRODUCTS COMPANY. He will deal 
in all forest products but will spe- 
cialize in plywood and veneer. Of- 
fices of the new firm will be in the 
Whitney Bank building. 


The formal opening of the new 
store building of the SABINE VAL- 
LEY LUMBER COMPANY INC., 4329 E. 
Belknap, Fort Worth, Tex., was 
held Dec. 6. 


J. Paul Campbell Sr., has sold 
the sawmill of the J. PAUL CAMP- 
BELL LUMBER COMPANY at Canyon- 
ville, Ore., to the ALCAN COMPANY. 
The sale does not affect Trojan 
Wood Products Inc., Mr. Campbell’s 
operation at Riddle, Ore. Sale han- 
dled by Arthur E. Twohy, Twohy 
Lumber company, Los Angeles. 


THOMPSON PLYWOOD COMPANY 
has been formed by Ted Thompson 
and John G. Felker. The company, 
which will handle warehouse stocks 
of fir and hardwood plywood as 
well as single ply veneer, is located 
at 38 Ionia avenue, S. W., Grand 
Rapids, Mich. Mr. Thompson, 
formerly manager of the Plywood 
Detroit company, is president of 
the new corporation and Mr. Fel- 
ker is secretary and treasurer. 


New offices of the CLEM LUMBER 
COMPANY are at 528 Walnut street, 
Cincinnati 2, Ohio, Rooms 838-40. 
New phone number is DUnbar 





5544. The company serves the 
trade for hardwoods, softwoods, 
plywood. 





Directors of the GEORGIA HARD- 
WooD LUMBER COMPANY have voted 
a regular quarterly dividend of 25c 
per share and an extra year-end 
dividend of 25c per share on its 
common stock to stockholders of 
record Dec. 15. 


New offices and manufacturing 
facilities of the EVANS PRODUCTS 
COMPANY are now located at the 
new plant at Plymouth, Michigan. 





ENGINEERING ASSOCIATES INC., 
St. Charles, Ill., has been purchased 
by and will operate under the direc- 
tion of Foster W. Berry, president; 
R. A. M. Palese, vice president, and 
John J. Jaeger, secretary and treas- 
urer. 


DICTATORS 


Unions held responsible fo, 
high Chicago building costs 


BUILDING in Chicago is in the 
hands of “dictators,” Rep. Ralph 
W. Gwinn (R., N. Y.), chairman 
of the congressional subcommittee 
investigating the housing shortage 
declared following a thrée-day hear. 
ing in that city. 


Testimony was offered to show 
that a virtual monopoly exists in 
the tuckpointing field with huge 
initiation fees and annual dues be- 
ing extracted from contractors who 
were forced to join the group. 


As a result of these practices, 
said Rep. Gwinn, the labor cost of 
residential construction in Chi- 
cago is 68 per cent of the total 
while 32 per cent covers materials 
and other items. 


Although building costs are ex- 
pected to come down slightly next 
year throughout the Nation, they 
will not come down in Chicago, pre- 
aicted Nathan Manilow, president, 
Chicago Metropolitan Home Puild- 
ers’ Association. He said freighi 
rate increases and higher labor 
costs will keep building costs up. 
One ray of hope is the new Chicago 
building code which, if adopted, 
will permit substitute materials 
that may compensate for higher 
labor and freight costs. 


LENDING INCREASES 


Construction loans increase 
41 percent in last year 


SPURRED by loans to home- 
building veterans under the Gl 
Bill of Rights, lending by the 1,477 
Federal savings and loan associa- 
tions to finance the construction of 
houses amounted to $444,000,000 
during the year ended last Sept. 30, 
Harold Lee, governor of the Fed- 
eral Home Loan Bank System, re- 
ported. 


This total of construction loans 
is 41 percent above the figure for 
the previous 12 months and the 
highest for federally chartered as- 
sociations since they were first au- 
thorized in the early thirties. 


Home loans for all purposes made 
by Federal savings and loan ass0- 
ciations totaled $1,767,000,000 in 
the 12 months as compared with 
$1,674,000,000 in the preceding 
year. The combined mortgage hold- 
ings of all Federal associations rose 
from $3,152,000,000 on Sept. 30, 
1946, to $4,011,000,000 on last 
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ADVERTISING 


PAYABLE IN ADVANCE | 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classified 
advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
int style. No cuts or special borders allowed. 
Por advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed. 


Rates — Cash With Order 
Minimum Charge $2.00 


For one or two insertions 10c per word per in- 
gertion, with minimum charge of 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used, regular line 
rate is charged. 

When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work, 
union scale. Addess E-42, American Lumber- 


HELP WANTED 


Wholesale building materials company in 
Western State. Established sever years. 
Splendid connections. Real opportunity 
present and future for experienced compe- 
tent man. Address S-66, erican Lumber- 
man, Inc. 


CABINET AND BENCH MEN 
We have opening for several Cabinet and 
Bench men who have all around Millwork 
experience. =, employment. Can _ fur- 
nish house. No liquor. Townsend Sash, 
Door & Lumber Co., Lake Wales, Florida. 














WANTED: Draftsman to make practical 
shop drawings and piece bill special. mill- 





work, cabinets and fixtures. Hampden-El 
Company, 842 State Street, Springfield, 
Mass. 

Wanted 


Millwork salesman and estimator to take 
charge of millwork department in sash and 
door factory selling at retail. Give experi- 
ence and salary expected. Address S-68, 
American Lumberman, Inc. 





“Wanted: A sash and door salesman for IIli- 
nois territory. State your experience. If 
single or married. Address T-23, American 
Lumberman, Inc. 





Man experienced in retail Lumber Busi- 
ness to act as general Manager over three re- 
tail yards located in close proximity of each 
other in a City of 100,000 population. Salary 
and liberal profit sharing plan. Give full de- 
tails in your ——*, which will be treated 





confidential. dress T-26, American Lumber- 
man, Inc. . 
Wanted: Millwork Superintendent—com- 


pletely electrified plant Georgia City. Write 
a age, experience, references. Address 
-27, American Lumberman, Inc. 





Superintendent Wanted 


For millwork plant employing forty to fifty 
men. Old, long established company in city 
of 160,000 in Michigan. Our mill is com- 
pletely new and modern in every way. All 
equipment is new and modern. The man we 
want must know all phases of stock and 
special millwork and be able to handle men. 
Address T-48 American Lumberman, Inc. 








Wanted—experienced millwork estimator and 
salesman for large retail millwork and lum- 
ber company in Washington, D. C.  Per- 
manent position. Write giving full details 
of experience and salary expected. Barber 
& Ross Company, 5th & V Streets, N.E., 
Washington 2, D. C. 





SALESMEN WANTED 
to call on lumber and builders’ supply deal- 
ers, with complete line of Metal Building 
Specialties. Most territories open. Address 
-43, American Lumberman, Inc. 





Man under 45, ambitious, thoroughly capable 

of | full charge of growing retail yard. 

Splendid opportunity for right man. Submit 

_ and salary requirements, Address T-60, 
erican Lumberman, Inc. 





WANTED: Salesmen calling on lumber and 
building supply dealers to sell an outstand- 
ing line of Rustic fence and outdoor furniture. 

e@ includes garden houses, trellises, arbors, 
gates, picnic tables and benches, table and 
chair sets, lawn chairs, flower boxes, etc., 
and several types of decorative fence. Built 
of Northern White Cedar,—a weather and in- 


Sect-resistin wood. A splendid account 
Spener and profit increaser for aggressive 
Salesmen. In writing, please give full in- 


formation on territory covered and lines now 
Eemdiod. Address 1-37, American Lumber- 
» Inc. 








WANTED: Capable Tie and Timber Inspec- 
tor for work at Treating Plant to be responsi- 
le for inspection of cross ties, switch ties, 
Plank and timbers in hardwood, oak and 
a. Steady job. Address T-38, American 
umberman, Inc. 









BuItpInc Propucts MERCHANDISER 





Wanted: Millwork Estimator and Service man 
for retail lumber yard in northeast section of 
Detroit. Must be experienced. Address Fred 
J. Robinson Lumber Company, 11300 E. Eight 
Mile Road, Detroit 5, Michigan. 





WANTED: Yard and Field men to work in 
south purchasing and inspecting pine poles 
and pine and hardwood lumber. Address 
T-39, American Lumberman, Inc. 





Pine Lumber Grader. 
Please advise references, give address and 
phone number. State monthly earnings ex- 
ected. Address T-40, American Lumberman, 
ne. 


SALESMEN WANTED. Unique, new, patented 
small hardware item, perfect for lumber and 
hardware retailers, (sold 1/ million in 6 
months), long dealer discounts, large com- 
misions on initial and repeat orders. Good 
salesmen earn $25.00 daily. Territories east of 
Rockies and north of Ohio available. King- 
Chippewa Co., Mfgrs., 2517 California, ed 
Louis 4, Mo. 


Wanted—Sawyer for 8’ Band Mill, West Vir- 
ginia, Good job and living conditions. House 
available. Advise age, i references, 
and full history: so Filer for same mill. 
Address T-47 American Lumberman, Inc. 


BUILDING SUPPLIES SALESMEN — Midwest 
wholesale organization has opportunities for 
three men, under 45, experienced in lumber 
sales. Must have car and be willing to travel. 
Promote sales of lumber and building sup. 
plies to established retail outlets. Straight 
salary. penings in northwest Iowa and 
South Dakota; Nebraska and Kansas. Write 
stating age, education, experience and salary 
required. Replies held confidential. Address 
T-50 American Lumberman, Inc. 











Small sawmill town.’ 





HELP WANTED 


MALE HELP WANTED 


Salesman for wholesale Yellow Pine Lumber, 
hardwood, Pacific Coast Lumber and other 
building materials for the State of Florida. 
Must be between the age of 30 and 40 years 
old and had actual selling experience in 
lumber. Willing to pay a salary and com- 
mission to a good energetic salesman with 








“a personality and who is willing to work. 


Address T-49 American Lumberman, Inc. 


Capable Man Wanted 


To repair circular saws, resaws and mill saws. 
Age no barrier if in good physical condition. 

hrs. per week. Good wages. Address 
T-51 American Lumberman, Inc. 


SITUATIONS WANTED 


MILLWORK SUPERINTENDENT 
Years of experience detailed and stock mill- 
work. Good producer. Detailer-biller. A-1 
References. Address B-40, 
berman, Inc. 

















American Lum- 





Bookkeeper-Accountant (Male) 


Accounting education and experience; finan- 

cial statements, perpetual inventory, pay- 

rolls, etc. Competent and reliable. Knowl- 

edge of lumb busi Excellent refer- 

ences. Location convenient to New York, 

a, Y. Address T-41, American Lumberman, 
Cc. 








RETAIL MANAGER: Now employed, desires 
change. Age 50, best of health, experienced 
all phases retail lumber, building material, 
coal, paint, etc. Excellent record, outstand- 
ing collector, best references. Prefer Mid- 
— Address T-42, American Lumberman, 
nc. 





Position as Manager or Assistant Manager 
with progressive firm. Fifteen years’ experi- 
ence in retail lumber business. Several years 
as Manager and Assistant Manager. ould 
consider position as salesman with manufac- 
turer of building materials. Address T-52 
American Lumberman, Inc. 





Desire position as manager of wholesale 
millwork business. Write T-43, American 
Lumberman, Inc. 





Want Position as Manager, Northern Indiana. 

A-1 References, speculative building experi- 

ence, well acquainted with General Man- 
agement and all phases accounting, buying, 
etc. Prefer profit sharing basis, 8 years ex- 
erience, Vet World War No. 2. Address T-46, 
merican Lumberman, Inc. 


WANTED TO BUY — 
MISCELLANEOUS 














RAILS WANTED 
Any weight—Any tonnage 
THE W. H. DYER CO. 
Railway Exchange Bldg., St. Louis 1, Mo. 





RAILS: ANY SIZE OR QUANTITY 


Particularly 20 lb. 25 lb. 30 Ib. 35 Ib. & 40 Ib. 
Secure our price before selling. 


MIDWEST STEEL CORP. 
Charleston, W. Va. 


USED MACHINERY WANTED 














Will trade stock sash, doors, general millwork 
and building materials for self-feed ripsaw, 
9-foot equalizer, 48°’ double deck sander or 
other sash and door machines. Write Box No. 
C-60, American Lumberman. 





Machinery Wanted 
Planer and Matcher, 8’ x 14” 
4 or 6 knife—Round Cylinders. | 
Write us what you have. 
Bridgers Lumber Company 
Tuscaloosa, Alabama 








MILLING IN TRANSIT 








We solicit dressing and resawing in transit. 
both Hardwood and Pine. Can size timbers 
up = a bee! = 4 a All 
freight refunds are deducted from face of our 
wilt’ inveice. GRAYSON LUMBER COMPANY, 
INC., BIRMINGHAM, ALABAMA, Phone 9-113}. 
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LUMBER & DIMENSION WANTED 


Lumber and L Wanted 

SOUTHERN HARDWOODS 
150,000’ No. 1 Com. & Bet. plain or qtd. Sap 
Gum. 50% 4/4", 25% 5/4. 25% 8/4". 
500,000 Oak Wagon Planks. rough. green. 
To be NHLA ed for buyer's account. 
50,000 Pes. Oak Ties 6°’x10’°—8'6"", 8’ face. 

APPALACHIAN HARDWOODS 
150,000’ No. 1 Com. & Bet. plain red oak. 
150,000’ No. 1 Com. & Bet. ES white oak. 
50% 4/4°°, 25% 5/4, 25% 8/4". 
2 cars No. 1 Com. Bet. tough ash. 50% 
4/4", 50% 8/4. To be NHLA inspected for 
buyer’s account. 
BUTT LOGS 


14” and up diameter, 10 ft. and up long 
Poplar, Gum. Hard Maple, Hickory. 


ERNST SEIDELMANN CORP. 
Woolworth Building New York 7. N.Y. 











WANTED — BASSWOOD and/or WESTERN 
WHITE PINE, clear, kiln dried. glued dimen- 
sion; 9/32°’ thickness; smooth resaw; even 
thickness; squarely cut and equalized to 1/64” 
tollerance; sizes ranging from 6-!/,"*x12-1/2"" to 
9-1/,’"x29""; indefinite number of carloads re- 
— Address S-53, American Lumberman, 
c. 





WANTED 
FIR PLYWOOD CUTBACKS 


fy" x Gig” x 1314" and 1/2" x 7%" x 13,” or 
any other suitable sizes. Submit samples and 


quote. 
Bethlehem Woodcraft Co. 
Bethlehem, Pa. 





WANTED 
AMERICAN BLACK WALNUT 
Truck or carload lots 
Address S-50, American Lumberman, Inc. 





Hardwood shorts wanted: Beech, Maple, 


Gum, Tupelo, etc., 14” long. Sizes 1 5/8"" x 
1 5/8", 2° x 2°, 1’ x 2", and 13/16" x 1 5/8”. 
Must be , clear, and square edged. Ad- 


dress T-3l, erican Lumberman, Inc. 





Manufacturer of Juvenile furniture seeks ad- 
ditional volume supply of fully or semi-ma- 
chined, clear hard maple parts. Blue prints 
available for quotation. Address _T-57, eri- 
can Lumberman, Inc. 


“MISCELLANEOUS—FOR SALE 


CARPENTERS APRONS 


Write for peers and information. 
THE MINNESOTA SPECIALTY CO.., Inc. 
Minneapolis, Minn. 








MISCELLANEOUS — FOR SALE 


Disappearing Attic Stairways. Write for de- 
scriptive catalog sheets. Craig Company, 
1029 Talbotton Road, Columbus, Georgia. 


FOR SALE 
Approx. 1,400 Tons—Light Relaying Rail. 
25 to 45 lbs. per Yar 
Contact 
COMMERCIAL METALS COMPANY 
P. O. Box 1046 
Dallas 1, Texas 


BUSINESS OPPORTUNITIES 


If you have equipment and timber to manu- 
facture Ponderosa Pine, we will finance. Write 
complete details in first letter, include refer- 
ences, financial & moral, equipment on hand, 
amount of standing timber owned and amount 
available. United Mills Company, 1219 S$ 
Washington St., Peoria, Illinois. 


























FORD FACTORY-BUILT HOMES FACTORY 


Due to the sudden death of the owner, it is 
necessary to sell factory and Ford franchise 
for the state of Florida. The factory is now 
in we (500 homes per year capacity), 
with a well organized } wel > wo rogram, 
public acceptance, F. H. A. and Veterans 
Administration cooperation. Yearly profits 
should equal investment. Write or phone 
Factory-Built Homes, McDonough, New York, 
for details. 





Want to hear from concern interested in par- 


tial financing small high speed planing mill 
handling fifty to seventy thousand feet daily 
including clears. All Ponderosa Pine. Address 
T-53, American Lumberman, Inc. 





An established concern is looking for party 
interested in furnishing additional capital to 
complete definite program, desirable location, 
involving several years supply of high-grade 
Ponderosa Pine and Mixed Woods timber, 
sawmill, custom milling plant and contem- 
| am modern dry kilns. 

ubstantial investment required. Sawmill and 
plant operating. Prefer to retain majority 
control, but would consider minority owner- 
ship, or sale. Please outline complete details 
of — in initial letter. Address 
T-54, erican Lumberman, Inc. 





If you are interested in purchasing a por- 
tion, or preferably controlling interest in a 
well-organized, profitable remanufacturing 
plant, including retail yard, desirable loca- 
tion, in one of the well-known Western Pine 
Districts, it will be worth your time to inves- 
tigate this proposition. 

Only reason for offer is inability to give per- 
sonal supervision. 

If this appeals to you, pooere state proposi- 
tion in first letter. Address T-55, American 
Lumberman, Inc. 


BUSINESSES FOR SALE 














METAL WINDOWS 
Steel—Aluminum—Bronze 


Stock—All t 
STEEL SASH SALES & SERVICE 
Weehawken, New Jersey 


GOODWILL BUILDER FOR 1948 
Baseball Bats, miniature size, 16’’, 50c each, 
tpaid, $35.00 per hundred, f.o.b. Southern 
States Forestfire Commission, Inc., Birming- 
ham 5, Alabama. $190.00 per M to include 
name and address of firm. 








TIMBER TRUSSES 
Write for prices and information 
AMERICAN ROOF TRUSS COMPANY 
6850 Stony Island Ave. 
Chicago 49, Illinois 





CARDS OF REAL WOOD 


Choice of twenty woods for 
business, greeting, announcements 


CARDS OF WOOD, MANLIUS 9, NEW YORK 


FISHING POLES: Native Canes, Bamboos, 
Supplies. Jointed Native Cane $2.75. Steel 

, Guides, Handle $2.75. Aluminum Rod, 
Combination Five, Seven or Nine Foot Rod, 
Three-foot Case, Nylon-wrapped guides, 

ing Reel Seat, Finest Quality, $6.95. 
— ter items. Dealers write. Bob Pace, 

to) * . 


WOOD FLOUR PUNT —Compiets Equipment 
in Operating Condition. $3,000.00. Address 
T-58, American Lumberman, 
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SAWMILL FOR SALE 

Completely equipped Central California saw- 
mill currently running 30,000 ft. per day in 
Sugar Pine, Ponderosa Pine, White Fir and 
Red Fir. Timber is easily accessible for con- 
tinuous operation. Log pond and high line, 
green chain, diesel electric power, circular 
saws with head rig, carriage, dry yard, etc. 
Get more details about this attractive buy. 
Write ga Address S-58, American Lumber- 
man, Inc, 


Retail Lumber and building material busi- 

ness for sale in a good County Seat town 

in South. Established in 1928. 1947 best 

year in history. About $35,000 will handle 

entire business. Health is reason for sell- 

ing. Address S-70, American Lumberman, 
c. 


FOR SALE: A going sawmill, located in good 
Willamette Valley town, capacity 35,000 bd. 
ft. per day, fully electric, circular saws, elec- 
trically operated set works, good frictions. 
live rolls, good edger, power trim saws, long 
green chain, sawdust and wood conveyors 
and bunkers, wood planer, two lumber car- 
riers, one truck, pond in good shape, office, 
loading dock at rail siding. This mill is in 
very good shape. Timber to be had within 
hauling distance on good roads. For further 
information to interested parties, only contact 
the Canby Lumber Company, 5103 N.E. 42nd 
Ave., Portland 11, Oregon. 


For Sale: South East Nebraska Yard located 
in Corn Belt. All under good sheds. Owner 
wishes to retire. For particulars write Box 
T-36 American Lumberman, Inc. 

















BUSINESSES FOR SALE 








—<—< 


FOR SALE: 45,000 CIRCULAR SAWMILL 


All electrically equipped with the i 
of ——. ill = ee enough to dn 
mantle and move. © logging t 

tors, and highline. — 


ALCAP LUMBER CO., P. O. BOX 1712 
FRESNO, CALIFORNIA 





Retail Lumber & Coal Yard fo le t 
estate. In business 54 years ‘on NY . = 
offer takes all. Contact Hess Lumber Com. 
pany, Momence, Illinois. 


FOR SALE: Wholesale and retail business ; 
Central Florida. 15 years successful prodins 
tion. Quality merchandise. Price with mil] 
$97,000. Without sawmill $67.000. Owner re. 
— Address T-32, American Lumberman, 
nc. 








SOUTHERN CALIFORNIA LUMBER YARDS {for 

sale. Advise size investment wanted. 
TWOHY LUMBER CO., (Brokers) 
Petroleum Bldg., Los Angeles 15. 





Two lumber yards located in North Texas 

City. Made $100,000 in 1946. Will make 

$150,000 in 1947. Will take approximately 

$175,000 to buy the two yards. Owner wishes 

= retire. Address T-44, American Lumberman, 
c. 





Crating Mill for sale in Quincy, Illinois, with 
old established trade and large supply of 
timber near by. Mill consisting of the follow- 
ing equipment, all electric power, circle saw- 
mill, cutotf saws, rip saws, single surface 4” 
and 5° resaws and complete filing room 
equipment. Reason for selling, ill health. In- 
— Crating and Lumber Co., 400 §, 
a St., Quincy, Ill., for further informa- 
ion. 





For Sale—Up State New York 


Retail Lumber Yard, located on National 
Highway two blocks from center of thrivi 
manufacturing City of 15,000. Have she 
space for over one million feet of lumber and 
two large private sidings. Yard is_com- 
pletely equipped and well stocked. Owner 
is retiring from the business and will nego- 
tiate with _ only, no agents. Re. 
quired $100,000.00 Will take mortgage. 
Write for full particulars to Box T-45, Ameri- 
can Lumberman, Inc. 


LUMBER & DIMENSION 
FOR SALE 


Fir and Pine Yard Stocks—Rough Cuttings, 
Structural and Common, Bridge Plank—Large 
and Small Timbers—Pressure Creosoted Lum- 
ber—Poles and Posts—Hardwood Floorin 
Yellow Pine Car Decking—Southern Red 
Cedar Posts—Snow Fence. Send us your in- 
quiries. 

Nebraska Bridge Supply & Lumber Co. 

Omaha, Nebraska 

















ORDERS WANTED FOR: 
Squares-Handle Blanks, 
Air Dried Oak and Gum, 

Green Ash and other woods. 


LESTER L. PRUD’HOMME 
Texarkana, Texas 





FOR SALE: 10’ and up 10 ft. and _ longer 
Clear Butts and Second Cuts Oak, Poplar, 
Gum, Pine. Advise best price {.o.b. mil 
Southern Railway points. Address R-33 Ameri- 
can Lumberman, Inc. 





POINTED POSTS FOR DRIVING 
Available for prompt shipment, we offer our 
Pressure Treated Creosoted Southern Yellow 
Pine Posts Machine Pointed For Driving ™ 


carlots: E 

2l/_"" to 27/s"" top 6Y/; ned 4 One Foch 
° op , S. ° a 

2h" to 2%" top 7 ~—Ss- 12. Abs. "325 Each 


These posts are about three times strong 
than steel posts and will last longer, can be 
uickly and inexpensively driven without 
shattering. We supply post drivers at $10.00 
each, returnable. ill quote delivered prices 
on application. Can also supply in less 
than carload quantities. Write or wire us 
for further information. 


NEBRASKA BRIDGE SUPPLY & LUMBER CO. 
Omaha, Nebraska 


December 20, 1947, AMERICAN LUMBERMAN & 
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LUMBER & DIMENSION 
FOR SALE 


LUMBER & DIMENSION 
FOR SALE 











26M sq. ft. 25/32 x 214,""—Ist grade Northern 


Hard Maple. 

45M sq. ft. 25/32 x 21/4’"—2nd grade Northern 
Hard Maple. 

10M sq. ft. 25/32 x 214""—3rd grade Northern 
Hard 1 


Maple. 
5M sq. ft. = x 1ll,,""—Ist grade Northern 


Hard Maple. 
10M sq. ft. 25/32 x 11/2'"—2nd grade Northern 
Hard Maple. 
10M sq. ft. 25/32 x 21/4""—2nd grade & Bet- 
ter Ash. 
Offered subject to prior sale 
Can load immediately. 

We also manufacture 5/16’ 7 ft. edge Par- 
quetry & 13/16’ Standard Oak Flooring. 
Manufactured from thoroughly kiln dried 
stock, is side and end matched, wire bundled 
and factory grade marked, in our own 
Standard Flooring Plant. Wire or write main 


fice: 
RLLEGHENY WOOD PRODUCTS CO., INC. 
5950 Irving St., Philadelphia 39, Pa. 
Mill—Everett, Pa. 





1—Mixed Car, common & better, Red and 
White Oak in 5/4—6/4 & 8/4 thoroughly air- 
dried. Hardwood Pallets & Skids. Iston 
Lumber Company, Marietta, Ohio. 





KILN DRIED AND BUNDLED REDWOOD 
BEVELED 


Siding. 6’’, 8°’, and 10°, carload lots, ex- 
cellent prices. Also Redwood Shop, imme- 
diate shiment. Phone Melrose 3027, Tele- 
type DU-3, or wire: 


GREAT LAKES BATLEY LUMBER CO. 


204 BOARD OF TRADE BLDG. 
DULUTH, MINNESOTA 





DOORS 
WHITE PINE OR FIR 
One or two panel interiors all sizes, exterior 
front and grade standard sizes, 300 or 500 or 
a 1,000 car load. Prompt shipments. Sash 
also available separate shipments. Write or 
wire: W. F. Dodge Lumber Co., P. O. Box 
3629, Highland Park 3, Michigan. 


For Sale: 400,000 pcs. cut-off White Oak Bour- 
bon staves, 3° to 6" wide, 19°’ & 25° long. 
Sell piece count. Hastings & Crews Lumber 
Co., Inc., Winchester, Ky. 








REDWOOD SIDING & SPECIALTIES 
5_"" x 6° or 8 and 34" x 8’’-10’-12" Siding, 
green, well manufactured and bundled. Also 
specialty items of any specification in Red- 
wood or Ponderosa. ddress T-33, American 
Lumberman, Inc. 





Aromatic Red Cedar Lumber, 4/4 No. 1 Com- 
mon & Better, mostly 5°’ and wider, mostly 
8’, edged, rough, green. Can air dry if de- 
sired. Can also furnish 5/4 and 6/4. National 
Cedar Post & Pole Company, Omaha, Ne- 
braska—Murfreesboro, Tennessee. 





For 
Northern. Softwood 
Products 


Contact 


ALL-WOOD MFG. CO 
BAYFIELD, WIS. 





FOR SALE: Hardwood posts, sasafras, oak, 
locust. I know locust line posts in service 
60 years. Holds steeples. Truck or carloads. 
C. E. Brown, 5479 Ellis, Chicago 15. 





: DOUGLAS FIR DIMENSION 

2x4 to 2x12-S4S No. 2 & Btr. FOB Ore. $72 M. 

Douglas Fir Doors, Redwood Siding Kiln 
ed. Immediate delivery. Address Box 

8-71, American Lumberman, Inc. 





PONDEROSA PINE 4/4 STOCK 


From Interior Old Mexico (Dipped) B&4Btr. 
Clrs. $146.50 M., C Clears, $142.50 M., 
D Clrs. $133.50 M.. No. 3 Clrs., $93.50 M., 
No. 1 Shop, $88.50 M., No. 1 Cmn., $87.00 M., 
No. 2 Cmn., $82 M., No. 3 Cmn., $74.50 M., S4S, 
MC Gurntd. under 15%. Invoiced on grade. 
Write, wire, phone, Heathman Log & port 
Co., Room 565, Skinner Bldg., Seattle. Wash. 





FOR SALE—Green Birch & Ash 4/4 lumber 
100" length, mill run. $60.00 per M f.o.b. 
Cars. A. M. Rhoda, Bemidji, Minnesota. 





FOR 
4/4 C&BTR. YELLOW PINE, ED 
in Carload Lots 
Contact 
PHILLIPS WOOD PRODUCTS COMPANY 
P.O. Box 265, Crosstown Station- 
Memphis, Tenn. 





FOR SALE: 20,000° 4/4 No. 3 & Better Soft 
Maple: 57,000’ 4/4 No. 2 & No. 3A Birch with 
some No. 1 Common and Selects, small per- 
centage; three cars 4/4 No. 3 & Better Beech: 
one mixed car containing 3,000’ 5/4 No. 2 & 
Better Birch, 3,000’ 4/4 No. 2 & Better Birch, 
9,000’ 4/4 No. 3A and Better Oak, 1,000° 4/4 
No. 2A and Better Ash. Stock is located at 
St. Ignace, Michigan. Michigan Maple Block 
Company, Petoskey. Michigan. 





For Sale: Fir and Hemlock ladder stock, 
a nagg Address Box T-56, American Lumber- 
man, Inc. 








USED MACHINERY FOR SALE 








EARLE HART WOODWORKING MACH. CO. 


Large selection of Moder Ball-Bearing Mo- 
torized Used Machines. Get our prices and 
list before buying. 
Chicago, Illinois, 565 W. Washington Blvd. 
Ph.: Andover 3340 
Greensboro, N. C., Davidson Dr., Sedgefield 
Ph.: Greensboro 9633 





TRACTORS—POWER UNITS 


At pre-war prices, why pay black market 
prices. Our crawler tractors are available 
now and will do your logging. Our new 
power units are low priced and will do 
your sawing. Give us a chance. 


Overton C. Evans 





USED MACHINERY FOR SALE 


R. R. EQUIPMENT FOR SALE 
100—40 Ton & 50 Ton Flat Cars. 
16 Ton & 20 Ton Gas Locomotives. 
100, . Capacity Steel Tank on 90’ 
Tower. 


16—42,000 Gal. Vert. Steel Storage Tanks. 
25 Ton & 50 Ton Industrial Locomotive Cranes. 
DARIEN CORP., 60 E. 42ND ST. 

NEW YORK 17, NEW YORE 











For Sale: approximately 200 two-wheeled 
ar buggies in good condition at $15 each. 
ese popes in very good shape. See 
them. Hilty-Forster Lumber Company, 3846 
W. Wis. Ave., Milwaukee 8, Wisconsin. 





SPECIAL OFFERING 
LOCOMOTIVES 
FOR SALE 


1—44-Ton, 360 H.P. G.E. Diesel-Elec- 
tric Locomotive. Standard Gauge. 
New 1940, ICC Condition, 4 Motor 
Drive, T/E. 27280 lbs. 


2—65-ton, Diesel-Electric 0-4-4-0 
430 H. P. Standard Gauge. 


1—12-Ton, 0-4-0 Plymouth Gasoline. 


1—87-Ton 600 H.P. Diesel-Electric Twin 
Unit Type. Can be operated as two 
uni ton—or as two separate 
431/-Ton units. In good operating 
condition. 


A REAL BARGAIN 11 
Available For Immediate Delivery 
IRON & STEEL PRODUCTS, INC. 
43 years’ experience 
New York Office: General Office: 
120 Liberty Street 13424 S. Brainard Ave., 
New York 6, N. Y. Chicago 33, Ill. 
Phone: BEekman 38230 Phone: Bayport 3456 


“ANYTHING containing IRON or STEEL” 





NAILING MACHINES, for sale. Doig open 
back nailer with cleater attachment. 0"" 
nail spread, 70°’ opening between frames, 
driving 24 nails, 2 penny to 10 penny. Good 





Ph condition. Cavaler Spring Company, Inc., 
Mt. Sterion Ky. 670 Henry Street, Detroit 1, Michigan. 
For Sale 


1 he iron pulley, 60° diam. 18 face, 
3 15/16 in. bore. 


l heavy iron pulley, 54” diam. 16” face, 
: ekg in. — i“ - s 
e iron pulley, * diam "" face, 

3 is/16 in. bore. - 

ea iron pulley, 42’° diam. 13’ face, 
3 15/16 in. bore. 

1 heavy iron sea 46° diam. 18” face 

1 iron idler pulley, 24° diam. 18°’ face on 6’ 
threaded take-ups. 

1 iron idler pulley, 24” diam. 20’ face cored 


double arms with wing nuts and 18 in. ad- 
justable hangers. 

2 pes. steel shafting, 3 15/16 in. diam. 14 ft. 
“7 and 15 ft. long, with key seats cut in. 

6—3 15/16 plain oiling Poa blocks. 

A. H. Krouskop & Co., Richland Center, Wis. 


For Sale 
Berlin No. 282 Combination Band Rip and Re- 
saw. Rebuilt about 1 year ago. V-belt drive, 
with or without motor. 
Flint L be pany 
102 Smith St. 
Flint, Michigan 











REDWOOD 


Inquiries solicited, particularly for special 
Sizes and industrial uses. Frank R. Adams 
Associates, Inc., 35 E. Wacker Drive, Chicago 


1, Illinois. 





DOUGLAS FIR LUMBER 

Old growth douglas fir, Double end trimmed, 
No. 3 Cmn., through SS, S4S, 15% No. 3 
Cmn., Straight cars 2 x 4....$74.00 M., or 

ed cars, 2 x 4 to 2 x 12. $69.00 M., in- 
cluding 10 M Ft. Boards at $74 M., F.O.B. 
Coast. Immediate shiment. Send P. O. 
Heathman Log & Export Co., Room 565, 
Skinner Bldg., Seattle, Wash. 


BuILpING Propucts MERCHANDISER 





For Quick Cash Sale 
1 New Sherman Turn Type Unit End Matcher 
complete with countershait and regular — 
ment including motor and belts. F. O. B. 
Original Shipping Point. Price $4,000.00. Ad- 
dress T-59, erican Lumberman, Inc. 





FOR SALE 


One Sturtevant Blower, 55’’x18’’ steel case. 
KLATZKY BSOTHERS, Newberry. Michigan. 





For Sale—TD-9 International with Bucyrus- 
Erie Blade and two tractor drawn graders, 
hydraulic operation. Write Ledin Land & 
Lumber Company, Ashland, Wisconsin. 





FOR SALE 


Complete electric muchine for manufacturing 
wooden slat corn cribs, snow fence, etc. In- 
cludes motors, paint vat, mixer, winder, etc. 


SECURITY FENCE & MFG. CO. 
Omaha, Nebr. 1816 Izard St. 





100 H.P. Corliss Engine. 14’ x 5’ Boiler. Both 
in A-l condition, Heabler & Heabler, Attica, O. 


RIPSAW FOR SALE 


Eaglestield chain-feed, 15 HP motor, 220-440, 
5 motor on chain, excellent condition. 
Missouri Wood Heel Co., 3015 Salena, St. 
Louis, Mo. 








1 Yates Berlin Machine works 66’ Band 
resaw, 7 face, self contained counter 
shafts, direct motor driven with GE 40 HP 
motor. This resaw has a 40° live roll West 
Coast t of a gee by Filer & 
Stowell, 40° live roll in back and 40° live roll 
in front. The live rolls are gear driven, cast 
iron bevel gears, completely integrated. All 
chain, both conveyor and roof top chain are 
driven by gear reduction motors with push- 
button controls before resaw and out-feed 
table for transferring cants and return to in- 
feed table. This was designed for sawing 
vertical grain ship decking and is ideal for re- 
manufacturing or for special high grade resaw 
work where sawing for grain and grade are 
paramount. Moline chains and Link-belt con- 
veyor. This merry-go-round may be sold sep- 
arate from the resaw or the resaw may be 
purchased complete with all equipment as a 
completely set up remanufacturing unit. We 
are buyers of upper grades of lumber. We 
might consider taking lumber in trade for 


the above equipment if interested. HUSS 
LUMBER COMPA 
Chicago 14, Illinois. 


, 2301 N. Racine Avenue, 
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from ANACONDA 


May the bells of Christmas herald a joyous 
holiday season to lumber friends everywhere 
—and ring in a Happy and Prosperous New 
Year for one and all. 





COPPER MINING CO. 


LUMBER DEPARTMENT 
BONNER, MONTANA 


ANACONDA 








ye DOOR AND SASH 
gee! = PRODUCTION with 


SHIMER — 























CUSTOM-BUILT TO PRODUCE THE 
EXACT COUNTERPART OF THE 
DOOR AND SASH PATTERN 


Carefully machined from alloy steel forgings -- brute 
strength to withstand rugged service! Equipped with 





long-lasting Shimer Circular Bits that outwear conven- 











tional straight-type bits many times! 













HAVE A SPECIAL CUTTING PROBLEM ? 
There’s a Shimer Head for every purpose 











SAMUEL J. SHIMER & SONS, Inc. 
MILTON, \/ PENNA 
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Plywood by Nickey Brothers offers you 
six important advantages; 


(1) PRECISION is assured by improved 
clipping on our new automatic reel-up 
lathe and electronically operated clipper, 
as well as by the newest and most 
modern jointers, glue spreaders, presses, 
and sanders. You get even cutting, 
even thickness. And even moisture con- 


tent automatically controlled within three 
points of tolerance. 


(2) MORE WHOLE SHEETS due to reel- 


ing and elimination of breakage at lathe. 


(3) BETTER GRADE because the operator 
can see each sheet of wood and control 
the clipping by pressing a magic-eye 
button which makes correct clipping 
automatic. 


(4) WIDER SELECTION as a result of 


increased production. 


(5) QUALITY CONTROL which results 
in the best grading and inspection the 
industry has devised. 


(6) KNOW-HOW resulting from 80 
years in business with a staff of skilled 
veterans. 


NICKEY BROTHERS, INC. 


MEMPHIS, TENNESSEE 


e PLYWOOD e 
SLICED FACE VENEERS @© ROTARY VENEERS © LUMBER 
SEMI-FINISHED AND GLUED DIMENSION @ HARDWOOD FLOORING 








OAK FLOORING 





DELFAIR FIVE-EIGHTHS 


SAN ae tr hs ky 
S 


Scena, 
TWENTY-FIVE THIRTY-SECONDS 





<JJ ELFAI R> 


QUALITY ~~ — LUMBER 


D. L. FAIR LUMBER COMPANY 
LOUISVILLE, MISSISSIPPI 


Member o: NOFMA 














